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When selling 
screen cloth, clip 
off, or check off, 
number of feet 
sold from tag. 





SMM 


AluminA (elec- 


tro-plated with 
zinc) 


(painted) 


Bronze 


Tagis 714” 






Black 


ATT 


{1 


| 


PEEP ETE ETE PE TT 


| 


AURA TT 





| 
st Ft 


x1%” 





ot 


y 
Z 
A 

+ 


\ 


it 


OV1 AYOINIANI TWNL3dYId HLOTD N33UDS 


tthe. 


| 


Mt. 


= 











i 











EASIER TO HANDLE 


IS MORE PROFITABLE 


TO SELL 


The makers of Red Edge Screen Cloth consider that their 
obligation to the Red Edge dealers means something more 
than maintaining the quality of their product. They are 
constantly developing features that make it easier for the 
dealers to handle Red Edge and therefore more profitable 
for them to sell. 

A most practical feature...developed years ago to aid 
Red Edge dealers in eliminating cutting wastes...is the 
red enamel edge. It accurately measures the cloth every six 
inches and it never comes off...permanently identifying 
the cloth for repeat orders. 

Only Red Edge is packed in the Spiral-Wrap End-Cap 
round package. Less bulky and lighter in weight, it saves 
67, in freight charges and 18% in storage space in comparison 


with the square carton. 


The RED EDGE PERPETUAL INVENTORY TAG 

..the latest exclusive development... tells 
instantly the number of feet of screen cloth 
left in a roll. It has one-foot marks, and five- 
foot divisions, up to 100 feet. When selling 
screen cloth, clip off, or check off, from tag 
the number of feet sold. Use on hardware 
cloth, chicken wire, and glass cloth, too. 


Enough tags for your needs, sent free. Your 


jobber has a supply or write us direct. 
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Slamming Screen Doors 
bring sales opportunities 


OW is the time to make plans and preparations in 
order to cash in on the opportunities which the 
screen door season brings to the hardware merchants. 


Slamming screen doors are among the worst annoyances 
in the home. You will find that there is a profit in stop- 
ping the slams with YALE Screen Door Closers. 


YALE now makes ¢hree door controlling devices which 
close screen doors firmly and quietly. Most housewives 
will welcome this added comfort in the home. You need 
only suggest it in order to make the sale. 


Order your stock of YALE Screen Door Closers now 
and when the season arrives, put in a good window dis- 
play and tell all your customers about them. You will 
find a little effort well worth while. 


THE YALE & TOWNE MFG. CO. 
STAMFORD, CONN,, U.S. A. 


YALE 





YALE 


Screen Door Closer 
Model 504 


This closer obtains its power by 
means of a compression spring con- 
tained within the cylinder. 


The cylinder, or tube, is of seamless 


steel. 











Screen Door Closer Model 506 


As picture shows, this closer oper- 
ates by a visible coil spring. Tube is 
of seamless brass and the piston is 
equipped with a heavy steel washer 
which backs up the leather washer 
and prevents it from getting out of 
position. Constant functioning is 
assured by a brass spring which 
holds the leather washer firmly 
against the side of the tube. 
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YALE 
Screen Door Closer Model 570 


A compact, efficient liquid type door 
closer. It is built to the same high 
standard of quality as are the larger 
type YALE Door Closers that con- 
trol the doors in, many of America’s 
finest buildings. Packed with tem- 
plate so that anyone can apply it. 
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CASH for you, Mr. Deaker . 7 


DECIPHERED into simple cash-register terms it 
means: Double Up on Double X because of the 
National Housing Act. The urge to Renew, Restore, 
Refinish, is surging through America as never be- 
fore. Uncle Sam is leading the Big Parade — and 
Double X is right up front. 


For the sole mission of Double X is to make var- 
nish vanish and make old floors new. Double X has 
been preaching this gospel of modernization for 
years; and its sermons have not fallen on deaf 
ears. Result? Double X today is a buy-word in 
paint and hardware stores the nation over. 


DOUBLE X FLOOR CLE 


What's more, you can bet your last tick-tock that 
Double X is going to be a bigger buy-word than 
ever in 1935. Two reasons: First, national publicity 
on the Better Housing Program. Second, a national 
advertising campaign that plays up Double X as 
a National Refinishing Act all its own. 

Moral: Stock up and hook up. Get in tune and 
in key. Forget the amount you've always ordered 
from your jobber. This year of all years Double 
Up on Double X. Schalk Chemical Company, 357 
East Second Street, Los Angeles. Eastern Branch: 
2035 Pershing Place, Chicago. 
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\ zine. At this point an additional protective coating 
\ is placed on the already zinc-plated cloth that pre- 

vents the oxygen in the air from attacking the steel 
wire. It is the longest lived steel cloth yet developed. 


To Jobbers and Dealers everywhere this an- 
nouncement of Galvanoid-Plus comes as wel- 
come news. Here is a new galvanized cloth 


that 
* HAS LONGER LIFE as much as double and triple Consult your jobber now and arrange for an early de- 


* DOES NOT DISCOLOR or STREAK while in the deal- livery of this improved ontnans, wlan. 


er’s stock 
* AND COSTS YOU NO MORE 5 . l E 
Worcester—Buffalo—Chicago—San Francisco STRAND 
Los Angeles—Portland—Seattle 


The fabric is first skillfully woven of full gauged 
WHY GO THROUGH ANOTHER SEASON WITHOUT THE LEADING SCREEN CLOTH? 


AMERICAN WIRE FABRICS CORPORATION 
Subsidiary of WICK WIRE SPENCER STEEL CO. 
General Offices: 41 East 42nd Street, New York City 





INSECT SCREEN CLOTH 





Wissco Wire and then heavily electroplated with pure 
Ped Adda Medd akselcal soda dedinadisaliadadt aided kadiaieaetad edna dbal-atiiedaiol 
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There is only one file manufac- 
turer in the world with the men, 
equipment and patience to so per- 
fect its methods that thousands of 
dozens of files can be produced to a 
uniformly high level of quality — 
the best available. That Company is 
the Nicholson File Company, whose 
files are known for their consistently 
high quality in every quarter of the 
file using world. 

Priced to meet popular demand! 

At your jobber’s. Nicholson File 
Company, Providence, R. I., U.S.A. 


Genume 
NICHOLSON 
FILES 
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@ We are covering every good farm fence 
prospect by every proven method... Farm 
Papers . . . Broadsides . . . Letter Enclo- 
sures. Many of these helps will carry our 
dealers’ imprint and be sent direct to farmers 
on their mailing lists. In fact, the plan is 
more complete than any we have ever before 


used for you. 
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outlook is brighter 


Farmers are ready to buy improve- 
ments, and fence is one of the first 
needed. With this fact in mind 
we have arranged... 





A HUGE 15 UNIT SALES CAMPAIGN 


...to get more American Fence buyers for you J 


More than. 18,000,000 
Messages to Farmers 


Every farm paper advertisement is devel- 
oped to produce actual inquiries from 
prospects who are interested in fence buy- 
ing. Every direct mail piece aims to develop 


these inquiries into sales for you. 


AMERICAN STEEL & WIRE COMPANY 


208 SOUTH LASALLE STREET «© + CHICAGO 
Offices in All Principal Cities 
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MYERS SELF-OILING 
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SAND, DUST- = 
and DIRT PROOF nas FIG. 2707 
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MYERS JUNIOR FOUR ROW 
ENGINE POWER SPRAYER 


FIG. 2798 






MYERS FOUR ROW TRACTION 
POWER SPRAYER 








for Spraying Row or Field 
Crops, Orchards or Trees, Vines or 


Shrubbery, Alfalfa or Weeds .. . 


LL signs point to a big market for Myers Power Sprayers during the 
months ahead. 





MYERS JUNIOR FOUR ROW 
TRACTION POWER SPRAYER 
FIG. 2787 


Commercial orchardists, row crop growers, farmers and others who 
have fruit trees, plants and vegetables to spray, will need an endless array 
of spraying equipment this year. 


Myers Power Sprayers, Booms, Guns, Extensions, Nozzles and Acces- 
sories—quality built, time tested and proven—with new features to fur- 
ther economy and improve efficiency—have earned a national 
acceptance that will make sales easier than ever during 1935. 


If you have not as yet received a copy of the new Myers Spray 

Pump Catalog, No. SP35, write for it today, and get ready to sell 

MYERS DU-ALL FOUR, SIX OR EIGHT hi 1 1 ll blished 1; ith fit d 
ROW TRACTOR-DRIVEN SPRAYER this complete and we establishe ine wit pro an 


FIG. 2735 satisfaction. 


mz F.E,AMYERS & BRO.¢°: 


ASHLAND, OHIO. 
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PUMPS-WATER SYSTEMS-HAY TOOLS -DOOR HANGERS 
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SELL 'EM ONCE 


How it cuts— how it lasts 
and how it saves money 


Everybody’s happy with Eagle Steel Wool on 
the job. Your customer— because it bites quickly 
to the surface he’s after, it stays sharp, it saves 
money. You—because Eagle brings ’em back alive 
to the next sale, the easy sale, the easy profit. 
Your jobber—look at him smile when you order 
Eagle. He knows you’re talking repeat business! 
Eagle Steel Wool has maximum abrasive power. It’s tough. 
Resilient. Long-lasting. Uniform in quality. True to grade. 
Types: Double Eagle split-pound roll, Eagle pound roll and 
industrial pads. Grades: coarse, medium and fine shavings. 


Numbers: 3, 2, 1, 0, 00, 000, 0000. Our grading standards are 
unsurpassed. Write for additional facts. Order from your jobber. 


EAGLE STEEL WOOL COMPANY 
6201 West 65th Street Chicago, Illinois 


© 1935, Eagle Steel] Wool Co. 






TRUE GRADE 
ORDER jrom YOUR JOBBER 


FEBRUARY 28, 1935 9 








ms QUICK-SALE HAND: 


SAW DISPLAY STOCK 


This Quick-Sale Stock of Twelve Keystone Hand Saws 
(Retail Value, $16.10) Is Balanced According to the 
Experience of Leading Hardware Merchants in Supplying 
the Demand for Popular-Priced Hand Saws. Each Saw Is 
Furnished With Descriptive Display Tag Attached. 


He are the popular-priced hand 
saws of the MAKE you want to sell 
in your store...to satisfy your own 
idea of value and let you give the house- 
hold trade the utmost in steel, work- 
manship and finish that can be put into 
hand saws for the money! 


And here is the DISPLAY to attract 
these customers... the price range they 
want — $1.00, $1.25 up to $2.00... and 
the slogan, KEYSTONE—MADE BY 
DISSTON, that clinches the sale. 


And remember, every KEYSTONE 
Hand Saw is priced to meet, and beat, 
competition and still leave you a fine, 
business-like margin! 


Henry Disston & Sons, Inc., Philadelphia, U.S.A. 





1 K-1 Leader.—A straight- 
back saw. Unusual value 
at such a low price. 


Prt # B85 


1 K-2 Speedster.—A skew- 
back saw. Natural finish, 
weather-proof handle 
with comfortable grip. 


Cross-cut: 26” 

8 points . . ia, f 00 
4 K-3 Pacemaker.— Skew- 

back pattern, with highly 

finished blade. Handle 

carved on grip; mahogany 


color, weather- proof 
finish. Cross-cut: 26", 


8 points. Each $1.25 


2 K-3 Pacemaker.— Skew- 
back pattern, with highly 
finished blade. Handle 
carved on grip; mahogany 
color, weather-proof 
finish. Cross-cut: 20’, 


9 points. Each $ 1 .00 


1 K-4 Air Master.—A nice- 
ly finished skew-back 
pattern. Thin back, teeth 
bevel filed. Mahogany 
color, weather-proof 


finish, full carved handle. 
Cross- cut: 26” 
8 points .. : ha, 50 
1K-5 Defender. —Skew- 
back, finely made, extra 
high finish. Thin back, 
teeth bevel filed. Gun 
Metal, weather-proof fin- 
ish, carved handle. Cross- 
cut: 26", 8 
points . ig ‘ $1.75 
1K-6 Challenger. — Skew- 
back (*) taper ground, ex- 
tra high finish. Teeth bevel 
filed. Full carved hard- 
wood handle, mahogany 
color, weather - proof fin- 


ish. Cross-cut: ‘$2. 00 


26", 8 points . 


.1K-6 Challenger. — Skew- 


back (*) taper ground, ex- 
tra high finish. Teeth bevel 
filed. Full-carved hard- 
wood handle, mahogany 
color, weather- proof fin- 


ish. C -cut: 
26", 9 points, *2.00 





(*)K-644 Challenger. Straight- 
back instead of Skew - back 
supplied if specified on order. 
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KEYSTONE HAND SAW STOCK ...ONLY $10.65 INVESTED 


ORDER this Keystone Hand Saw Display Stock from your jobber. = 
Packed complete. Includes 12 Keystone Made-By-Disston Hand re a 
Saws. Total retail price, $16.10. Price to you, $10.65. Your sl | 
margin, $5.45. Also Display Material:'1 Wood Display Stand; 1 Dis- ; 
play Card, 22” x 7%"; Descriptive Pfice Tags, attached to saws. 





a?) 





Right —Each handle tag is « sales ts 

messenger. On counter, showcase 

or table, display becomes an efficient 
silent salesman. 


Left — Showing five Keystone Hand 

Saws, this Keystone Display is « 

fine centerpiece fer a sew and 
tool window. 
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HENRY 

DISSTON 

& SONS, Inc. 

Philadelphia, U.S.A. 

Through the hardware 

jobber, named below, give 
us quick delivery of — 

TWO- FACED en Display Stock of 12 Keystone Hand Saws 
DISPLAY with Display Material. Price $10.65. 

If Straight-back, instead of K-6 Skew-back 


It will do double 

duty and work for (*) is wanted, check here K-64. 
you going and 

coming, as told in 

instruction sheet ave ~ 

sent with display. oe > Address 


Jobber’s Name. 
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This Contest Extended to April 1, 1935 
Good Window Displays Will - 














$100 Cash: 


Tying in with the increasingly popular hobby of 
homeworkshops and homecraftsmanship and with the 
National Homeworkshop Guild’s Contest Hardware 
Age will conduct a window display contest devoted to 


Homeworkshop Tools and 
Equipment,Handicratts,or Both 









ex 


io 





Not only do you stand to win a prize, but you will increase your sales of homework- 
shop equipment and establish your store as headquarters for quality tools. ..... . 


Seven Cash Awards as Follows: 


First Prize $35, Second Prize $25, Third Prize $15, 
Fourth Prize $10, Next Ghree Prizes $5 Each 


Any window pictures not winning a prize, but suitable for 
publication will be purchased at $3 each. 


RULES OF CONTEST 


All window pictures submitted become the property of 
HarpwareE AcE and cannot be returned. 

Windows may be put in any time, but contest photos must 
be in Harpware AGE editorial offices not later than April 1, 
1935, to compete. 

There are no entry fees. In case of a tie, each contestant 
will receive the full amount of the award. 

The editorial staff of Hanpware AcE are the sole judges 
and their decision will be final. 

Window displays must have appeared in a bona fide retail 
hardware store. 

Pictures should have the name of the window trimmer, store 
and address on the back. 

Glossy prints, 8 x 10, preferred, but all photos will be con- 
sidered on the merits of the display and not on photography. 

Contestants may submit as many photos as they wish. 

Pictures should be accompanied by a brief statement of the 
sales success the firm has had with tools and equipment ap- 
pealing to the homeworkshop hobbyist. 


Displays submitted for this contest may include: hand 
or power tools of any make; or articles made by local 


, homeworkshop craftsmen or a combination of both. 


This contest is intended to stimulate the sale of all 
tools and related homeworkshop equipment through the 
retail hardware trade and is not restricted to the display 
of the products of any manufacturer or group of manu- 
facturers. 


A SUGGESTION 


While the merits of the display will be the factor in 
deciding the winners, contestants will find that profes- 
sional photographs, taken by time exposure at night, will 
show up the merchandise and display to better advantage 
than is possible by daytime pictures by amateurs. This 
is because night pictures eliminate the daytime reflec- 
tions from across the street. This suggestion is made to 
prevent discouraging results that do not do the displays 
justice. 


Mail all photos FLAT to the following address: 


CONTEST EDITOR HARDWARE AGE 


239 WEST 39th ST. NEW YORK, N. Y. 
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(GRAND CROSSING 
QUALITY TACKS 






PACKAGED FOR 
EASY SELLING 


Those good old Grand Crossing Quality 
Carpet Tacks are stepping out. We have 
given them a new package to speed up the 
journey from stock room to customer—and 
to help you sell them with less effort. 

On your counter, the display container 
answers the customers’ questions. Yes, they 
have needle points. They are sterilized. - 
They have sturdy round heads, and every package contains full count. 

Thirty-six ¥g-pound packages are packed in the counter display. 
They may be all of one size or assorted as follows: 6 packages No. 6 
tacks, 18 of No. 8 and 12 of No. 10. Two of these display cartons 
pack into a‘corrugated carton and make a convenient half-gross ship- 
ping unit. 

Double pointed tacks—staples—too, are available in handy colored 
can’t-tip packages, twelve to a striking counter display carton. 

Send your inquiries to Chicago for every kind of cut tack, and let us 


tell you more about these easily-merchandised Republic items. 
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REPUBLIC 
STEEL 


Republic Steel 


CORPORATION 









CHICAGO --:-- ILLINOIS 
GENERAL OFFICES:++:YOUNGSTOWN, OHIO 
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A modern : 
garage door TT TT ill lil | 


To serve the new f° c. ir : 
streamline motor- i al 
cars of today 














Hardware mounted on the inside 





To radical changes in the body lines of motor-cars have been developed 


to promote speed by diminishing air resistance. 


The saving of time and the promotion of mechanical simplicity and ease of 
operation are incorporated in this modern garage door, in direct keeping 
with the mode of today’s smart motor-cars. 


No. 900 Natienal DOOR SET 


is a far departure from the commonplace garage hardware. It employs the 
new principle of raising the garage doors up and safely parking them over- 
head, leaving full use of the floor space below. 


The heaviest doors glide up with ease due to the vertical spring mechanism 
which furnishes a perfect counterbalance for the weight of the door. 


Many exclusive features give added prestige to this quality door set, which 
is enjoying a spirited demand with National dealers everywhere, both for 
use on new garages and in modernizing the old. 














National hardware is sold direct to the retail dealer—a policy 
that promotes quality, service and direct selling cooperation. 


NATIONAL 
MANUFACTURING \W¥6.c0. 
COMPANY 
STERLING - ILLINOIS 
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one of the best spring and 
summer sales items. Six 
standard fabric heights, 
from 30to 60 inches. Phone 
your regular jobber. Gates 
with fabric to match. 


ree Points of Comparison for 


the Thoughtful Hardware Dealer 


@‘‘I want a fence that will sell,’’ you 
say, “°...a fence that my customers 
know. A fence that offers dependable 
quality, and from which I can expect 
a good volume of business.”’ 


Before you choose, ask these three 
questions of the fence that you are 
considering: 

Do my customers know this brand of 
fence? Will they buy it by brand name with- 
out hesitation? 

Does it offer a really good value for the 
money? Is it well and carefully made by peo- 
ple whose manufacturing reputation is good? 

Can I expect it to give such service that it 
will bring me new and repeat business on a 
number of fence and woven wire items? 
Cyclone offers you more than a 

complete line of fence, gates, screen 


cloth, wire baskets and allied prod- 
ucts. It offers you the best known 
name in fence—a name that stands 
for dependability and honest value to 
every buyer. 


yclone 


the best known name in fence 





Phone your own jobber for com- 
plete information on the complete 
Cyclone line for spring. Lawn fence, 
screen wire, trash baskets, hardware 
cloth, gates, posts, flower bed borders, 
trellis, and rubbish burners are but 
part of the nationally advertised 
Cyclone **Red Tag’? line. 


CYCLONE FENCE COMPANY « General Offices: WAUKEGAN, ILLINOIS 
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Branch offices in principal cities 
Pacific Coast Division 


STANDARD FENCE COMPANY, General Offices: Oakland, Cal. 





STOCK? 





Cyclone “Red Tag” Screen 
Cloth. Painted Black, Gal.. 
vanized, Bronze and Cop- 
per. Inall standard widths 
and meshes. 


Cyclone “Red Tag” Hard- 
ware Cloth. A depend- 
able product which you 
can sincerely recommend 
to your trade. 





Cyclone Catch-All and 
“Red Tag” Burner Baskets 
are popular spring sell- 
ers. Several sizes. 









































Cyclone “Red Tag” Gates 
for walk or drive. Built 
to match standard fence 
fabrics. 
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A new merchandising idea that brings 


paint prospects right through YOUR front door 


HE PAINT FAIR—one of the most 

sensational paint merchandising plans 
ever devised —will be put on by Glidden 
in April—just at the start of the paint- 
buying season—at the height of the build- 
ing, remodeling, and redecorating activity 
stimulated by the Federal Housing Act. 


The Paint Fair will interest every paint 
dealer, because it will focus attention on 
his store. It will bring him actual paint 
buyers. And it will give him different and 
unusual sales tools—a special brush deal 
through a coupon offer—direct mail and 
newspaper advertising—plus store demon- 
strating sets with which the consumer 


can actually paint out the product— just 
the kind of proposition that brings ’em 
in and then sells them. 


Just sign and mail the attached coupon 
today. Every detail of the Paint Fair plan 
will be sent to you without cost or obliga- 
tion. But you must act promptly. You 
must get ready now to take advantage of 
the paint business that is bound to come 
in the spring. Don’t overlook this oppor- 
tunity. It means hundreds of new prospects 
for you. It brings them right through your 
front door—and turns them into profitable 
repeat customers. Send the coupon today. 
Spring paint sales will be here soon. 
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A Money-Making Message to Dealers 


ERE is a product and a demonstrating set 

that will make money for you with Glidden’s 
famous Speed-Wall, the new quick-drying, smooth 
surface wall finish. The demonstrating set includes a 
counter display and color panel portfolio that en- 
ables your customers themselves to “paint out” the 
product and “pick out” the 
proper colors by actually 
seeing them in combina- 
tion. It also demonstrates 
how easy it is to “rub out” 
disfiguring marks and 
blemishes. 


Speed-Wall comes in a 
complete range of colors, 
so that your customers can 
make a selection of many 
pleasing combinations. 


In addition to the store demonstration there is an 
attractive banner for the window, handbills for 
general distribution, free newspaper advertising 
mats, and free gift stencils that every woman will want. 


This kind of advertising brings 
people into your store. It helps you 
sell. And it helps you make more 
money in your paint department. 










We offer two assortments, complete 
with merchandising and advertising 
materials. And each allows you a 
substantial profit . .. Use the 
coupon below. 


Another Money-Maker 


Here is an exceptional offer in Glidden’s Black 
Screen Enamel—one that will enable you to profit by 
the popular demand for a “good buy.” It sells for 
only 39c a quart (slightly higher in the West). This 
enamel is jet black with unusual covering qualities, 
and gives sure protection to both the wire mesh and 
the wood or metal frames. 


Screen Enamel... 


This assortment carries with it the optional purchase 
of the special Jiffy Brush —which brings you an extra 


profit. With the Jiffy Brush screens are quickly 
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painted without clogging the mesh. Window banners 
feature the Screen Enamel with or without the Jiffy 
Brush—and come with the assortments at no extra 
cost. Two assortments are offered—both include 
merchandising helps and free newspaper advertising 

mats. Send the coupon for details. 
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Glidden Quality Means Repeat Orders 


The products of The Glidden Company are known 
all over the world for their high, uniform quality and 
profit-building possibilities. Glidden operates plants 
all over the country—advertises to your customers in 
a list of national magazines that reach fourteen 
million readers regularly. It will pay you and pay you 
well to tie up with the fast-moving lines Glidden 
offers you. Sign and mail the coupon today. 


THE GLIDDEN COMPANY 


CLEVELAND, OHIO 





EVERYWHERE ON EVERYTHING 
PAINTS VARAISHES LACQUERS ENAMELS 


COUPON km 


I am interested in the Paint Fair and your 
money-making assortments. Please send me, 
without obligation, details, as checked below: 









Name 
Address 


_ State. 


. [] 1. Information on the Paint Fair 
(] 2. Information on Speed-Wall 
[] 3. Information on Screen Enamel 
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WE ARE CO-OPERATING 
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As a result of the widespread activities of the Federal 
Housing Administration, 1935 will be a year of more 
building, more work for craftsmen. 

Carpenters and skilled workers who have hardly been 
in your store for months will be needing tools. They will 
naturally gravitate to the store that features Stanley Tools. 

For over 80 years skilled craftsmen have filled their 
kits from The Tool Box of America. Tool users of every 
class know that they get more for their money when 
their tools come from this reliable source. 

Take advantage of this offer of a forceful selling dis- 
play. See that your stock of Stanley Tools is adequate, 
display The Tool Box of America and your tool sales 
for 1935 will climb. 


nie 


Ale 





means more tool business 
this Spring 


means more tool business 
FOR YOU 


STANLEY 








This large size display (24” x 
34") in five sparkling colors isa 
striking reproduction of the buy- 
ing guide for all classes of tool 
users. Display it prominently, 
build a window around it this 
Spring. 

Send for one of these displays 


NOW 


STANLEY TOOLS of high- 
est quality—the choice of artisans 
for over 80 years. 

STANLEY FOUR SQUARE 
TOOLS — unusual tool values. 

STANLEY DEFIANCE 
TOOLS — low priced, practical 
tools for the occasional user. 


STANLEY TOOLS 
NEW BRITAIN, CONN. 


THEY ALL LOOK TO STANLEY - - THE TOOL BOX OF AMERICA FOR THEIR TOOLS 
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As FLEXIBLE as Your Kitchen Range 


TURNER 


Gasoline 


NOW a Gasoline Camp Stove with each burner inde- 
pendently operated and controlled—will boil furiously and 


simmer slowly at the same time. 


Camp Cooking made easier and the camping trip more 
enjoyable with the New Turner Camp Stove. 


The Turner Brass Works, with the experience of 65 years 
in manufacturing a quality line of liquid fuel appliances, 
—announce the Turner Gasoline Camp Stove which sets 
a new high standard for portable stove performance. 





THE TRAVELER 


OUTSTANDING FEATURES OF 
TURNER CAMP STOVE 


BURNERS OPERATE INDEPENDENTLY—Separate 
valves —- Individual flame control — Wider range of 
po operations. 

NSTANT LIGHTING—No generating is necessary— 
Liste instantly. 
INTENSE HEAT—Develops a wide-spreading clear 
blue flame—Intensely hot—Can be turned down to a 
simmering flame. 
WELDED STEEL GRATE—Non-warping grid-type 
grate—Very strong—Light weight. 
REMOVABLE TANK—Quickly demountable tank— 
Makes refilling easy and safe. 
DETACHABLE GENERATOR TUBE — Generating 
tube can be easily detached for cleaning—A service 
feature which guarantees trouble-free operation. 
SAFETY-TYPE BUILT-IN PUMP — Fast working 
trouble-free pump—Serves as filler plug. 
ATTRACTIVE FINISH—AIl models finished in at- 
tractive khaki green—Blends with any color scheme. 
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THE DeLUXE TRAVELER 








Made in 3 Models... 


Each model is sturdily built, finished with an attractive khaki- 
green lacquer and embodies the important features of instant 


lighting, independently operated burners, welded steel grates, 
easily removable fuel tank, built-ip pump, detachable generator 


tube, and compact size for carrying. 


The DeLuxe Traveler — two 
burners, each independently 
controlled, with permanently 
attached folding legs and 
equipped with a demountable 
shelf. The tank holds 1% 
quarts of gasoline —a 5 hour 
supply of fuel. 


The Traveler—also with two 
separately operated burners 
and with all the other outstand- 


ing features of the DeLuxe ex- 
cept the table legs and detach- 
able shelf. Has bracket legs 
which securely hold the cover 
in place for transporting —a 
compact and efficient stove. 


The Picnicker—A handy one 
burner stove ideal for picnick- 
ers and hikers—light, compact 
and extremely sturdy. 


Write us for full information, prices, and discounts, giving 


your jobber’s name. 


4 ‘Temnen Baas U.S, '. RES) 
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THE FORGOTTEN SA&RVICE MAN! 


HE GENERAL ELECTRIC Monitor 

Top cut refrigerator servicing costs 
75%. Expensive dealer service depart- 
ments became unnecessary. Even where 
thousands of General Electric refriger- 
ators have been in use for years, only a 
skeleton organization is required. In one 
territory where there are over 150,000 
Monitor Tops in operation every day, 
many over five years old, the service re- 
quired averages less than 5 minutes per 
machine per year! 
Sealed in ageless steel walls, protected 
from air, dirt, moisture and tampering 
fingers, the amazing trouble-free perform- 
ance of the G-E Monitor Top has built 
matchless good will with its owners. 
Today the recommendation of a friend 
who is a user, is the strongest favorable 
sales influence any household appliance 


GENERAL @ ELECTRIC 


can have. Every time an owner tells a 
friend or a neighbor about the amazing 
performance of her General Electric, the 
way is being paved for another sale. In 
every survey “Recommended by a friend” 
takes foremost rank among answers to 
the question “Why did you buy that 
particular make of electric refrigerator?” 


Over 1,500,000 satisfied users now 
enthusiastically recommend their 
General Electric refrigerators to 
friends and neighbors. The G-E 
retailer not only makes more re- 
frigerator sales through “using the 
user,” but finds every G-E refrig- 
erator owner to be a preferred 
prospect for other General Electric 
appliances. General Electric Co., ° 
Specialty Appliance Sales Dept., 
Sec.HA 2, Nela Park, Cleveland, O. 


ALL-STEEL REFRIGERATORS 
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Get Ready For 
The Fisherman— _ =. 


Fisuinc: What a thrill the 
very thought brings to millions 
who enjoy this popular sport. 





Presidents: Cleveland, Harding, 
Theodore Roosevelt, Coolidge, 
Hoover, all were enthusiastic fisher- 
men, and Franklin D. Roosevelt is a 

No. 4160 Steel 
most ardent angler. Casting Rod 















In 1933 nearly five million people 9 
in the U. S. took out fishing licenses. 
The sum of $4,858,158 was spent 
for fishing tackle. Now think of the 
great number of fishermen who re- 
quire no license, but spend freely 
for fishing equipment. Get ready 
for the fisherman with 


UNION 
Fishing Tackle 








| —««~ 
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The new “UNION” line includes: Tubular Steel Rods, Solid 
Steel Rods, Split Bamboo Rods, Salt Water Rods, Surf Casting Rods, 
Cane Poles, also Fly and Casting Reels—all in a wide variety of 
patterns that retail readily at popular prices. 


Both Union Fishing Rods and Reels are well known, thoroughly 
dependable and extremely popular with hosts of fishermen. Check 
up on your stock and order early for Spring Trade. 


HHI gl 





eg 











: No. 1336 F 
| Your Jobber ~ Send for a. 
No. 47 UNION Will Supply New Rod 
Steel Casting Rod You ' ~ 04 Catalog 
Reg. U. S. Pat. Off. . 
Established 1854 
i 4 


TORRINGTON. CONNECTICUT 
New York Office: 151 Chambers St. 











No. 7169 
UNION Fly Reel 














wt 90 om mast No. 7226 UNION Level Winding Reel No. 7206 UNION Fishing Reel No. 1-R UNION 
Steel Bait Rod 
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Just Among Ourselves 


General Wood— 
Gen. R. E. Wood is undoubtedly 


an able man. As president of Sears, 
Roebuck & Co., he headed an organi- 
zation whose price competition has 
injured a great many hardware dis- 
tributors. To the hardware whole- 
saler and retailer, Gen. Wood can 
never be a popular choice for Ad- 
ministrator of N.R.A., which ap- 
pointment has been rumored for 
some time. In common with all 
smaller business interests, the hard- 
ware trade and other independent 
wholesale-retail fields will find it 
difficult to accept Gen. Wood as a 
chief code executive, capable of or 
inclined toward a sympathetic un- 
derstanding of the problems of the 
independent. That the independent 
wholesaler and retailer have gained 
too littlke under N.R.A. up to the 
present time adds further concern 
over the possibility of this rumored 
appointment. Gen. Wood has re- 
cently been made chairman of an Ad- 
visory Committee working on the al- 
location of the $4,800,000,000 work 
relief fund. His business associate, 
D. M. Nelson, vice-president in 
charge of merchandising for Sears, 
Roebuck & Co., is a Code Adminis- 
tration Director of N.R.A. When you 
add the rumor of the General’s pos- 
sible accession to the N.R.A chief 
post, the independent retailer and 
wholesaler are justifiably concerned. 
The National Wholesale Hardware 
Association is calling this situation 
to the attention of its members and 
urges them to write or wire the 
President and their respective Sena- 
tors protesting “against the apparent 
influence of representatives of large 
monopolistic interests and the chain 
store and mail order houses.” Re- 
tailers should take the same action 
and it should be done promptly. 


Code Influence— 


For some time retailers and whole- 
salers in the hardware field have ex- 
pressed concern that the chains and 
mail order stores have had too much 
prestige in the Washington picture. 
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By CHARLES J. HEALE 


Editor, Hardware Age 


It has been felt that the mail order 
companies have been able to influ- 
ence a great many N.R.A. decisions 
and rulings. Whether this is true, 
or not, the belief exists among this 
trade and the further recognition of 
N.R.A. to a leading mail order ex- 
ecutive will tear down the last and 
slim vestiges of independent whole- 
saler-retailer faith in the N.R.A. pro- 
gram as far as the hardware business 
is concerned. No one doubts Gen. 
Wood’s integrity nor ability, but it 
is almost impossible to have experi- 
enced the mail order competition of 
the past five years and still expect 
an equitable administration of code 
matters from the highest executive 
in one of the two strongest and most 
difficult mail order competitors. 
Independents don’t expect the chains 
and mail order interests to be with- 
out representation in the N.R.A. pic- 
ture but they don’t want a leader 
from either competing group as the 


big boss in N.R.A. 


Crockery Swindles— 

Every year at this time hardware 
dealers get caught in a crockery 
swindle—one of those special deals 
within the law, but decidedly not 
good value for the money paid out. 
The story is always the same. A 
salesman, previously unknown to the 
dealer, representing a house also un- 
known to the dealer, has an unusual 
opportunity. The dealer is to save 
the wholesaler’s profit, buy direct 
from the factory and be in position 
to offer an unusually low price for 
some very fine china, crockery, etc.. 
all items very salable that are sell- 
ing like hot cakes in nearby towns. 
Of course there is deposit of $10 
as evidence of good faith. Because 
of the low price the shipment is 
C.0.D. to save accounting and billing 
costs. The dealer selects his colors, 
and the assortment and signs the 
contract form. He gives the sales- 
man the deposit money and in a few 


days the shipment arrives C.O.D., is 
paid for and the shipment brought 
to the store. The assortment and 
quality is not satisfactory, not sal- 
able, not good value and seldom the 
color ordered. There is no redress 
for the promises are verbal and 
often the company name used is but 
one of many names used by the same 
selling organization. Year after year 
the trade is warned not to buy from 
unknown salesmen representing un- 
known houses on a C€.0.D. basis— 
yet every year the swindle goes on. 
Five different crockery companies 
were mentioned in our correspon- 
dence last year and none of the five 
could be located at the addresses 
given. We repeat the warning 
DON’T BUY FROM UNKNOWN 
FIRMS REPRESENTED BY SALES- 
MEN UNKNOWN TO YOU. A 
reputable firm can always furnish 
some acceptable references. If not, 
don’t buy. 


Other Rackets— 


Similar rackets are operated on un- 
reliable fire extinguishers, unknown 
paint lines and glassware sets. The 
procedure is the same is every de- 
tail. Some of the deals run into lots 
of money, end up in lawsuits which 
cost the dealer money and seldom 
are the goods salable at any price. 
I recall a paint contract signed by 
a New England dealer which was 
in every sense of the word unfair 
and crooked yet the contract form 
was bullet-proof and the court up- 
held its validity. I saw the goods 
and know it was a crooked deal, yet 
the contract as signed was binding 
and the seller had technically lived 
up to his own part of the unfair bar- 
gain. There are known reputable 
wholesale distributors of every line 
suitable for hardware store distribu- 
tion, wholesalers who have been in 
business for many years and who 
will be in business and available and 
agreeable to adjustments for many 
years to come. From such sources 
the hardware trade should buy its 
goods and save considerable cash 

(Continued on page 60) 


23 




















H. P. AIKMAN 


the problem of small retail 

hardware establishments. The 
problem can best be illustrated by 
stating the impossibility of com- 
pliance on the part of a typical em- 
ployer in a village of 311 people. 
This employer is covered by 13 
codes, with a wide variety of occu- 
pations under each code, although 
he employs not more than five work- 
ers. These codes are as follows: 

1. Hardware, Stoves, Ranges, 
Paints, Painters’ Supplies, Window 
Glass (These all included under 
Code for Retailing). 

2. Plumbing—materials and _in- 
stallation. (This governed by the 
Code for the Plumbing Division of 
Construction Code). 


i] AM concerned primarily with 
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3. Heating—Steam and/or Hot 
Water. (This governed by the code 
for the Heating Division of Con- 
struction Code). 

4. Roofing—Sheet Metal or Com- 
position, including application of the 
materials and labor for application. 
(This governed by Roofing and Sheet 
Metal Code of Construction Indus- 
try). 

5. Furnace Installation and sale 
of apparatus. (This governed by 
Sheet Metal Code and Roofing 
Code). 

6. Farm Equipment, including im- 
plements, supplies for farm and 
dairy operations and every incidental 
requirement for the farmer, dairy- 
man and poultry raiser. (This cov- 





In Washington, Jan. 
30th, H.P. Aikman of 


Cazenovia,N.Y.,spoke 
for the small retail 
dealers, presenting 
their several prob- 
lems under the Codes. 
Here is the full text. 


ered by the Code for the Retail Farm 
Equipment Trade). 

7. Automobile Tires, Tubes and 
Batteries. (Covered by the Retail 
Tire and Battery Code). 

8. Gasoline, Greases and Oils. 
(Covered by the Code for the Pe- 
troleum Industry). 

9. Wall Plaster, Portland Cement, 
Lime Brick. (Covered by the Code 
for the Builders’ Supply Industry). 

10. Prepared Roofing, Wall Board, 
etc. (Covered by code for the Re- 
tail Lumber Trade). 

11. Oil Burners. (Covered by 
the Code for that trade). 

12. Bottled Gas. (Covered by 
Code for that trade). 

13. Electric Contracting. (Cov- 
ered by Code for that trade). 
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The type of retailer for which this brief is filed 
represents the average dealer in small towns. 
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I want to stress that this is a typi- 
cal and not an isolated case. 

Codes for Plumbing, Heating, 
Sheet Metal and Roofing, Farm 
Equipment, Builders’ Supplies, Lum- 
ber, Electrical Contracting (and pos- 
sibly others) all contain conflicting 
regulations as to hours of employ- 
ment and minimum wages, which 
seek to control also the hours and 
wages of drivers, chauffeurs as well 
as yard and floor salesmen. 

Some codes require assessment 
contribution from employers engaged 
even incidentally in the sale of the 
products mentioned or the installa- 
tion or application of the materials. 
Adding to the complexities of the 
dealer described—the dealer has 
been (and in the case of the build- 
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ers’ supply code still is) importuned, 
under implied threat of punishment 
to pay at least minimum assess- 
ments to plumbers, heating, builders 
supply, farm equipment and sheet 
metal code support. A minimum as- 
sessment of $75 a year is imposed if 
such employer is compelled to sup- 
port all codes affecting his business. 
The maximum is much greater, but 
cannot be determined. Since the 
average employer is losing money, 
the burden of this charge is evident. 

For the purpose of this hearing, 
we speak only of the employment 
provisions. 

Establishments of the type de- 
scribed, necessarily employ persons 
qualified to do many things, rang- 
ing from care of store property to 


sales of merchandise and _installa- 
tion (as service features) of the ma- 
terials and merchandise sold. 

Store hours are as long as the 
exigencies of the community require. 
It is therefore manifestly impossible 
for an employer to regulate hours 
of his employees who ordinarily 
would work for a nine-hour day or 
a ten-hour day, so as to bring these 
men into accord with requirements 
of either the retail lumber of build- 
ers’ supply codes which require a 
40-hour working week, with no single 
day of longer than eight hours. 

Nor is it practicable for an em- 
ployer described herein to operate 
his plumbing and sheet metal shops 
to conform with regulations imposed 
by the plumbing, heating and sheet 
metal codes. His prices to his cus- 
tomers (farmers usually or village 
residents) would be so high that he 
simply could not hope to secure sales 
and work except in emergencies only. 

(Continued on page 68) 
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Clapp & Treat 
Put On a Show 


N some localities, interest in the 
groundhog is the first indication 
that people are thinking of 

spring. In Hartford, Conn., and a 
wide area surrounding it, Clapp & 
Treat’s show for sportsmen, embrac- 
ing marine supplies, boats, tents, fish- 
ing, camping and shooting equip- 
ment, is the event that marks the line 
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between winter and spring. It is more 
than a mere store event—it is front- 
page news in the city papers. Noted 
sportsmen, champions of fly casting, 
crack shots, and experts in the many 
lines exhibited are sufficiently im- 
pressed with the importance of this 
show that they willingly give their 
time to be present. 









Public interest in Clapp & Treat’s 
Sportsmen’s Show and Marine Exhibition 
warranted reading notices like those at 
the left. Below: Reduced ad (original 
4 cols. wide). 





CLAPP & TREAT’S 
Sportsmen’s ana 
Marine Show 


MARCH 19-244 FREE 104.M—9 PM. 
AVAST THERE MATES! 


BE SURE TO ATTEND OUR SHOWING 
of 

* OUTBOARD MOTOR BOATS 
* CAPE COD SAIL BOATS 
* OUTBOARD MOTORS 
* SPORT CLOTHING 
* SPORT FOOTWEAR 
* HIKING SHOES 
* CAMPING EQUIPMENT 





(* CONNECTICUT'S LARGEST 
{ DISPLAY of FISHING TACKLE 
+ GUNS, AMMUNITION and ACCESSORIES 


SPECIAL! SPECIAL! SPECIAL! 


TRICK SHOOTING BY FITZGERALD OF COLT'S 
TWICE DAILY AT THE SHOW 
FLY CASTING EXHIBITION ANP INSTRUCTION BY “BILL” EDSON 
(World's Champion Fly Caster) at ELIZABETH PARK, TUES., 3 P. M. 





Come in and “talk it over” with these 
well-known sportsmen whowill be with us 


PERLEY FLINT—Bosebuck Camps, Maine; Ménday, Tuesday, Wednesday 
BILL EDSON—Monteque Rod Co.: Monday, Tuesday, Wednesda: 
HORTENSE QUIMBY—Quimby's Camps, Averill, Vt; Wednesday, Thursday. Friday. 
CAPT, GURNEY—Cape Cod Shipbuilding Corp.; Wednesday, Thursday. 
F. R. STOUT—Woolrich Clothing: Thursday, Friday, Saturday 
ROBERT ABERCROMBIE—David T. Abercrombie Co.; Friday Saturday. 
JULIAN CRANDALL—Ashway Line Co.; Friday, Saturday. 
FRED CUTLER—Johnson Motor Co. 5 
CLINTON SCHOLES—American Pad and Textile Co. 
ROY BAILEY—Horton Manufacturing Co. 
JOHN LEONARD—Hartford Fly Tying Glub 
CLARENCE HERMANN— Wilcox Crittenden Co, 
WOOLSEY PAINT AND COLOR CO.: Tuesdey, Wednesday. 

SEE THE WORKING DISPLAY OF 


Boice-Crane Electric Bench Saws, Lathes, Etc. 


CLAPP & TREAT we. 


51 MARKET ST. 


TWO EXHIBITION FLOORS FILLED WITH SPORTS EQUIPMENT 
CLOTHING AND ACCESSORIES 


MARCH 19-24 10 A.M.9 P.M 














The enthusiast in any sport on 
land or water may whet his sporting 
appetite and obtain advice and as- 
sistance from the experts that assist 
with the Clapp & Treat show. The 
large warehouse building, just 
around the corner from the regular 
store, is given over to a “sportsmen’s 
paradise.” Main floor and a balcony 
fairly bulge with every known piece 
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Hartford, Connecticut, sports- 
men look for this hardware 
store's spring show just as 
motorists anticipate the 





Avast There, Mates! 


LET GO YOUR ANCHOR AT OUR SECOND ANNUAL 


COMBINED 


SPORTSMEN'S AND MARINE SHOW 








MARCH 19-24. 10 A.M.-9P.M, 54 MARKET ST. 
BIGGER AND BETTER — FREE — SPECIAL FEATURES 


Clapp & Treat, Inc. 


51 MARKET STREET 


HARTFORD 





CAMPERS—FISHERMEN—HIKERS—HUNTERS—MARKSMEN—YACHTSMEN 





automobile show. .. . 


of sportsmen’s equipment: Fishing 
rods, lures, reels, lines, rifles, revolv- 
ers, tents, boats, engines, clothing for 
all manner of sports, and displays of 
live Connecticut game fish in tanks. 
The public is invited, and there is no 
charge for admission. It assumes 
the status of a major annual event 
in Hartford. 

The plan of presenting champions 
of the various sports is one that 
creates active interest in fishing, 
shooting, sailing, etc. A pistol range 
is one of the attractions, and last year 
a nationally known marksman and 
ballistics expert gave instruction to 
those interested in this sport. 


Woodworking Shops, Too 


In addition to the strictly sporting 
goods display is a complete wood- 
working shop for the fellow who 
takes his fun that way. Band saws, 
lathes, jointers, motors and such ac- 
cessories take the place of the rods, 
reels and guns of the outdoor man. 

But, getting back to the camping 
side, at the top of the stairs leading 
to the balcony, is a camp scene laid 
out in approved fashion, woods and 
all, ready for a week or two of out- 
door life. The customer, who can 
withstand the suggestion to buy some 
campaing things and strike out, is a 
dead prospect, indeed. There is 
even an automobile camper’s tent 
that makes every auto driver a pros- 
pective camper. Canoes, sail boats, 
tenders and craft designed for out- 
board motors are displayed in satisfy- 
ing abundance. In connection with 
these is a display of fine boat hard- 
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ware as well as marine instruments, 
such as compasses, charts, etc. Rope 
and marine clothing are given their 
important place. Outboard motors 
are represented by a complete range 
of sizes and models. 

The well-known makes of rifles, to- 
gether with targets, are among the 
more prominent displays. 

Merritt Treat, past president of the 
Connecticut Retail Hardware Asso- 
ciation, has cooperated with many 
manufacturers to present the experts 





Direct mail postal card used by Clapp 
Treat for the show 


at his show and has had remarkable 
assistance from the Hartford news- 
papers in publicizing it. Generous 
space has been devoted to pictures 
and descriptions, and, in addition, 
Clapp & Treat have used advertising 
space in the papers, augmented by 
direct-mail pieces. Mr. Treat be- 
lieves this one of the best sales pro- 
motion efforts they have used, and 
is enthusiastic about it for the future. 
Upwards of 15,000 people visited the 
show last spring. 





TVA Studied by McCall's 
- Magazine 
Editor’s report indicates lowered electricity rates and increased house- 


hold appliance sales as nation-wide effects of government experiment 
in the Tennessee Valley 


S* probable effects of the govern- 
ment’s Tennessee Valley Author- 
ity project are pointed out in the re- 
port of a personal survey made by 
a number of its editors and just pub- 
lished by McCall’s Magazine. Low- 
ered electricity rates; lower prices 
in certain classes of household elec- 
trical appliances; easier terms of 
payment for appliances; an increased 
market for all consumer goods in 
the Tennessee Valley; greater nation- 
wide interest in home electrification 
and the need for aggressive promo- 
tion of appliance sales by the elec- 
trical industry are all indicated in 
the McCall report. 

Pointing out the significance, both 
to the South and the country as a 


whole, of the Tennessee Valley Au- 
thority project, the survey explains 
the purpose and make-up of the TVA 
and its subsidiary, the Electric Home 
and Farm Authority. Each of the 
four steps in the TVA “Electricity 
for All” program is described. Al- 
though three of the steps—cheaper 
current, lower priced appliances, 
and sales on easy terms—are dealt 
with adequately, the McCall TVA re- 
port stressed especially the education 
and promotion phases of the pro- 
eram. The editors are convinced 
that the comprehensive plan of the 
TVA and its associates for consumer 
education and home electrification 
promotion are the features that de- 
serve attention. 
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Snyder Comes Back 


ARRY F. SNYDER, Elm 
H Grove, W. Va., has had the 

pleasant experience of see- 
ing his business jump 70 per cent 
since the last few days of June, 1934. 
A change of location had much to 
do with this happy circumstance, but 
there are a few additional factors 
that must be credited. 

If Mr. Snyder had entertained any 
doubts or fears about the advisabil- 
ity of making the move, they were 
removed when Albert Schanks, dis- 
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play man and president, under- 
took to dress the windows of the new 
store prior to the actual move. Wish- 
ing to take advantage of the window 
space to acquaint people with the 
fact that they would occupy the new 
premises nearer the shopping center, 
they put in some merchandise as a 
window display. Five times the 
goods were sold out of that window 
before the move was made. Snyder 
and Schanks were convinced that 
they had. made the right decision. 


This quickly produced circular 

brings Snyder a good return. 

Note the calendar, which an- 

nounces hunting season opening 

months hence. That’s promotion 
for the gun club 


In common with many another 
hardware dealer, Snyder had been 
having tough sledding during the 
depression period, but the clouds 
have been steadily lifting since the 
move. He was not content to let the 
better location carry all the burden 
of improving business. He decided 
to work it to full advantage. Through 
cooperation with his jobber, with 
whom he does the great bulk of his 
business, he issued an advertising 
sheet which, he maintains, has far 
surpassed any other form of adver- 
tising he has ever used. It is done by 
a machine known as the Multiform, 
and utilizes photographic processes 
which enable him to reproduce half- 
tone pictures of any kind of mer- 
chandise simply by clipping them 
from catalog leaflets, magazines, 
newspapers, etc. Decorative borders 
and illustrations for special occa- 
sions are also readily available. It 
is also possible to draw and letter 
one’s own designs if that is more con- 
venient. The machine produces a 
particularly good looking circular. 
It will also produce high-class letter- 
heads, forms, etc., that serve fully as 
well as regular printed. matter. Mr. 
Snyder states that he gives the circu- 
lars full credit for the major part of 
his improved business. 

Mr. Schanks, who prepares the 
copy and selects the merchandise to 
be featured, believes in offering the 
goods that people want and are buy- 
ing rather than trying to get rid of 
merchandise that nobody wants. He 
states that by rotating merchandise 
in its timeliness and making the most 
of its seasonal appeal the Snyder 
store is able to keep all departments 
active. 

Ideas are put to work in the 
Snyder store, too. Their gun and 
ammunition business is very satisfac- 
tory, due to their gun club. This 
club is a device similar to the vari- 
ous Christmas Clubs throughout the 
country. Instead of saving money 

(Continued on page 86) 
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The Egyptian Alphabet 


by the Outline Method 


r NHE Gothic alphabet, which 
will be shown in a series of 
four lessons in HARDWARE 

AcE beginning this issue, taking the 

seven letters “A to M” and numerals 

“1 to 5.” This alphabet is con- 

sidered by those of authority to be 

the most legible of all letters, it 
being a bold face type and free from 
fancy ornamentation. Simplicity in 
modern display cards is paramount. 
The idea should be to catch and hold 
the eye and deliver the sales message 
in the most concise form. This type is 
sometimes erroneously called “block 
letters.” The full-block alphabet is 
related to the Gothic in that it has 
the same elementary principles, con- 
sisting of uniform strokes of same 
width throughout, but instead of 
forming the letters in a series of 
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circles and curves as in the Gothic, 
each block letter is made on the 
square principle with spur plugs at 
top and bottom of letters. 

Success in show card writing de- 
pends to a great extent on the kind 
of supplies or equipment used. Every 
hardware man knows how impossible 
it is to do a neat crosscut job with 
a big rip saw, and it is just as im- 
practicable to try to do a neat job 
of lettering with a whitewash brush 
and fountain pen ink. Expert show 
card writers are veritable cranks 
about the selection and care of their 
Red Sable show card brushes. 

For outlining, the lettering brush 
should be held between the first two 
fingers and thumb in exactly the 
position you would hold a lead pen- 
cil, keeping the three fingers well 


down and touching the nickel fer- 
rule of brush. In this position the 
beginner will have much better con- 
trol of brush. 

For all thin or light strokes roll 
the hgndle of brush SIDEWAYS be- 
tween the thumb and first two fingers 
until the point of brush is at the 
right angle; then bring the stroke 
down, bearing very lightly on the 
brush. Before beginning to practise 
with the ink it is advisable to follow 
over each letter with a dry brush; 
in this way the beginner will un- 
consciously gain a knowledge of the 
correct formation of the letters and 
the way the hairs of brush go in fol- 
lowing the contour of letter. 

The beginner should be careful to 
keep the consistency of the water 
colors; even it is an easy matter to 
put too much water in the ink when 
thinning it down, and if it is too 
thin it will be impossible for the 
brush to retain its flat chisel edge, 
for what keeps the brush in shape 

(Continued on page 77) 
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Parker Hardware, Maynard, Mass., 
Has Unique Display Unit 


ITH its varied stock, space 

is always a problem with 

the hardware store, whether 

it is a large or a small establishment 

in rural towns or large city. 

Inches saved here, feet conserved 

there—all space-saving plans are im- 
portant. 

When Thomas F. Parker and his 
son, Bradford, moved their store to 
new quarters in Maynard Square, 
Maynard, Mass., a town of approxi- 
mately 7200 inhabitants, they de- 
signed and built some new display 
units for their store. With the excep- 
tion of nail bins, the show case for 
cutlery and the steel open table unit 
in the center of the store, most of the 
fixtures are their own product. 

The storage and display cabinets 
shown in the close-up view, and used 
for bits, tools and cutlery items, were 
conceived by Mr. Parker. The glass 
panel doors of these two sections are 
quite like those in many hardware 
stores, but the storage arrangement 


(Continued on page 60) 





This storage display cabinet in the store of Parker Hardware, Maynard, Mass., has 

glass enclosed display doors for cutlery, tools, etc. Back of the doors is a shelving 

for stock. It was designed and built by the Parkers themselves. Above is a 
general view of the store interior of Parkers. 
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Lost, Strayed or Stolen 


AKE allowances for this ar- 
ticle, as it is being written 
during my lunch hour. For 


the past week I have been sitting in 
a stuffy courtroom in the old Post 
Office Building here in New York as 
a witness in a case where a corpora- 
tion is suing the government for ex- 
cess taxes paid. The law, as we all 
know, is a grand and glorious insti- 
tution. The dignity and solemnity 
of the court must be respected. But 
allow me to say that the law seems 
to lack in modern conveniences. At 
the courthouse where I am, there do 
not seem to be any restrooms, read- 
ing rooms, etc., for the public. When 
the court convenes and his honor en- 
ters, everybody stands up. When he 
leaves, everybody stands up again, 
and at lunch time, for instance, every- 
body is shooed out of the courtroom, 
and the clerk locks the door. If you 
don’t care to eat lunch, you.can stand 
in the hall and look out of the win- 
dow until the court convenes again. 
There are no seats and no waiting 
rooms. 

Why is it that the majority of the 
people you see around a courthouse 
seem to be dressed like tramps and 
are badly in need of a bath? An 
observer would conclude that, gener- 
ally speaking, only the poor seem 
to indulge in the luxury of the law. 

I was very much impressed by the 
courtesy of the various lawyers, even 
those on opposite sides, to each other. 
Their manners are Chesterfieldian. 
The expression, “If you please,” is in 
common use. But the judge runs 
the show. If any lawyer starts an 
argument, he is soon put in his place. 

For several days I have listened to 
direct examination and then cross- 
examination of witnesses. At first 
we started with a jury. However, a 
number of jurors, for one reason or 
another, were excused. Then new 
jurors were called to fill their places. 
This caused the work to be done over 
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and over again. There seemed to be 
a great waste of time in all of these 
movements. But when the trial actu- 
ally got under way, the thing that 
surprised me most was the fact that 
both the government and the corpo- 
ration bringing the suit seemed to 
have lost almost all the papers bear- 
ing on the case. This particular trial 
seemed to be run with a lot of car- 
bon copies. These carbon copies had 
to be proved. Signatures had to be 
proved. After the copies had been 
passed around and held up to the 
light to see that the dates on the 
copies were not before the dates on 
the water marks, with a lot of “If you 
pleases” and “If your Honor con- 
sents,” they were finally stamped by 
the clerk with a time stamp, num- 
bered and placed in evidence. 


The Unfiled Waiver 

The issue in this particular case 
seems to hang upon whether a certain 
waiver was ever received by the gov- 
ernment. The plaintiff in the case 
states and corroborates the state- 
ment by the evidence of several wit- 
nesses, that in order to be sure that 
this waiver was filed with the proper 
government official before a certain 
date, the waiver was taken down to 
the custom house by him personally 
and handed to this government off- 
cial at his own desk. Then it devel- 
oped later, according to the govern- 
ment’s story, that the waiver was 
never filed, and when the plaintiff 
told of the extra care he took in fil- 
ing it, it developed that the official 
with whom the waiver was person- 
ally filed, had died, leaving no rec- 
ord whatever of the filing of this 
waiver. For this reason, the govern- 
ment wished to have the case thrown 
out. The judge, however, did not 
agree with this. Then the lawyers 
quoted various precedents. From 
these precedents one would suppose 
it was a regular and everyday occur- 


rence for everybody to lose all the 
papers in a case. 

After talking to the lawyers in his 
chambers, the judge came out and 
said he would hear all of the evi- 
dence, both pro and con, but this did 
not mean he would come to a deci- 
sion. He would hear the evidence 
just for his own information, and 
after hearing it and getting the entire 
picture in his mind, he would decide 
just what he would admit and what 
he would throw out. This struck me 
as being a very common-sense proce- 
dure, because how could the judge 
tell anything about the case until he 
had heard all of it? 

So the lawyers started out to tell 
all about each side of the case, just 
to inform the judge. When matters 
had proceeded for one long forenoon 
session, with all the jury sitting in 
their chairs, the judge again called 
the lawyers together in his chambers, 
and when they returned, the jury was 
dismissed. It had been decided that 
the character of the case was one 
mainly of law, and one which the 
jury did not know anything about, 
and, therefore, would not be needed. 
That struck me as being fair, as | 
was sure from the appearance of the 
gentlemen on the jury that none of 
them were experts, or knew very 
much about the ‘present or past in- 
come tax laws of the United States. 
I say this because recently I had oc- 
casion to buy a book on the last 
income tax laws that were enacted 
in this country. This book consists 
of about 300 pages. I attempted to 
read it. It reads like a game of ten- 
nis between the laws of the various 
years. What was the law one year 
was not the law the next year, and 
vice versa. Then there were all kinds 
of exceptions and reservations. I 
studied and studied this book on the 
present income tax law and how to 
make out your income tax, with the 
result that I propose to give this 
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book to some friend as a birthday 
present, and I will now go out and 
hire some income tax expert to make 
up my income tax for me. There 
may be some average business man 
somewhere who understands the tax 
laws of the United States, but I don’t 
think I have ever met this gentle- 
man. If he is good enough to under- 
stand these laws, he should give up 
his business and hang out his shingle 
as a tax expert. I am sure it would 
pay him. 

By the way, I am informed that 
each one of the jury that served on 
this case for half a day will receive 
621% cents from the government, be- 
ing half a day’s work at $1.25 per 
day. I am wondering how many 
of the jury had a real good lunch 
in anticipation of collecting his full 
day’s pay? When I had my lunch 
that day I noticed, for instance, that 
the price of a good cut of roast beef 
with potatoes, amounted to just the 
jury fee for one whole day. But 
that was yesterday. Today I am beat- 
ing the game by not eating any lunch 
and dictating this article (for a con- 
sideration) instead. 

I sat and listened to the lawyers 
argue about the taxes of one year 
and another, excess profit taxes, etc. 
I heard about the amortization of 
property. For instance, if a corpo- 
ration had a lot of war business, if 
its factory was built during the war 
to handle this business, but if, be- 
cause of the amount of business done 
for the government, this factory did 
not pay, then this corporation had 
the right to claim a rebate on the 
taxes on the factory. These war taxes 
ran from 65 to 80 per cent. In the 
papers from time to time I have 
noticed that various corporations 
were allowed rebates, in some cases 
for large sums of money. I tried to 
figure out in this case how it was 
done. In other words, the principles 
on which they worked. But I must 
admit, after having been a close lis- 
tener for several days, I am still won- 
dering what it is all about. I am 
commencing to lose faith in my _al- 
leged intelligence. 

Then I heard the lawyers talk 
among themselves. The lawyer on 
one side remarked to his associate, 
“Didn’t ‘so-and-so’ get away with 
murder in his statement of the case 
to the court?” And his associate 
replied, “Well, you didn’t do so 
badly yourself.” “Is it possible,” I 
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said to myself, “that the machinery 
of society, of the government, and 
of the law is now becoming so com- 
plicated that no one understands it, 
not even the lawyers and judges 
themselves? Is our civilization to 
be destroyed because we have passed 
so many laws, and matters have be- 
come so complicated that not even 
our courts and our lawmakers un- 
derstand them, not to mention the rest 
of our citizens? What man of busi- 
ness today pretends that he under- 
stands the laws covering his rela- 
tions with the government. It is im- 
possible. There are thousands and 
thousands of these laws, and new 
ones are being passed every day. 


Bills They Do Not Write 


Then I remembered that a Congress- 
man once told me that when they 
fixed up a law they didn’t even write 
it themselves. They appreciated the 
fact that they did not have the abil- 
ity to write a bill properly. There- 
fore, a department has been estab- 
lished both for the Senate and for 
Congress, to write up in legal form 
any bills a Senator or Congressman 
wants to place before Congress. This 
is not a joke. It is an actual fact. 
Now if our statesmen actually do not 
know how to draft a law, and if our 
judges do not know the law, if no 
one can tell us exactly what’s what, 
please, your honor, will you tell me, 
a poor ordinary business man, 
where we get off? 

I heard one of these lawyers say 
to a witness, “Look here, Bill, when 
you get on the stand stop staying 
‘this is true’ and ‘that is true.’ Every- 
thing you say is supposed to be true, 
and if you specify that some parts 
of your evidence is more truthful 
than others, it is liable to cast sus- 
picion on all of your evidence.” 

Now, my dear hardware man, you 
may have read so far and wondered 
just what I am driving at. What am 
I trying to put over? Well, it is just 
this. After sitting in court for al- 
most a week, I have come to the con- 
clusion that the most important de- 
partment in any business is the filing 
department. I wonder in your busi- 
ness if, after two or three years have 
passed, you can dig up just the pa- 
pers and records you want. Judging 
from what I have seen, I will bet you 
a big, red apple you can’t. When I 
refer to getting out of the files what 


you want, I refer to important things. 
I don’t refer to a lot of typewritten 
stuff that some sales manager may 
have written to his president about _ 
this, that or the other customer. Of 
course, we know in Washington at 


the munitions investigation, they 
found some very amusing sales cor- 
respondence, that is from one office 
to another in the same building, be- 
tween sales managers and presidents. 
Of course, important documents 
could not be found, but this friendly 
correspondence between departments 
was found, and oh! how it did make 
the insiders laugh. Why did they 
laugh? Just imagine a concern with 
a number of sales managers. All of 
these sales managers go out and try 
to get business. All of them try to 
get solid with the president. They 
write confidential notes to the presi- 
dent, and, in this investigation, these 
confidential notes have been brought 
to the public attention, and not only 
the public but the sales managers 
have read them. What a good laugh 
these sales managers must have had 
at each other. You know, these notes 
were not written to post the president 
on conditions in South America, etc. 
Their object was to sell the sales 
manager to the boss. He was show- 
ing how busy he was, how le lay 
awake nights thinking of the inter- 
ests of the concern, etc. These notes 
were fine. But at the same time they 
were dug up, where were all the im- 
portant documents that never could 
be found? I am firmly and fully 
convinced that if I started a new 
business, my first consideration 
would be to properly organize the 
filing department. I would put 
someone in charge of the files at a 
good salary, who would know what 
to file and what not to file, and when 
anything had been filed, would know 
where to find it afterwards. 

Well, how about your files? When 
you come to the end of the year’s 
business, what do you do? Do you 
tie up your papers in a lot of bun- 
dles, mark them up with the contents 
and the date, and then either send 
them to the attic of your building, or 
to the basement? When there is a 
legal case or a claim, do you send 
some nice young man up to the attic 
or down to the cellar, as the case 
may be, to find the papers involved? 
In the summertime it is hot in the 
attic, terribly hot! In the winter- 

(Continued on page 86) 
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HELPFUL HINTS 


THIS EFFECTIVE SIGN WAS 
POSTED IN HIS WINDOW 
BY A WESTERN MERCHANT 
WHO WAS FIGHTING 
PARTICULARLY 44 
ACUTE PRICE 
COMPETITION 
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\ HAVE NO QUARREL WITH 
THE MAN WHO GELLS HIS 

GOODS CHEAPER FOR HE 
KNOWS WHAT HIS GOODS 
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ATTENTION TO THE DISPLAY 











A STORE IN WAGHINGTON, N. J. FEATURES 
AN OVAL MIRROR CEMENTED TO THE PLATE 
GLASS OF THE WINDOW, TO HELP PEOPLE 
WHO PAUSE TO LOOK AT THEMSELVES IN THE 
SHOW WINDOW, AND INCIDENTALLY TO DRAW 





















































A DENVER HARDWARE DEALER. 
MOUNTS A LARGE BIBLE ON A 
STAND AS A PERMANENT FEATURE OF 


HIG WINDOW DISPLAY—EVERY DAY A PAGE 
IS TURNED, AND PASSERS-BY HAVE FORMED 
THE HABIT OF STOPPING TO READ THE TEXT 
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SMALL DISPLAY SPACE = 
| TO MAKE APILE OF 
SADLY DILAPIDATED GHOES, 
WITH THE ABOVE SIGN 
POSTED 
NEAR BY 





Hardware Age will pay $1.00 for each idea submitted by readers and used on this page. 
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Getting the Idea Across 
| ata Glance ....-° 


ABCDEF H JI KLMANO 








HE graphic presentation of an idea is what 

puts it across with the speed of an electrical 

contact. One could, for instance, write col- 
umns of words to tell the customer that winter is a 
hard bruiser on painted surfaces that have been 
exposed to it; but a picture of an icy hand like that 
in our suggested display window needs no more 
than a glance and a word or two to brand it into 
the consciousness of the passerby. And it is easy 
to produce, too. The accompanying chart all 
squared off is the means by which you or your card 
writer may accurately reproduce it. For color in 
this poster we suggest that the dark panel back of 
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This arrangement of Hardware Age 
interchangeable fixtures is used in 
the window above. 


the hand be a medium dark blue and 
the shadow on the under side of the 
hand light blue or green. The fin- 
gers, of course, are left white. If 
your poster is to be ten times larger 
than the chart shown here, just make 
your squares ten times as large as 
the squares here and you have the 
plotting ground on which to make 
your drawing. 

The same method applies to the 
spring planting window. For the re- 
verse poster at the right of the dis- 
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play, simply make a tracing reversed 
after you have your poster from the 
chart. 

If you have not yet received your 
sheet of instructions for building the 
HarpwareE ACE interchangeable dis- 
play fixtures write the managing 
editor today. You can produce them 
in your own work shop or you may 
have them built by your local car- 
penter. There is no charge for these 
sheets of instruction. They are pro- 
vided for the purpose of helping the 


hardware display man to produce 
better window displays and to facili- 
tate the flow of sales through the 
channels of the hardware store. 

Timeliness is the important ele- 
ment in the installation of these win- 
dows. If you have not provided 
yourself with the HarpwareE AGE in- 
terchangeable display fixtures, do so 
today. They make the trimming of 
your windows a nratter of much less 
time and energy than you have been 
accustomed to. 
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These charts make 
the drawings come 
easy for you. 
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ADVANCES BECOMING EFFECTIVE 


Fishing Rods and 


Plumbers’ Tubular 


Reels Brass Goods 


Baseballs 
Atlas Hand Shoe Tacks 


Scythes 
Pressure Cookers 


DECLINES BECOMING EFFECTIVE 
L.C.L. Shipments of Prepared Roofing, Etc. 


Marble +60 Sport Knife 
Bright and Brass Wire Goods 
Cotton and Linen Fish Lines 


Monowatt Brass Shell Light Sockets 


UP AND DOWN PRICE CHANGES 


Cotton Work Gloves and Mittens 
Stove Boards 


Wheel Goods 


Copper Rivets 


February 
28th 
1935 


ADVANCES BEING ANTICIPATED 


Carriage and Machine Bolts 
Kitchen Wooden- Ware 


On prepared roofing, shingles, 
felts, etc., new price lists were put out 
by the associated manufacturers on 
February 6th. Less than carload quo- 
tations are reduced about 4 to 7 
per cent on leading sellers, while 
prices to retail carload buyers were 
left unchanged. The new L.C.L. sched- 
ules, on standard colors, include the 
following: 


Per Square 

90 lb. slate surface rolls ae $1.80 
75 lb. slate surface rolls.. 1.74 
35 lb. competition tale roofing. 1.01 
45 lb. competition tale roofing. 1.29 
+ fe competition tale roofing 1.57 
10 x 36 in. light square tab 

PEO PE 5.03 
111/3 x 36 in. light hexagon 

tab shingles eave ae 4.04 


These prices are f.o.b. mill basing 
points, with freight equalized between 
mills as heretofore. 


* * * 


Prices on cotton work gloves 
and mittens were slightly revised, early 
this month, by the larger manufactur- 
ers, in announcing their opening 1935 
offers. The lower-value numbers were 
reduced about 244 cents per dozen 
pairs, and there were advances of 5 to 
10 cents per dozen pairs on some of 
the better grade items. Many num- 
bers were left unchanged. The makers 
comment that present costs of raw ma- 
terial and labor did not warrant any 
reductions whatever, but that those 
which were made represented an effort 
to give the trade its needed “leaders” 
to attract buyers. 

* * * 


New price lists on wheel goods 
show, in general, advances in price on 


36 


Window Glass 


the cheaper items, not much change on 
the medium grades, and rather sharp 
mark-downs on the better grades. 
Streamline wagons have been reduced 
as much as 40 cents each. There have 
been considerable reductions on tan- 
gent spoke velocipedes, with not much 
change on machine spoke type, though 
the average trend on all wheel goods 
has been somewhat upward. 
* * * 


1935 prices on stove boards were 
issued about February Ist by Amer- 
ican Stove Board Co. and _ others. 


Jhe Hondwarc 
Of Recs ane 


HOW'S the 


Changes made from the 1934 sched- 
ules on wood-lined and on paper-lined 
boards were very slight, with some 
items untouched. A few numbers and 
sizes were reduced, but in general the 
trend was upward on the better sellers. 
The “Vogue” unlined stove boards 
were advanced by American Stove 
Board Co. a small percentage—ten to 
twenty cents per dozen wholesale. 
* & # 


Carriage and machine bolt prices 
are held steady by the leading makers, 
and it is understood that a further ad- 
vance has been discussed, though not 
decided. Jobbers’ prices are still ir- 
regular in some sections, due to stocks 
bought at the low market last fall. 

* * * 


Demand for wire nails is very 
slow, though some inquiries are com- 
ing out for mixed carloads for spring. 
Most buyers are awaiting the settling 
of second quarter prices, which will be 
definitely known before long. Orders 
for barbed wire are fairly active for 
so early in the year. 

* * * 

Jobbers find household tools in 
comfortable demand, but report buying 
of mechanics’ and builders’ tools still 
distressingly quiet. Axe, pick and 
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Wholesale 
STOCKS over corresponding months 
of 1933 (National Averages) 


Increases’ in Hardware 


sledge sales have been rather disap- 


pointing. 
* * 


Price changes for 1935 on fish- 
ing tackle lines include reductions on 
some of the cotton and linen lines 
which were marked up last season, not 
much change on silk lines, and, in gen- 
eral, markups in price on rods and 
reels, but with many improvements to 
largely offset the price changes.- 

* * * 


Baseball goods are selling at a 
rate which shows low stocks in the 
hands of the trade, and promises a 
season well ahead of 1934. Soft ball 
leagues and players are accounting for 
a large and new share of the growth 
in sales of sports supplies. Prices on 
bats and gloves this season are very 
similar to those of 1934, but there have 
been some markups on baseballs, due 
to code regulations. 

* + 


Plumbers’ tubular brass goods 
are scheduled for a 10 to 15 per 
cent advance in price about February 
25th. Other prices in plumbing lines 
are unchanged. Very fine sales of ma- 
jor items, including complete popular- 
priced bathroom, kitchen, and laundry 
outfits, are reported by a number of 
hardware stores where the plumbing 
supplies department has only recently 
been specialized and developed. 

* & & 


Early interest in pressure cook- 
ers and in canning supplies has been 
fostered by trade exhibits, and advance 
sales have been heavy. Prices on pres- 
sure cookers were advanced about 10 
per cent, effective February lst. 
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WHOLESALE HARDWARE 
COLLECTIONS 


SAN FRANCISCO—The percentage 
of wholesale hardware collections 
during December to the total amount 
due from customers (outstanding) on 
first of month was 42.8 per cent in 
1934, and 40.1 in 1933. 


DALLAS — The ratio of wholesale 
hardware collections during December 
to accounts and notes outstanding on 
Nov. 30, was 54.7 per cent, and 
slightly larger than in the preceding 
month. 


KANSAS CITY—Wholesale hardware 
outstandings on Dec. 31, 1934, as com- 
pared to Nov. 30, 1934, were minus 
6.6 per cent, and as compared with 
Dec. 31, 1933, were minus 6.6 per 
cent. The amounts collected in Dec., 
1934, as compared to Nov., 1934, were 
plus 10.5 per cent, and as compared 
with Dec., 1933, were minus 0.8 per 
cent. 


MINNEAPOLIS—Dec., 1934, whole- 
sale hardware receivables were 97 
per cent of those in the same month 
of last year. 


NEW YORK—The per cent of whole- 
sale hardware charge accounts out- 
standing Nov. 30, collected in De- 
cember was 48.4 per cent in 1934 and 
44.0 per cent in 1933. 


RICHMOND — The percentage of 
Dec. 1, 1934, receivables collected dur- 
ing the month was 48.4 per cent. 


CHICAGO—The per cent of change 
from December last year in whole- 
sale hardware accounts outstanding 
was minus 10.3 per cent; collections 
were plus 31.1, and the ratio of ac- 
counts outstanding to net sales was 
194.9 per cent. 


CLEVELAND—tThe Federal Reserve 
Bank of Cleveland does not include 
data on either wholesale hardware or 
general wholesale collections in its 
current review. 


ST. LOUIS—Reports relative to gen- 
eral collections continue to reflect the 
same generally favorable results that 
have prevailed since early in 1934. 
Various interests reporting on collec- 
tions gave ratings as follows: Fair 
38.8 per cent; good 50.6 per cent; 
poor 3.5 per cent; and excellent 7.1 
per cent. 


PHILADELPHIA — The ratio of 
wholesale hardware collections to re- 
ceivables was 38 in December, as com- 
poses to 34 in the same month of 


BOSTON—The Federal Reserve Bank 
of Boston does not gather informa- 
tion on either wholesale hardware or 
general wholesale trade within its 
district. 
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Hardware 


Wholesale 
SALES over corresponding months of 
1933 (National Averages) 


Increases’ in 


Prices are firm on kitchen wood- 
enware. A _ shortage of logs large 
enough for making 15-inch and 17-inch 
wooden bowls has resulted in an ad- 
vance of about 16 2-3 per cent on the 
15-inch size. Even at the new price, 
these bowls are hard to get. 

* * * 


Atlas Tack Corporation, Fair- 
haven, Mass., have issued a new price 
sheet on hand shoe tacks, with most 
sizes in 14 lb. and % Ib. packages 
slightly advanced. Quotations are now 
also issued on shoe tacks in 14 lb. and 
1 lb. boxes. Prices are confirmed on 
Atlas smooth clinch iron wire nails as 
issued November 10, 1933. Quotations 
are also confirmed without change on 
fibre sole and rubber heel nails. 


* 8 @ 


After some delay, the new sea- 
son’s prices on paris green have been 
announced by manufacturers on the 
same basis as previously ruling. This 
completes the schedule on all insecti- 
cides for spring selling, other quota- 
tions having been issued December 
28th, and having included advances on 
other staple insecticides. 

* * * 


A rather serious price war has 
recently developed on bright and brass 
wire goods, with temporary drops of 
as much as 25 per cent from the regu- 
lar prices previously ruling. The mar- 
ket is very unsettled at the moment, 
but efforts are being made to stabi- 
lize it. 

* * * 

A decline of 10 per cent was 
issued February 25th by the Monowatt 

(Continued on page 90) 
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Fire Does $150,000 


Damage 


To Franzen Hardware Store 


Riverside California Store Sends Hurry Call for HARDWARE | 
AGE “Who Makes It?” Directory and Catalog. 


Further details are unavailable, | 


as we go to press, of the disas- | 
trous fire in the store of the | 
Franzen Hardware Co., Riverside, | 
Calif. Damage to the extent of | 
$150,000 was done to the hard- | 
ware and crockery departments. | 
Heat exploded about 35,000 | 
rounds of ammunition in the 
sporting goods department. Fire 
doors saved the furniture depart- 
ment of the store. Further dam- 
age, although considerably small- 
er, was caused by water seeping 
through the skylights broken by 
the heat. All records, although 
water-soaked, were found intact, 
and temporary quarters have 
been established. The _ store, 
which has been doing business in 
Riverside for more than 35 
years, immediately sent a hurry 
call to Harpware Ace for a copy 
of the Hardware Age Directory 
and Catalog in order that they 
might get in touch with sources 
of supply for a new stock. 
Crowding all departments into 
the unharmed space, the business 
was resumed within a few days. 


INSTALLMENT PROVISION 
OF RETAIL CODE IS 
INTERPRETED BY NRCA 


R. M. Neustedt, managing di- 
rector, National Retail Code Au- 
thority, Inc., Washington, D. C., 
has issued Bulletin TP-15, which 
reads, in part: 

“The National Retail Code Au- 
thority, Inc., with the approval 
of the National Recovery Ad- 
ministration, announces the fol- 
lowing interpretation of Article 
IX, Section 1 (a) of the Retail 
Code: 


“Tt shall be in violation of 
Article IX, Section 1 (a) for a 
retailer, in connection with any 
offer of sale on a deferred budget 
or installment payment plan, 
whether in advertising matter or 
direct to the customer or other- 
wise, to quote or fix a price or 
solicit deferred, “budget” or in- 
stallment payments of any kind 
without at the time stating defi- 
nitely, if such is the case, that 
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additional financing or other | 
charges will be made or im- 
posed.” 


“The simple effect of this in- 
terpretation,” says the bulletin, | 
“is to require any retailer who | 


| advertises merchandise on an in- | 


stallment plan to indicate in the 
advertising that there are addi- 
tional charges for such a plan, if 
such is the case.” 

This interpretation, the bulle- 
tin points out, “does not in any 
way affect the interpretation in 
Bulletin TP-7. It is intended 
merely to supplement that bul- 
letin.” 


C. E, CALLIES RETURNS 
TO CONLON WASHER CO. 


Charles H. Callies, former 
vice-president of the Conlon Cor- 
poration, Chicago, manufacturer 
of household washing and iron- 
ing machines, has returned to 
the company as general sales 
manager, according to announce- 
ment by President Walter J. 
Conlon. In the interval Mr. Cal- 
lies has been actively engaged in 
the advertising agency field. 
Walter T. Haynie, vice-president, 
is on an extensive trip to dis- 
tributors, from Denver to Califor- 1 
nia, the Northwest and the Twin 
Cities. The Frankelite Company 
has been appointed exclusive 
Conlon distributor for Cleveland. 


CHARLES J. CUNIUS 
RETURNS TO SUPPLEE. 
BIDDLE 


Supplee-Biddle of Philadelphia 
announces the return of Chas. J. 
Cunius to its buying staff. After 
a leave of absence of five months, 
during which time he traveled 
extensively through the West, 
Mr. Cunius returns to Supplee- 
Biddle as toy and cutlery buyer. 
In his trip through the West 
Mr. Cunius visited the States of 
Ohio, Indiana, Illinois, Michigan 
and Wisconsin. 

Starting his services with the 
company on June 27, 1924, Mr. 
Cunius served in various depart- 











ments and a few years later was 


made buyer of its toy lines, later 
assuming, in addition, the pur- 
chasing of cutlery. His return 
to that position will be weicomed 
as good news by his many manu- 


| facturing friends. 


SPORTSMEN’S AND BOAT 
SHOW AT PHILADELPHIA 


Many hardware men will be 
interested in the Sportsmen’s and 
Boat Show to be held at the 
Commercial Museum, Philadel- 
phia, March 11 to 16. In addi- 
tion to the exhibits this year, 
there will be various contests 
open to all sportsmen, with daily 
prizes and a grand prize on the 
last day of the show. Such 
events as this are doing a great 
deal to enliven interest among 
the hardware distributors and 
dealers in profitable lines for 
sportsmen and boating enthusi- 
asts. 


H. M. SWAIN VICE-PRESI- 
DENT IRWIN AUGER 
BIT CO. 


H. M. Swain, sales manager, 
Irwin Auger Bit Co., Wilming- 
ton, Ohio, was elected vice-presi- 
dent of that company at its an- 
nual stockholders’ meeting, Feb. 
5, 1935. The new vice-president 
announced a large increase in 
sales during the past year. Mr. 
Swain has actively participated 
in several state retail hardware 
conventions during the 1935 
season. 


IOWA NOTES 


C. A. Lindroth, manager of the 
Lamoni Hardware Co., Lamoni, 
Ia., has become territory sales- 
man for the Brown-Camp Hard- 
ware Co. of Des Moines. J. L. 
Hendrickson of Des Moines will 
manage the Lamoni store. 


N. S. Miller, owner of the 
North English Hardware Co., 
North English, Ia., has purchased 
two local buildings and will re- 
model them into one large store 
with a new front for the occu- 
pancy of his store. 





NEW SALES MANAGER 
FOR DECATUR PUMP 


J. A. Worsham was recently 
appointed general sales manager 
of the Decatur Pump Co., De- 
catur, Ill. 





NRA FIREPLACE CODE 

APPENDIX PRINTED 

Copies of the National Recov- 
ery Administration code appen- 
dix for the fireplace furnishings 
manufacturing industry, as ap- 
proved December 21, 1934, are 
now available from the Super- 
intendent of Documents, Wash- 
ington, D. C., at five cents per 
copy. The fireplace furnishings 
manufacturing industry is a sub- 
division of the Fabricated Metal 
Products Manufacturing and 
Metal Finishing and Metal Coat- 
ing Industry. 


DICK KROESEN HEADS 
SPORT GOODS ASSN. 

Dick Kroesen, president, Cleve- 
land Sport Goods Co., Cleve- 
land, Ohio, was elected presi- 
dent of The National Sporting 
Goods Distributors Association 
at the recent convention and ex- 
hibition held in Chicago. 





NORTHERN HARDWARE 
CO. HELD ANNUAL SHOW 

More than 100 hardware deal- 
ers from Idaho, Washington and 
Oregon attended the annual mer- 
chandise show of the Northern 
Wholesale Hardware Co., Port- 
land, Ore., on Feb. 4 and 5. The 
show was held at the company’s 
headquarters, 109 Southeast Sal- 
mon Street, and meals for visit- 
ing dealers were served on the 
premises. 

At the election of officers all 
incumbent officers and directors 
were reelected. Officers are: 
Norris Ames, Silverton, presi- 
dent; T. L. Willis, Portland, vice- 
president, and P. R. Bue, gen- 
eral manager. Directors are: 
Sabo Pullman, Walter Botsford, 
L. N. Simon, W. E. Gove, K. L. 
Mendenhall, J. B. Little, C. J. 
Whiteside, Arthur Quackenbush, 
N. A. Bonn, Norris Ames and 
N. E. Bonn. 


BROOKLYN ASSN. 
INSPECTS STORE 
OF R. J. ATKINSON 
About 45 members of the 
Brooklyn Hardware Assn. met at 
the store of R. J. Atkinson, 
Ralph Avenue, on Feb. 7. The 
general discussion covered the 
subjects of merchandising, sales 
tax and union activities. Thos. A. 
Grogan presided. 


HARDWARE AGE 


NEWS OF 


HARDWARE AGE FOR 


rr 


vee 
Ste sa 





AEE 





= 





RDWARE) AGE—WHILE IT’S NEWS 


F/I THE TRADE 


ee gh 


Ryo 








Executive Changes, Meet- 
ings, Current Events in 
the Hardware Trade 














————=i FEBRUARY 28, 1935 
































E AGE FoR) — 
‘ 4 DECKER MANAGES SALES| merged with a competing com- | Memphis, Tenn., and has had | GROENER WILL DIRECT 
Aammag FAIRBANKS-MORSE DIV. | pany in 1930. From 1930 to | lengthy experience as vice-presi- PORCELAIN INSTITUTE 
. 1934 he held a sales manage- | dent, general manager and gen- 
mal Recov- hn te ON position with a washer | eral sales manager of the Glid- Kurt R. Groener has been ap- 
ed manager of home laundry : a pointed managing director of the 
ode appen- equipment sales for Faichenke- manufacturing company. den Co., Heath & Milligan Mfg. Rcd i : 
furnishings Morse Home Appliances, In Co., and Adams and Elting, Chi- Mew Fercersn namel Institute, 
ry, a8 ap- ‘ pp » inc., TAUFENBACH MANAGES cago. with offices at 612 N. Michigan 
1934, are Dee 
the Super. ff haan aienmgred HERMAN LEBOW 
ts. Wash 4 L. E. Taufenbach has been | REPRESENTS STA-BRITE 
a a i appointed general sales manager The Stale Pied Core 
= & for the Gibson Electric Refrig- . a re = Pig 
furnishings : en Cu, Gileann, ail ail New Haven, Conn., which has its 
y - —. fe maintain his office in the 201 = _ yon a 
ato etal a North Wells Street Building in is a ¥s f 
ring and tng he nee the ns ge 0 
fetal Coat- 43 Mr. Taufenbach was formerly ; 1 seg Lebow as conaiges oeagee” 
e : : tative in the territory west of 
Me West Coast sales manager for the ; 
Gibson C , Denver. Mr. Lebow has had 
Se ee many years of experience in the 
HEADS aoa cutlery industry, and he_ will 
ASSN. 4 NEW PAINT FACTORY make his headquarters at the 
ent, Cleve- od OPENS IN SOUTH Hayward Hotel, Los Angeles. 
0. Cleve. ~ The Southport Paint Co., a seeenraene 
ted presi- | new division of the Wesson Oil I. N. MERRITT NAMED 
Sporting . and Snowdrift Co., has begun MEADOWS’ VICE-PRES. 
\ssociation operating a thoroughly modern I. N. Merritt, who for the past 
n and ex- i L. M. DECKER paint manufacturing plant at | nine years has been affiliated 
0. ee Savannah, Ga. A complete line | with the Grinnell Electrical SUS? 8. GROGNES 
lage Chicago, Ill. Formerly he was|of painting materials is being | Mfg. Co., has recently been 
ae divisional manager in the Illinois | manufactured, and the line will | elected vice-president in charge ee . 
WARE ie territory for the complete line of | be sold exclusively through re- | of sales of - Meadows Mic. — ioege. For the past 
. SHOW § home appliances. In his new po-|tail dealers under the brand | Co,, division of the Hurley Ma- pi etter saa Ceocner has been 
vare deal- e sition he will spend considerable | ‘‘Southport.” A second complete shies Co., manufacturers of yer ows meg : Elec trical Dealer 
igton and” time in furtherance of washer | line for the price trade is being | Meadows and Gainaday washers re co ~ + me Power 
nual mer- and ironer sales through whole- | marketed under the brand name | and ironers. Prior to joining ret git ~ ~— plc oman 
. —_— “TW ” a ad served as Chic s 
a : — og ap 1929 h yee d 1 Grinnell Mr. Merritt had exten- manager for a rina ey 
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ELECTS JOHN Y. HUIZENGA 
PRESIDENT 

John Y. Huizenga was elected 
president of the Home Furnace 
Co., Holland, Mich., at the an- 
nual meeting held Feb. 5. Other 
officers reelected include: Daniel 
TenCate, vice-president; James 
DeYoung, secretary - treasurer; 
and William Arendshorst, Henry 
J. Luidens, N. C. Westrate, John 
W. DeVries, Otto. P. Kramer, 
E. P. Stephan, directors. C. E. 
Becker was recently elected man- 
ager of the plant. 


IN SOUTH 


E. K. Borom is now represent- 
ing W. C. Heller & Co., Mont- 
pelier, Ohio, and its recently ac- 
quired subsidiary, the J. D. 
Warren Mfg. Co. Mr. Borom’s 
headquarters are at 855 North 
Avenue, N. E., Atlanta, Ga. He 
has been connected with leading 
manufacturers of hardware store 
fixtures for many years and is 
considered an authority on store 
layout and arrangement. 
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Pittsburgh Paint Salesmen’s Club 
Conducts Series of Lectures 


At its annual meeting in Zu- 
ber’s Dining Room, Pittsburgh 
Paint Salesmen’s Club congratu- 
lated the retiring president, E. A. 
Lightfoot, on his work during 
the past year, which cesulted in 
the reestablishment of the club’s 
educational program begun in 
1927. The present work begun 
by Mr. Lightfoot and underwrit- 
ten by several members of the 
club to insure its financing is a 
series of lectures on salesman- 
ship and modern marketing by 
A. S. Arthers of the Ensign Ad- 
vertising Agency, well-known lec- 
turer at the University of Pitts- 
burgh. The course has attracted 
the attention of national adver- 
tising publications, and Advertis- 
ing Age has offered to print the 
report on the entire course, 
which it feels can be profitably 
copied by salesman’s associations 
in all lines. 

The club voted unanimously to 
join the National Paint Sales- 


men’s Association to further help | 





jin awakening the selling forces 


of the paint industry. 

The nominating committee’s 
report was received, and the fol- 
lowing officers were unanimously 
elected: President, Wm. H. Con- 
don, Jr., president of Condon 
Brush Company; first vice-presi- 
dent, David Allen Coulter of the 
Paint Distributors’ Alliance; sec- 
ond vice-president, Jack F. Mc- 
Ghee of Enterprise Can Com- 
pany; secretary, E. K. Colling- 
wood of Watson-Standard Com- 
pany, and treasurer, James E. 
Shields of McCann-Shields Paint 
Co. The following were elected 
as directors: Ralph Bergman of 
The Nevin Co.; E. K. Thompson, 
Thompson Paint Co.; E. E. Zim- 
merman, E. E. Zimmerman Co.; 
H. R. Lowrie, American Can 
Company; Loring S. Jones, Penn 
Paint Co.; W. H. Kirsch, Pitts- 
burgh Plate Glass Company, and 
Arthur D. Stanford, National 
Lead Company. 





VLCHEK TOOL HAS 
40TH ANNIVERSARY 


The Vichek Tool Co., Cleve- 
land, Ohio, recently held its 40th 
anniversary celebration for em- 
ployees of the company at Ko- 
mensky Hall, Cleveland. Frank 
J. Vichek, founder of the com- 
pany, came to Cleveland 46 years 
ago as a boy of 17, and became 
a blacksmith’s helper. Five years 
later he opened his own black- 
smith shop, but soon became con- 
vinced that blacksmithing had a 
limited future. Noting the 
changes taking place at the time, 
with the automobile replacing 
the horse, and electricity replac- 
ing steam, he concluded that the 
manufacture of mechanics’ hand 
tools offered good possibilities. 
As a result he founded the 
Vichek Tool Co., which had eight 
employees at the start. Since 
then the demand for the com- 
pany’s product has steadily in- 
creased, until it is now said that 
it is the largest automobile tool 
company in the world, supplying 
85 per cent of the automotive in- 
dustry with its tools. 

The active management of the 
business has been turned over to 
younger men, and Mr. Vlchek 
has found a new interest in the 
literary field. In 1928 he pub- 
lished his first literary work, 
“The Story of My Life,” a vol- 
ume of 400 pages. This book, 
written in Czech, in a most in- 
teresting narrative style, was so 
well received both here and 
abroad that it has recently been 
published for the third time. 
The book has also been trans- 
lated into Englizh, and this edi- 


40 





tion will be shortly published. 
In addition to his memoirs, 
Mr. Vichek has contributed many 
articles to several types of pub- 
lications. An article written by 
him and describing his newest 
invention, a variable-blow ham- 
mer, recently appeared in The 
Iron Age. Much of the efficiency 
and success achieved by his plant 
has been attributed to many 
other of Mr. Vichek’s inventions. 
He is an advocate of the profit- 
sharing policy with employees, 
and his plant is operated on such 
a basis and half the workers are 
stockholders in the company. 
While Mr. Vichek’s prominence 
is recognized by his immediate 
associates, it is not generally 
known that in his native country 
of Czechoslovakia, where he goes 
for an annual visit, he has a 
host of friends among all classes 
of people from the president 
down to the most humble citizen. 


MCNEAL TO MANAGE 
UNIVERSAL COOLER 
F. S. McNeal has been named 


general manager of the Universal 
Cooler Co., Detroit, Mich., to fill 


the vacancy created by the recent | 


death of G. M. Johnson. 
McNeal’s appointment is 
nounced by Ford Ballantyne, act- 
ing president of the corporation. 

For the past seven years Mr. 
McNeal has been general man- 
ager of Kelvinator of Canada, 
Ltd., at London, Ont., and had 
only recently been elected vice- 
president of the Canadian com- 
pany. 

Prior to managing the Cana- 


Mr. 


an- | 


dian Kelvinator plant, he was af- 
filiated with the Leonard Refrig- 
erator Co., Grand Rapids, Mich. 
Previously he had many years of 
manufacturing experience, and 
during the war was general man- 
ager of Conron-McNeal Co., Ko- 
komo, Ind., which manufactured 
airplane bombs for the Govern- 
ment. At one time he was also 
general manager of the Wabash 
Mfg. Co., Terre Haute, Ind. 


CONTINENTAL STEEL 
HAS MEMPHIS STOCK 


The Continental Steel Corp., 
Kokomo, Ind., has opened a new 
warehouse at 445 Tennessee 
Street, Memphis, Tenn., which 
will be operated by its subsidiary, 
Continental Steel Sales Corp. 
Clarence Price is in charge of 
the new warehouse, which will 
serve a territory having a radius 
of about 200 miles from Mem- 
phis. Continental salesmen who 
have all served the company for 
many years in the Memphis ter- 
ritory are: R. W. Lewis, Baton 
Rouge; M. G. Rouch, Little 
Rock, and C. A. Bedwell, Pa- 
ducah. 

In commenting on Continental’s 
new Memphis facilities, D. A. 
Williams, president of the cor- 
poration, said that it represented 
practical recognition of increased 
business which is developing in 
the southern territory. Mr. Wil- 
liams also said that complete 
stocks will be maintained at the 
new warehouse, and that it will 
now be possible to give over- 
night or second-day delivery to 
customers in the major portion 
of Tennessee, Mississippi and 
Arkansas, as well as parts of 
Kentucky and Louisiana. 


ABRASIVE PRODUCTS 
NAMES COAST AGENT 


Abrasive Products, Inc., S. 
Braintree, Mass., has appointed 
the Simonds Saw & Steel Co., 
Fitchburg, Mass., as general 
sales agents on the Pacific Coast. 
The Simonds warehouses at 
Portland, Ore.; Seattle, Wash.; 
San Francisco and Los Angeles, 
Calif., will carry full stocks of 
Abrasive Products, Inc., lines. 





| A. E. BIRD REPRESENTS 


COLONIAL KNIFE Co. 


A. E. Bird, 845 S. Los Angeles 
Street, Los Angeles, Calif., has 
been appointed representative for 
the Colonial Knife Co., Provi- 
dence, R. I., covering the states 
of California and Nevada. Mr. 
Bird also represents The Henkel 
Co., Fremont, Ohio, cutlery man- 
ufacturers. 








EMPIRE STATE BUILDING 
HOUSES NEW CUTLERY 
AND GUN EXHIBIT 


A fine piece of printed matter 
announces the new display room, 
on the ninth floor of the Empire 
State Building, at Thirty-fourth 
Street and Fifth Avenue. Here 
is shown the entire line of Rem- 
ington arms, ammunition and cut- 
lery. Out-of-town visitors to 
New York are invited to make 
the Remington display room 
headquarters, where they may 
stretch their legs, sink back in 
the comfortable cushions and 
light a pipe. 

The heavy-beamed ceilings, 
softly carpeted floors and taste- 
fully and mannishly decorated 
walls bespeak a wide acceptance 
of the invitation. 





KLEINSCHMIDT NAMED 
VICE-PRES.-SEC, 
YORK ICE MACHINERY 


Elmer A. Kleinschmidt was 
elected vice-president and secre- 
tary of the York Ice Machinery 
Corp., York, Pa., at a recent 
meeting of its board of directors. 
Mr. Kleinschmidt’s first position 
was with the National Enameling 
& Stamping Co., St. Louis. In 
1911 he joined the St. Louis 
branch of the York organization, 
and in 1927 was moved to the 
York headquarters of the corpo- 
ration and was named secretary 
and general assistant treasurer, 
in which positions he was serv- 
ing at the time of his recent elec- 
tion as vice-president and secre- 
tary. 

COPELAND NAMES 

ADDITIONAL OFFICERS 


Dallas E. Winslow, president 
and treasurer, Copeland Refrig- 
eration Corp., Mount Clemens, 
Mich., recently announced the 
following additional executive 
appointments: vice-president and 
secretary, J. R. Meyering; assis- 
tant secretary and _ treasurer, 
F. B. McKaig; general manager, 
H. O. Seltsam; household sales 
manager, W. S. Grant; commer- 
cial sales manager and head of 
the household user’s department, 
W. G. Von Meyer; chief engi- 
neer, E. C. Haight; plant super- 
intendent, J. W. Jenkins; pur- 
chasing agent, A. G. Watkins; 
and manager of service repairs, 
R. T. Gmelich. 

Copeland staff appointments 
announced at the same time 
were: W. B. Muse, formerly with 
the Leonard Refrigerator Co., as 
eastern regional manager; R. G. 
Berg, formerly with Zerozone, as 
head of the order department; 
P. A. Lovegren, also of Zero- 
zone, as assistant purchasing 
agent, and George Lindgren as 
a member of the engineering de- 
partment. 
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Early Hotel and Boat Trip Reservations 


Promise Large Miami Convention April 8-11 


HARDWARE AGE Arranged Boat Trip on S.S. 

IROQUOIS leaves New York, Wednesday, April 3, 

1935, at 3 P.M. Arrives Miami Saturday Morning, 

April 6. Special Round Trip Rate $60 Includes 

Room and Meals. Hotel Reservations More than 400 
at Present. 


With more than 400 reserva- 
tions at the Miami-Biltmore Ho- 
tel, Miami, Fla., already on the 
books and with steady reserva- 
tions for the boat trip to the 
southern convention arranged by 
HarpwaRE AGE, there is every 
evidence of a heavy attendance. 
This joint convention of the 
Southern Hardware Jobbers’ and 
the American Hardware Manu- 
facturers’ Associations should set 
a new record for registration. 
The programs for joint and in- 
dividual meetings are being pre- 
pared and will be announced at 
an early date. 

It is particularly encouraging 
to note the large number of ad- 
vance reservations by wholesalers, 
which is, of course, of special 
interest to the manufacturers 
who plan to attend this meeting. 

Ample opportunity and facili- 
ties for diversions are available. 
These include fishing, swimming, 
sailing, golf, tennis, etc., with 
special consideration and free 
transportation to convention 
guests at the Miami-Biltmore, 
which is headquarters hotel. 

The convention opens Monday 
night, April 8, and closes Thurs- 
day night, April. 11. Return 
sailings from Miami to New York 
are made every Saturday and 
Wednesday, and the special 


round-trip rate boat fare of $60 
provides a ticket good for 30 
days’ return limit. 


This special 





Golf Club at the Miami-Biltmore Hotel, Miami, Fla. Convention Headquarters ‘ CaSé. 
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rate includes stateroom and 
meals. The S.S. Iroquois is one 
of the best boats of the Clyde- 
Mallory Lines, which promises 
every known sea-going service for 
those delegates who plan to go 
to and from the convention by 
the cool ocean route. Further 
details and reservations can be 
made through any recognized 
travel bureau or direct through 
the Clyde-Mallory Lines, Pier 


34, New York City, or at the 
company’s offices at 1114 Lincoln- 
Liberty Bldg., Philadelphia, Pa., 
or 50 Franklin Street, Boston, 
When making reserva- 


Mass. 





| tions mention the special hard- 


ware convention trip arranged by 
HarpwarE AGE. 

Delegates wishing to make a 
side trip to Havana, Cuba, will 
find convenient rail-water and 
all-water schedules costing $24 
round-trip either way. 


A CORRECTION 


In the Feb. 14 issue of Harp- 
WARE AGE was reported the elec- 
tion of officers of the Schwarz 
Bros. Co., Bridgeport, Conn. 
These officers, it should have been 
stated, are those of a social or- 
ganization comprising the em- 
ployees of the company, and not 
of the Schwarz Co. itself. The 
social organization has been in 
existence for the past ten years. 
HarpwareE AGE gladly makes this 
correction. 





HORTON MFG. CO. 
IMPROVES FACILITIES 


The Horton Mfg. Co., Fort 
Wayne, Ind., has completed a 
program of factory and office 
changes designed to bring about 
smoother handling of increased 
household washer and _ironer 
manufacturing schedules. .A new 
office has been laid out on more 
efficient lines in the company’s 
Osage Street building, and there 
has been extensive alterations 
and improvements in factory fa- 
cilities. The changes were made, 
explains A. H. Peters, vice-presi- 
dent and general manager, be- 
cause of the substantially im- 
proved outlook, and the expecta- 
tion of another record-breaking 
year in the demand for home 
laundering equipment. 





WM. LOCHEAD HEADS 
ONTARIO ASSN. 


William Lochead, Forest, Ont., 
was elected president of the On- 
tario Retail Hardware Assn., at 
the closing session of the annual 
three-day convention of the or- 
ganization which was held at the 
Royal Oak Hotel, Toronto, Feb. 
13 to 15. 

Norman Baiden, Toronto, was 
elected vice-president, and John 
Caslor and G. E. May, both of 
Toronto, were reelected treasurer 
and secretary respectively. New 
directors are: H. A. Pratt, past 
president, Inglewood; H. V. Eck- 
ert, London; N. S. Lee, Almonte, 
and Arthur Lake, Toronto. 





ALL STEEL EQUIPMENT 
ADVANCES B. G. WILEY 


Blaine G. Wiley, advertising 
manager, All Steel Equipment 
Co., Inc., Aurora, Ill., has been 
| appointed assistant general sales 
| manager. He joined the com- 
pany in 1923 and served as 
equipment division sales man- 





The S. S. Iroquois upon which HarpwaRe AGE sponsored trip will be made! 


ager for several years. 





The George W. Healey & Son 
Hardware Co., 456 Main Street, 
Dubuque, Ia., has filed a volun- 
tary petition in bankruptcy with 
the United States Clerk of Dis- 
trict Court for the Northern Dis- 
trict of Iowa, Dubuque, Ia., 
Edward M. Healey, a_ past 
N. R. H. A. president, being the 
petitioner. Liabilities of $25,- 
277.66 are listed, with assets 
valued at $13,965.23, of which 
$6,500 is in stock of goods. Pre- 
ferred creditors hold claims of 
$2,824.61, secured claims amount- 
ing to $4,772.18. John G. Chal- 
mers, referee in bankruptcy, has 
been named by Federal Judge 





George C. Scott to handle the 
He is located in Dubuque. 


|| Healey & Son, Dubuque, Ia., 


File Bankruptcy Petition 
BERNHARDT TO HEAD 
N Y. ELECTRIC SHOW 
Joseph Bernhart, long associ- 

ated with Madison Square Gar- 

den, New York City, as booking 
manager, will be show manager 
of the 1935 National Electrical 
and Radio Exposition to be held 
at Grand Central Palace, New 

York City, from Sept. 18 to 28. 

The exposition will be sponsored 

by the Electrical Association of 

New York, Inc. 

Mr. Bernhart enjoys a wide ac- 
quaintance among business ex- 
ecutives and has had a varied ex- 
perience in the conduct of large 
expositions and shows of many 
types. 
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K. C. Impiement, Hardware & Tractor | 


Club Hears Army Engineer | 
Captain R. M. McCutcheon, a 





assistant division engineer, | loyalty of the membership. The | 


United States Army, talked to 
the Kansas City 
Hardware and Tractor Club at 
its monthly meeting at the Hotel 


Implement, | 


re | 
ciation’s officers, as well as by | 
| more than one hundred of Key- | 


| plaque was signed by the asso- 


Phillips, Kansas City, the eve- | 


ning of Feb. 11. The army en- 
gineer told of the Government’s 
plans for flood control, irrigation 
and power in their relation to 
the great Ft. Peck dam project 
in Montana. 

He said the dam would im- 
pound a body of water just 
slightly less in area than Lake 


Champlain; that it would back | 


the waters of the Missouri for a 


distance of 175 miles at a cost | 


of $85,000,000. This project, he 


said, was primarily for naviga- 


tion and flood control purposes 


on the upper Missouri River. 
Power and irrigation, he indi- 


cated, were incidental. The Cap- 


tain used lantern slides by way | 


of illustration. 

E. L. Biersmith, Jr., vice-presi- 
dent of the club, sponsored T. B. 
Hunt, assistant scout executive, 
who spoke for 10 minutes on the 
Boy Scout drive for funds. Mr. 
Biersmith, who is associated with 
the Columbian Steel Tank Co., 
Kansas City, will help direct the 
drive. The president of the club 
is C. C. Chapman, sales manager 
of the Stowe Hardware & Supply 
Co. 

KEYSTONE EMPLOYEES 
HONOR W. C. BUCHANAN 


Employees of the Keystone 
Steel & Wire Co., Peoria, IIl., 
and their families numbering 
about 3000 gathered the evening 
of February 4 in the Shrine Tem- 
ple, Peoria, to honor W. C. Bu- 
chanan, general manager of the 
company. During the evening a 
plaque was presented to Mr. Bu- 
chanan by the Keystone Employ- 
ees’ Association on which was 
hand engrossed an expression of 
appreciation, admiration and 








Ww. C. BUCHANAN 


stone’s organization, executives, 
officers and directors. The eve- 
ning’s entertainment included a 
complete stage show, the show- 
ing of the company’s film “Tom, 
Dick & Harry Co.,” dancing and 
refreshments. 

Mr. Buchanan went with the 
Keystone company five years ago, 
becoming its general manager 
shortly after joining the organ- 
ization. 


BETHLEHEM STEEL HAS 
HOUSTON WAREHOUSE 


The Bethlehem Steel Co. has 
arranged for mill depot facilities 
in the building formerly occu- 
pied by the Midwest Piping & 
Supply Co., Inc., 600 Bringhurst 
St., near Clinton Drive, Houston, 
Tex. This action was taken, it 
is said, because of the increasing 
demand for steel materials in the 
South, especially sheet and wire 








products. 


CHICAGO COMPANY BUYS 
HOLLOW-WARE LINE 


The Chicago Hardware Foun- 
dry Co., N. Chicago, IIl., recent- 
ly acquired the entire cooking 
ware department of the Favorite 
Stove & Range Co., Piqua, Ohio. 
The former hollow-ware plant of 
the Piqua company has _ been 
transferred to the Elkhart, Ind., 
plant of the Chicago Hardware 
Foundry Co., which will be de- 


| voted to the exclusive production 


of this cast ware. The “Favor- 
ite” line ef hollow-ware will be 
combined with the “Sani-Ware” 
line of the Chicago company, 
which introduced that porcelain 
enameled cast iron kitchen ware 
in 1934. The Chicago company 
has been manufacturing cast iron 
for 38 years. 


WALKER HARDWARE CO. 
FORMED TO DO WHOLE- 
SALE BUSINESS 


Morris Wein and Israel Silver 
have formed the Walker Hard- 
ware Co., Inc., 101 Lafayette 
Street, corner Walker Street, New | 
York City, which they announce | 
will operate 100 per cent as a 
wholesale hardware business 
serving the Metropolitan area. 
The company’s announcement on 
Feb. 25 promises a complete 
stock of nationally known hard- 
ware merchandise and _ allied 
lines to be sold only through the 
retail hardware trade. Both men 
are well known in the New York | 
district among the hardware 
trade. 








COBLEIGH NOW DIST. 
MGR. BEHR-MANNING CO. 

George L. “Jack” Cobleigh, 
has been appointed District 
Manager of the New England 
Division of Behr-Manning Corp., 
with headquarters at 66 Pear! 





GEORGE L. COBLEIGH 


St., Boston, Mass. Mr. Cobleigh 
is a former president of the 
Nutmeggers. 

For some years, he was with 
the former Pike Mfg. Co. Since 
the affiliation of that company 
with Norton Co., Worcester, 
Mass., Mr. Cobleigh has been 
doing special work on _ sand- 
paper and sharpening stones for 
Behr-Manning Corp., Troy, N. Y. 
The latter corporation is also an 
affiliate of the Norton Co., act- 
ing as distributors for the Nor- 
ton Pike line in the United 
States. 





Supplee-Biddle of Philadelphia Appointed 
Yale Contract Distributors 


In personal charge of J. Wes- 
ley Ruttle, who has many years’ 
knowledge and experience in 
Yale hardware, and with a spe- 
cial crew consisting of Messrs. 
‘Lewis, Burke and Brooks, Yale 
contract hardware will be distrib- 
uted in Greater Philadelphia by 
Supplee-Biddle. 





Fred Diesel, who is well-known 


in the retail hardware trade in 
North Jersey and New York, has 
just associated himself with 
Supplee-Biddle as salesman. 
The Pennsylvania Lawn Mow- 
er Works announce the appoint- 
ment of Supplee-Biddle as their 
selling agents in the Greater 
Metropolitan New York district 
on Pennsylvania lawn mowers. 





Members and guests at the Eagle Hardware Stores, Inc., recent party held at the Hellenden Hotel, Cleveland, Ohio. 
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JAMES M. TRIGGS 


James M. Triggs, 64, president 
of the Majestic Furnace Co., 
Huntington, Ind., died of heart 
disease at his home in that city 
on Feb. 17. He was a member 
of the national council of the 
Young Men’s Christian Associa- 
tion, a trustee of the Indiana 
Methodist Episcopal Hospitals, 
and a past president of the In- 
diana Y. M. C. A. 


Cc. K. KEISER 


C. K. Keiser, 64, manager of 
the Nailling-Keiser Hardware 
Co., Union City, Tenn., died of 
heart trouble at his home in that 
city on Feb. 5. Before becoming 
affliated with Nailling-Keiser he 
was employed by the H. Deitzel 
Hardware Co., Union City, and 
had later traveled for the Bel- 
knap Hardware & Mfg. Co. and 
the Simmons Hardware Co. He 
was one of Union City’s most 
prominent business men and civic 
leaders. 


RUFUS JOHN SLOTHOWER 


Rufus John Slothower, 74, for 
32 years a hardware and sheet 
metal merchant of Dixon, IIl., 
died at his home in Dixon on 
Feb. 6 following a lingering ill- 
ness. He was prominent in band 
and orchestra work for many 
years, and at one time was leader 


of the Shullsburg, Wis., cornet 


band. 


ALEXANDER N. RENNICK 


Alexander N. Rennick, 63, 
sales manager of the Kruse Hard- 
ware Co., Cincinnati, Ohio, died 
at his home in that city on Feb. 
12. He had been in failing 
health for several years. He had 
served the hardware company for 
30 years. Before he became sales 
manager Mr. Rennick traveled 
for the company in Ohio, Ken- 
tucky and Indiana. Until recent 
years he was active in Masonic 
circles. 


GUS BEARD 


Gus Beard, 58, of Macon, Ga., 
hardware dealer, fell dead re- 
cently in the yard at his home. 
His widow, two sons and a 
daughter survive. 


PAUL NEWBY 


Paul Newby, 89, a retired hard- 
ware dealer of Gainesville, Ga., 
was found dead in his room at 
the home of his daughter on 
Feb. 10. Mr. Newby was owner 
of the first hardware store in 
Gainesville, which he operated 
successfully for 52 years. The 


FEBRUARY 28, 1935 





entire business is now owned by | 


Henry Griffin & Son. 


JOHN D. WHITE 
John D. White, in the hard- 


ware business in Sparta, Ga., 
since 1924, died at his home on 
Feb. 10, from a wound inflicted 
by unknown persons. He was 
found just outside his garage 
door about ten o’clock that night, 
just as he had returned from his 
store. He was unable to give 
information of any kind as to 
the crime. He was for two years 
mayor of the village. 


Cc. P. ROBINSON 


C. P. Robinson, 81, retired 
wholesale hardware merchant 
and former member of the old 
firm of Robinson Brothers Co., 
Louisville, Ky., died at his home 
in Louisville on Feb. 9 following 
a stroke suffered two weeks pre- 
viously. He was socially promi- 
nent, and at the time of his pass- 
ing was junior warden at St. 
Andrews Episcopal Church. 


H. I. ULVIK 


H. I. Ulvik, 68, who for 40 
years was a hardware merchant in 
Aneta, N. D., died recently at 
his home in that town following 
a brief illness. One of his sons, 
Henry M. Ulvik, Aneta, N. D., 
is a past president of the North 
Dakota Retail Hardware Assn. 


WILLIAM B. WILSON 


William B. Wilson, 88, the first 
president of the Cape Charles 
Hardware Co., Cape Charles, 
Mo., died at his home in Cape 
Charles on Feb. 11 following a 
brief illness. Mr. Wilson was an 
outstanding figure in the social 
and business life of the com- 
munity. Forty-two years ago he 
founded W. B. Wilson & Co., the 
largest department store in Cape 
Charles, and he was also founder 
and first president of the Farm- 
ers’ and Merchants’ Bank of that 
city. 


JOHN L. STURGEON 


John L. Sturgeon, 79, who had 
operated a hardware store at El- 
mira, Ohio, for more than 30 
years, died at his home in that 
town on Feb. 5 following a brief 
illness. 


D. B. ROBINS 


D. B. Robins, 81, for 50 years 
a hardware merchant of Fre- 
donia, Pa., died at his home in 
Fredonia on Feb. 5. He had been 
ill with pneumonia for less than 
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a week, and was the oldest busi- 








ness man, in age and in point of 


| service, in Mercer County. For | 
|many years Mr. 
| known as 
| Man,” and during that period he 


Robins was 
“Robins, the Stove 


was said to have sold more stoves 
than any other one firm in the 
state. He had always maintained 
a keen interest in local educa- 


tional, church and civic activi- | 


ties. 


Cc. S. FARQUHAR 


C. S. Farquhar, 80, one of 
Boston’s best known merchants 
and a leader in the hardware 
business for many years died in 
Miami, Fla., on Feb. 8. Mr. 
Farquhar was a former partner 
in the Boston hardware firm of 
Chandler & Farquhar, and until 


Cc. 8. FARQUHAR 


his death was president and 
treasurer of Lynd, Farquhar Co., 
which he founded in 1917. His 
first position was with Burditt & 
Williams in Dock Square, where 
he was employed as errand boy, 
and was later promoted to sales- 
man. Following this he was also 
employed as a_ salesman for 
A. J. Wilkinson Co., and Bacon 
& Co. 

In 1881, he entered partner- 
ship with Frank Chandler in the 
concern of Chandler and Far- 
quhar. He was treasurer for 
many years, and on the death 
of Mr. Chandler in 1906 he be- 
came president. In 1925, upon 
the death of Mr. Lynd, of Lynd, 
Farquhar Co., he became presi- 
dent and treasurer of the com- 
pany, serving in those positions 
until his passing. 

Mr. Farquhar was a_past- 
president of the National Supply 


and Machinery Dealers’ Associ- | 


ation, president of the Brother- 
hood Accident Insurance Co., 
and a member of several cum- 
mercial and fraternal organi- 
zations. 


JOHN B. LANERI 


John B. Laneri, 77, a member 
of the board of directors of the 
Veihl-Crawford Hardware Co., 
Fort Worth, Texas, died Feb. 14 


following a brief illness. 


ERNEST G. JONES 


Ernest G. Jones, president of 
the Ernest G. Jones Hardware 
Co., Columbia, S. C., died Feb. 
14 after a lingering illness. He 
had been engaged in the hard- 
ware business at Columbia for 
many years. 


JAMES C. MICHELSEN 


James C. Michelsen, 71, hard- 
ware merchant of South Omaha, 
Neb., for thirty-nine years, died 
at his home in that city recently. 
He was a past-president of the 
Omaha Hardware Men’s Assn. 
Before coming to South Omaha, 
he was in business in Council 
Bluffs, Iowa, and was later a 
partner in the Petersen & Michel- 
sen Hardware Co., South Omaha. 


N. M. MARSHALL 


N. M. Marshall, 80, treasurer 
and a director of the H. D. 
Thompson Co., a hardware firm, 
Malone, N. Y., died at the home 
of his son in Malone on Feb. 16. 
He had been ill of heart trouble 
for several months. 

Mr. Marshall was a former 
State Treasurer and at one time 
was a member of the New York 
State Senate, and at the time 
of his death was chairman of 
the board of the Peoples Trust 
Company of Malone, and was 
a director of the Northern New 
York Telephone Corp. 








SWIFT’S GARDEN HOUR 
RETURNS TO THE AIR 


Feb. 10 marks the return to 
the Red Network of the NBC, 
of The Garden Hour, with the 
Master Gardener, a feature that 
has been familiar to radio 
listeners* for the past five years. 
The hour is 2.30 p.m. E.S.T. 
on Sundays. Mario Chamlee, 
lyric tenor, will be the feature 
| artist each program. The Master 
| Gardener, the Cadets, a quar- 

tette and the Chicago Little 
| Symphony will be heard. The 

program is sponsored by Swift 

& Company, producers of Vig- 
oro, advertising for which will 

be very aggressive this year, 
| in all types of printed mediums. 
| The company offers, to tie in 
| with their radio program and 
newspaper and magazine adver- 
tising, store display material as 

well as a complete electrotype 
service. This goes to dealers 
without charge. 
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The Retailers’ National Coun- 
cil entered its protest against the 
proposed Black 30-Hour Work 
Week Bill setting down six rea- 
sons why such a measure would 
bring extra, unwarranted hard- 
ships on the retail trade. This 
opposition was presented before 
the Senate Judiciary Subcommit- 
tee on Feb. 16, 1935, in interest, 
it was said, of 200,000 retail 
stores in various fields. 

The council’s specific objec- 
tions are as follows: 

“1. The general adoption of a 
30-hr. work week would, if pres- 
ent wage rates were continued, 
have the effect of increasing costs 
of goods by at least 25 per cent. 

“2. It is assumed that present 
money wages are to be main- 
tained. That is a condition of 
the bill. The increase in costs 
of consumers’ goods would there- 
fore have the effect of reducing 
the purchasing power, or real 
wages, of all present employees 
to an extent of at least 20 per 
cent. 

“3. The bill provides no elas- 
ticity for meeting the widely 
varying conditions of industry 
and trade. There are probably 
wider variations in hours of op- 
eration, as well as hours of work, 
in the retail trades in this coun- 
try than in any other important 
industry. 

“4, It will be very difficult, if 
not indeed impossible, to en- 
force such a law. There are over 
1,500,000 retail establishments in 
which approximately 6,000,000 
people are engaged. Attempted 


Retailers Oppose 30 Hour Week 
Through National Retail Council 


enforcement will probably result 
in a situation similar to that 
which developed under the 
Eighteenth Amendment, a provi- 
sion which failed largely because 
of the widespread difficulty of 
enforcement. 

“5. The difficulties of applica- 
tion of the provisions of the 
Black bill to the retail trade are 
insuperable. The measure, if en- 
| acted, would add little to em- 
ployment but would materially 
add to the difficulties of manage- 
ment, as well as of expenses, 
among small employers. 


apply and enforce upon the re- 
tail trades of the country the 
provisions contained in the Black 
bill would force out of business 
many retailers who are now bare- 
ly able to meet their pay rolls 
and other expenses and continue 
in business.” 

The retailers’ brief was sub- 
mitted on behalf of the National 
Retail Hardware Association, 
National Retail Furniture Asso- 
ciation, National Association of 
Retail Druggists, National Asso- 
ciation of Retail Grocers, Amer- 
ican National Retail Jewelers’ 
Association, National Association 
of Ketail Clothiers and Fur- 
nishers, National Retail Dry 
Goods Association, Limited Price 
Variety Stores Association, Mail 
Order Association of America, 
National Retail Association of 
Music Merchants, National 
Council of Shoe Retailers and 
National Shoe Retailers’ Asso- 
ciation. 





N. Y. HOUSEFURNISHINGS 
SHOW FROM JULY 10-19 


The 1935 New York House- 
furnishings Show will be held 
at the Hotel Pennsylvania, New 
York City, from July 10 to 19 
inclusive, with the lines of more 
than 400 manufacturers dis- 
played. Housefurnishing exhib- 
its will be located on the third, 
fourth and fifth floors. China, 
glass and pottery exhibits will 
be on the sixth floor of the hotel. 

Allotment of display rooms 
will be on the following basis: 
all exhibitors who participated 


in the 1934 show held at the Ho- 
tel Pennsylvania have preference 
over their former rooms and as 
per priority list established, pro- 
viding fees for rooms are paid 
not later than April 1. 

Mrs. Flo English, secretary of 
the association, has headquarters 
at the Hotel Pennsylvania in 
Room 108A. Stanley T. Wil- 
liams, The Vollrath Co., is pres- 
ident. A. A. Bernardine, Na- 
tional Enameling & Stamping 
Co., is vice-president, and Rob- 
ert D. Price, Robeson Rochester 
Corp., is treasurer. 








Empire City Supply Assn. 
To Hold Annual Dinner Dance 


The Empire City Supply 
Assn., an organization of New 
York City supply dealers, will 
hold their annual dinner dance 
at the Hotel Astor, on Saturday, 
March 16. Mr. Louis Cohen, 
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President of the Moylan Supply 
Co., Inc., is President of the 
organization. Harry F. Hal- 
pern, is Secretary. The organi- 
zation’s official address is 11 
| West 42nd St., New York. 








“6. The result of any effort to | 











Traveling Sample Display Car Used 
By Earle Hardware Manufacturing Co. 


The traveling builders’ hard- 
ware sample display car illus- 
trated is being used by the 
Earle Hardware Mfg. Co., Read- 
ing, Pa. The car has just com- 
pleted a very successful trip 
through some of the Southern 
States and is now enroute 
through the Middle West. Un- 
usual interest in the traveling 
display has been shown by hard- 
ware wholesalers and dealers, as 
well as by architects. The car 
will first cover every section of 
the country, and will later be 
placed at the disposal of Earle 
sales agents for a more inten- 
sive coverage of the field. The 
company believes that the dis- 
play car will materially assist 
its present selling agents, and it 


is also expected that it will aid 
new agents in getting a particu- 
larly good start in territories 
not now covered. 

The car is a Chevrolet Sedan 
Delivery with glass sides. Two 
large display panels, 40 x 48 in., 
in natural finished wood, are set 
up in the truck, one on each 
side. A white triangular shaped 
panel at the rear is used for dis- 
plays of popular miscellaneous 
hardware items. Three addi- 
tional sample cases are utilized 
for carrying samples of different 
lock set trim, samples of en- 
trance door handles, and samples 
of other miscellaneous and com- 
petitive items. Lighting equip- 
ment includes a ceiling light and 
four flood lights. 





HARRY D. MOORE TO 
REPRESENT FACTORIES 


Harry D. Moore, who served 
as general manager of Chas. M. 
Ghriskey’s Sons, Philadelphia, 
until that company’s recent liqui- 
dation, has opened an office as a 
manufacturers’ representative at 
506 Commerce St., Philadelphia. 
His territory will include eastern 


| Pennsylvania, New Jersey, Phila- 


delphia, Baltimore and Wash- 
ington. 

Factories now being repre- 
sented by Mr. Moore are: Penn- 
sylvania Stamping Corp., York, 
Pa.; Littlestown Hardware & 
Foundry Co., Littlestown, Pa.; 
Gottschalk’s Metal Sponge Sales 
Corp., Philadelphia; Towers 
Mfg. Co., Madison, Ind., and the 
Desolvo Mfg. Co., Pittsburgh, Pa. 

Mr. Moore’s hardware career 
began in 1919 with the Simmons 
Hardware Co., St. Louis, where 
he served in practically all de- 
partments and later as a sales- 
man and buyer. During the 
War, as a Major in the Air Ser- 
vice he handled Purchases and 
Supplies in Washington. Fol- 
lowing the War, he served the 
Government as Deputy Commis- 








HARRY D. MOORE 


sioner in Siberia. He returned 
to the Simmons Hardware Co. 
in 1919 and remained until 1922, 
when he became affiliated with 
the Supplee-Biddle Hardware 
Co., Philadelphia. He had been 
with the Ghriskey’s Sons com- 
pany since 1927. Mr. Moore 
served as the president of the 
Merchants’ and Manufacturers’ 
Association of Philadelphia and 
was reelected to that office for 
the current year. 
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Hardware Dealers Among the First to Use 
| New And Ornamental Metal Awnings 


Hardware stores were among 
the first to seize the opportunity 
to improve their fronts when 
this “Shadelite Marquise” was 
patented by two jewelers, Auble 
Bros. of Ord, Neb. 

One of the more recent jobs is 
that done on the front of Posten 
Hardware, Long Beach, Cali- 
fornia. ‘ No more rolling of tat- 
tered canvas awnings for Posten 
Hardware. No more cranking of 
the old gears out in front that 
once rolled the awning up and 
down with the changing position 
of the California sun. 

This modern marquise is all 
metal. A rigid steel frame is 
adjusted to the building, extend- 
ing out some distance over the 
sidewalk. Galvanized strips are 
then laid over the frame; but 
they are set on edge, and lean | 
at about 45 degrees toward the | 
building. 
five or six inches apart, so that, 
being set on the oblique angle, 





| 


They are set from | 10 degrees cooler under his new 
| Shadelite than under the awn- 


| 





said Gerald Haeffelin. 
stand under there and 


” 
snow, 
“You 


ings of the neighboring stores, look up through it, and it seems 


they overlap to such an extent | or under the old flat tin rvofs. | 


that rain or snow cannot fall 
through to the sidewalk below. 
The lower edge of each sheet is 
turned or curved, so as to form | 
a permanent trough for carrying | 
off the rain or the water from 
the melting snow. Thus each in- 
dividual galvanized strip forms 
its own individual trough. All 


the water that any one trough is |, 


required to carry off is the rain 
that falls upon the three or four- 
inch width of sheet exposed to 
the weather. Thus if there are 
24 metal strips in any given 
marquise, there are 24 individual 
troughs to carry off the water. 
All empty themselves into a mas- 
ter trough at the end of the 
marquise, and from there the 
water is discharged in a single 
volume into an adequate down 
spout. 

The idea in setting the strips 
on the oblique, instead of join- 
ing them as on a tin “oof, is to 
admit light and ventilation. Di- 
rect sunlight does not come 
through the spaces between the 
sheets; but refracted light comes 
through in an abundant flood. 
Thus customers and passers-by, 
and those who want to do win- 
dow shopping in the summer, 
are protected by a perfect shade, 
while at the same time the re- 
fracted light seeping through, 
gives the window displays of the 
store a much better opportunity 
to show off to advantage. 





Gerald Haeffelin of Jacob 
Haeffelin & Sons Hardware, 
West Point, Nebraska, says that 
in the heat of the summer it is 
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Haeffelin & Sons 


is another | 
| of the hardware stores that im- 


proved the front with this new | 


feature. The Haeffelins are 
more proud of this than of any- 
thing about the store. In fact, 
they are more proud of this than 
of anything they ever did ex- 
cept the complete remodeling of 
the store some years ago, when 


they redecorated and rearranged | 


the interior, and refaced the 
building with vitrified _ brick. 
That was one red-letter day with 
the Haeffelin Brothers, and the 


installation of the Shaaelite over | 


the front was the other. 
“It is almost unbelievable how 
this keeps out the rain and 


open. But when it rains, every 
drop is carried away, and you 
don’t get wet. Snow doesn’t 


come through either. It is all 
caught and held in those little 
individual gutters— except, of 
course, when you get one of 
those blizzards with whirling, 
driving snow that comes through 
almost anything. The ordinary 
soft gentle snow just rests on 
there, and then when the first 
thaw comes, it melts and the 
water is all beautifully carried 
off by means of the many little 
gutters.” 

The two jewelers, Auble Bros. 
of Ord, Nebr., did not build the 
original Shadelite to commer- 
cialize it. They had long dis- 





cussed plans for getting some 
kind of shade over their jewelry 
front that would be more sightly 
than the old awning. They 
thought the awning was un- 
sightly, and at the same time 
served as a canopy to hold the 
heat of midsummer like a cir- 
cus tent. They didn’t like it. 
They planned and schemed and 
sat up nights wondering what to 
do about it. With strips of tin 
and the delicate instruments of 
the jewelry workshop they kept 
experimenting, and designing, 
until at last they hit upon the 
idea of the Shadelite Marquise. 
They worked out their model 


| and went to the nearest sheet 


metal worker with the plan. He 
made it up for them, and came 
to their store and installed it 
under their directions and from 
their blue prints. They decorated 
the outer edges with a fringe of 
ornamental glass, and installed 
electric light bulbs behind each 
piece of ornamental glass. 

When the job was completed, 
and when the public saw the 
splendor of this thing lighted up 
at night, there was a general 
stir of excitement among the 
merchants of Ord. Business men 
flocked in and inquired about 
the cost of such a feature for 
the store front. Orders were lit- 
erally thrust upon these two 
jewelers, and in a short time 
they had equipped most of the 
important stores of Ord with the 
same kind of equipment. With 
the lights turned on at night, 
the little town of Ord was sud- 
denly given quite a metropolitan 
air. 

Posten Hardware of Long 
Beach, California, and Haeffelin 
Hardware of West Point, Nebr., 
have found this an _ especially 
good feature during the holiday 
season. 





Posten Hardware, Long Beach. Above: Haeffelin Hardware, West Point, Neb. 
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Meeting the Issue Was 
Panhandle Convention Theme 


T. C. MEINECKE 
Retiring President 


EETING the Issue was the 
theme of the 26th annual 
convention of Panhandle 


Hardware and Implement Associa- 
tion, which was held in Amarillo, 
Tex., on Feb. 4-5, with an attendance 
greater than the recent state-wide 
convention. 

Officers chosen for the new year 
are: President, B. B. Kent, Perry- 
ton, Tex.; vice-president, W. E. 
Smith, Carlsbad, N. M.; secretary- 
treasurer, C. L. Thompson, Canyon, 
Tex.; directors: W. S. Kerr, Here- 
ford, Tex.; O. C. Watson, Clarendon, 
Tex.; R. F. Douglas, Shamrock, Tex.; 
J. A. Blackwell, Friona, Tex.; E. R. 
Yates, Lamesa, Tex., and M. L. Pur- 
vines, Panhandle, Tex. 

Resolutions were adopted urging 
legislators to devise means of reducing 
expenditures, and also endorsing a 
proposed sales tax, provided ad val- 
orem taxes be reduced accordingly, 
and that the measure definitely state 
such tax shall be paid by the customer 
and in no instance be absorbed by the 
dealer. Referring to the twine situa- 
tion, the association recommended that 
the state legislature remedy this unjust 
competition by public utilities. 

J. W. Hill, Director Retail Furniture 


Assn. of Texas, discussing the pro- — 


posed sales tax in Texas, pointed out 
its chief fault as taxing the poor man 


16 


B. B. KENT 
President 


Cc. L. THOMPSON 
Secretary-Treasurer 


on his entire income while charging 
the rich on only a small proportion of 
their income. Dan Wilmot, hardware 
dealer, Roswell, New Mexico, spoke 
very enthusiastically for the tax after 
six months’ experience with the sales 
tax as levied in New Mexico. “Not a 
school in New Mexico is closed,” 
stated Mr. Wilmot. “It is a tax that is 
easy to compute and to collect.” 


Outlook Can Be Good 


Leslie M. Stratton, President Na- 
tional Wholesale ,Hardware  Assn., 
speaking on the outlook for 1935, said 
in almost all phases the New Deal is 
helpful, but he scathingly condemned 
the ogre of public spending and gov- 
ernment competition with private busi- 
ness. He stated that dealers must now 
be satisfied with small profits in in- 
dividual sales, seek volume, cut over- 
head, use better sales methods, then 
the outlook is good. 

“Then Came the Dawn,” chosen by 
H. G. Davis, Director of Research 
Farm Equipment Institute, Chicago, as 
the subject of his talk, pointed out sane 
reasons for optimism. He said, “The 
depression was caused by the defla- 
tion of the farm dollar.” Showing that 
condition now being remedied by crop 
control, benefit payments and other 
methods, so that the farm dollar which 
dropped to the low of .62 in 1932 has 
climbed back up to .81 in Dec. of 1934, 


Mr. Davis declared the farmer is 
already beginning to buy. “1934 sales 
were nearly 70 per cent above 1933. 
Every farmer now needs from one to 
five implements. All we need now is 
a crop, then the sunrise of a new pros- 
perity will be upon us.” 

David E. Darrah, Executive Man- 
ager, Central Code Authority, Retail 
Farm Equipment Trade, Chicago, said, 
“Uncontrolled competition in any line 
leads to trade suicide. Education, 
agreement and conciliation leads to 
trade self-government.” Advising hard- 
ware men how to rectify unfair 
practices, Mr. Darrah outlined the five 
steps to follow. 1. Check all facts 
through your association. 2. Go to 
the offender and urge his cooperation. 
In case of failure, the third step. 3. 
Present problem to your branch mana- 
ger or jobber. If the branch manager 
cannot act, get his permission for next 
step. 4. Take complaint to head office. 
Mr. Darrah concluded by commenting, 
“The fifth step should be used all 
along. 5. Seek conciliation through 
education.” 

Mr. R. N. Ballew, Manager Sherwin 
Williams Co., Dallas, Tex., Representa- 
tive National Paint, Varnish and Lac- 
quer Assn., who spoke on Merchandis- 
ing for F.H.A., H.O.L.C. and other 
Federal acts, stated, “The Federal 
Housing Act is the greatest single force 
for producing business that has yet 
been devised. It is simple, practical, 
and will help you sell more goods in 
1935.” 

Clifton Rhodes, Sales Director, Belk- 
nap Hardware & Mfg. Co., Louis- 
ville, Ky., stressing teamwork between 
wholesalers and retailers urged better 
store management and increased sales 
efficiency. 1935 is roseate with prom- 
ise, averred Mr. Rhodes, who declared 
the buying public is fast learning that 
the independent dealer sells as cheap 
as the chain for the same quality mer- 
chandise. 

Discussing the association in action, 
and also speaking on training sales 
people, Rivers Peterson explained the 
working of the National Association 

(Continued on page 58) 
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North Coast Convention Discussed 
Codes, Cooperation and Taxes 


N earnest desire was expressed 
A by all speakers for a more 

- pronounced partnership spirit 
to be manifested between whole- 
salers and retailers of the trade, at 
the annual convention of the North 
Coast Hardware and Implement As- 
sociation, held at the Multnomah 
Hotel, Portland, Ore., Feb. 6th and 
7th. 

C. G. Jennings, of the Jennings 
Hardware Company, Tacoma, Wash., 
was named to succeed himself for the 
1935-36 activities, as was also Ray 
Cavanaugh, Secretary-Treasurer, Au- 
burn, Wash., and also all the other 
officers and directors. 


Several speakers urged that promi- 
nent hardware and implement dealers 
take a more active part in their vari- 
ous state legislatures, in order to keep 
the tax making committees within 
bounds; otherwise all their sales and 
merchandising efforts might come to 
naught. It was advocated by one 
prominent implement dealer that if 
several adjoining counties would con- 
solidate, this would mean a _ reduc- 
tion of seventy-five per cent in the tax 


load. 


Prominent among the speakers were 
Mr. Herbert P. Sheets, Managing Di- 
rector of National Retail Hardware 
Association, Indianapolis, who gave a 
close-up review of the Association in 
action, and the service extended to the 
retailers by Hardware Retailer; and 
E. B. Gallaher, editor of Clover Busi- 
ness Service and treasurer of Clover 
Manufacturing Co., Norwalk, Conn. 


Mr. Sheets covered rapidly but thor- 
oughly the main points of the code, 
told of the outstanding work which 
Rivers Peterson, chairman of the Na- 
tional, had been and was still doing 
for the benefit of the entire trade. He 
asked the retailers to have faith in the 
Association and its officers, and to 
watch carefully the pernicious trade 
practices of some of the syndicates if 
they would conserve their now limited 
trade. Also, the speaker urged that 
the independent retailer must be ever 
ready to adapt himself to the changing 
business conditions if he would survive. 

Mr. Gallaher, asserted that from first 
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hand data gathered in a nation-wide 
tour he had found but ten per cent of 
the jobbers endeavoring to do business 
on a really ethical standard, and that 


Cc. G. JENNINGS 
Reelected President 


the other ninety per cent are not. He 
urged the retailers to stand together 
and make their constructive demands 
as a group. 

It was the speaker’s opinion that 
prices must remain up if the manufac- 


RAY CAVANAUGH 


Secretary 


turers are to continue to put on the 
market standard products, and that the 
only way for the country as a whole to 
forge ahead is to make real earnings 
on the heavy investments already made 


and not. be obliged to dip any further 
into their surplus. 

Mr. Gallaher also outlined some of 
the aggressive methods employed by 
the chain hardware stores, and stated 
that in his opinion independent re- 
tailers could well take a leaf out of 
their book and emulate them in their 
intensive merchandise methods. He 
stated that their continued growth 
showed only too clearly that their 
methods were successful. 

President Jennings, in accepting an- 
other term as leader of the Oregon and 
Washington hardware dealers, thanked 
the members for their confidence in 
him and stressed the end of a real 
partnership spirit; that both whole- 
saler and retailer should strive to reach 
that middle ground where both can be 
satisfied with the degree of profit to 
which each is entitled to based on his 
investment. Mutual trust is an all- 
important factor in any partnership. 
And a mutual understanding of the in- 
dividual problems is the basic founda- 
tion of all successful partnerships, and 
that what we need is more team work, 
wider vision than our own immediate 
personal gain—an attitude that shows 
a willingness to work together so that 
the benefits derived by all will be but 
a reflection of the benefits secured by 
the individual. 

Other interesting speakers on the 
program were A. C. McMicken, Sales 
Manager, Portland General Electric 
Co., who gave an article on Elec- 
tric Water Systems Council, outlying 
the manner in which the utility com- 
pany could and was cooperating with 
the hardware dealers in the sale of 
equipment, and for their trouble secur- 
ing a greater sale of the load. 

An address on Taxes and Taxation 
was given by Dr. W. J. Hindley, State 
Secretary of Retail Grocers of Wash- 
ington. There are now seventy-five tax 
spending organizations in the State of 
Washington, and in order to put up a 
stop signal for this excessive spending 
the speaker urged that the dealers take 
a greater interest in legislative mat- 
ters, similar to that adopted by the 
realtors in that state. Those in busi- 
ness realize that they take a risk, but 
they should curb any additional taxes. 

(Continued on page 58) 
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Hall Hardware Co. Has Largest 
Meeting In Its History 


ITH a total registration of 
700 dealers, manufacturers, 
staff men and guests, the 


thirty-second annual _stockholder’s 
meeting and convention of the Hall 
Hardware Co., Minneapolis, Minn., 
was the largest in the organization’s 
history. The convention opened 
early Tuesday, Feb. 12 and closed 
Thursday night, Feb. 14, 1935. In- 
cluding members and members’ em- 
ployees there were 531 dealers 
present representing approximately 
380 stores. 

President Geo. E. Hall opened the 
Tuesday morning session with a re- 
port of the company’s progress dur- 
ing the year 1934 for which he 
announced an increase of more than 
half a million dollars in sales, and 
a relatively higher profit return than 
for the previous year. As his report 
dealt with intimate facts of the com- 
pany’s business the details are not 
available, for publication. 

S. P. Duffy, secretary, outlined the 
progress made by various departments 
and told of future plans to build up a 
more important housewares business 
and to work out a campaign to obtain 
full advantage of the Federal Housing 
Activity. This he said would be largely 
repair parts business. He reviewed 
some of the competitive situations faced 
during 1934 and offered a few high- 
lights on his plans for meeting the 
similar problems of 1935. 

Talking on the farm situation and 
the farmer as a customer of the hard- 
ware store, H. C. Klein, publisher, The 
Farmer, St. Paul, painted a very opti- 


mistic picture of the future of trade in 
farming areas. He spoke of the AAA 
program which he said was emergency 
activity and that the Government is not 
committed to crop reduction as a 
permanent cure, but that the real 
permanent cure would come from in- 
telligent foreign trade arrangements, 
wherein the U.S.A. would export some 
of its farm and manufactured products 
needed in foreign countries and that 
this country would import goods pro- 
duced elsewhere more efficiently. Mr. 
Klein’s son and business associate, 
H. C. Jr., displayed buying power 
charts showing the sections of the 
country aided by farm relief measures 
and the effect of this relief on general 
retail business, and the importance of 
the farm market. 

Tuesday afternoon several manufac- 
turers spoke on the selling points of 
their lines demonstrating with samples 
and display material. A lamp selling 
talk was given by James Kerston, 
General Electric Co. who outlined the 
price protection features of a mazda 
contract and desirability of developing 
“E” contracts. He explained the GE 
display service for 1935. Julius Kur- 
ston, Hooven & Allison Co., Xenia, 
Ohio, talked on rope and cordage and 
of the unfair competition of prison 
labor made rope which is widely sold 
in the Northwest. Miss Kathryn 
Lochen, housewares expert, called the 
housefurnishings department of a hard- 
ware store the department which ap- 
peals to the 80 per cent market—the 
women buyers. She said housewares 
offered hardware stores the greatest 
single departmental sales opportunity. 
She urged an appreciation of better 


quality goods which she believed would 
have revived popularity because of the 
lack of real value in the strictly cheap 
price goods, which have been sold so 
widely in recent years. 

Herb Brown, managez, Hall’s Better 
Business Department did a pinch hit- 
ting job on floor coverings bringing to 
the convention a story on sales records 
and market possibilities which sur- 
prised and° interested the majority. 
Fay Trow, Queen Stove Works, Albert 
Lea, Minn., explained that firm’s new- 
est models, the reason for changes and 
gave selling points for dealers to use 
in their daily work. A. Sexton, Prima 
Washer Co., outlined the competitive 
situation on washers and gave his ideas 
on the sales outlook for 1935 explain- 
ing as did the others the sales points 
on his line. Dave Crowell of the stove 
company also spoke on selling stoves. 

Wednesday morning the Better Busi- 
ness Department gave its full adver- 
tising program for 1935 including con- 
sumer catalogs, road signs, advertising 
in farm journals, advertising mats, cir- 
culars, etc. This part of the program 
was handled by Herb Brown and Fred 
Rockwell. An important phase of this 
program was a comparison of competi- 
tive advertising and prices offered by 
chains and mail order houses which 
the Better Business Dept. had studied 
carefully in preparing its own pro- 
gram. 

That afternoon was largely devoted 
to the 1935 paint program which was 
explained in complete detail. H. M. 
Sweeney, president, St. Paul White 
Lead & Color Works, St. Paul, gave 
technical or manufacturing data on the 
paints handled and on formulas. Ralph 


Executives of the Hall Hardware Co., Minneapolis, Minn. 
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Campbell, Campbell - Mithun Agency, 
who prepared the color cards, adver- 
tising plan, etc., told the reasons for 
each part of the promotion end of the 
program and answered a few questions 
asked from the floor. 

Thursday morning Chas. F. Ladner, 
St. Cloud, Minn., chairman of the Hall 
Hardware Co., conducted the stock- 
holders meeting which included the 
re-election of directors whose terms ex- 
pired with that session. Amos Merckel, 
vice-president of Hall Hardware Co., 
conducted the annual meeting of the 
subsidiary company, the Hall Building 
Co., of which he is president. The 
same directors were reelected for this 
company also. The officers and direc- 
tors of the organization are shown in 
the photograph with this news story. 

Wm. H. Stout, executive secretary 
and manager of the American Hard- 
ware & Supply Co., Pittsburgh, Pa., 
which was started two years prior to 
the Hall organization, spoke briefly on 
the many things he had learned at the 
Minneapolis convention and on the im- 
portance of all members in such an 
affiliation making full use of its facili- 
ties and services. He outlined briefly 
the history of his organization and told 
of problems faced in common with the 
Hall members. 

Chas. J. Heale, editor, HARDWARE 
Ace, New York City, said that com- 
petition could only be met by whole- 
saler-retailer cooperation efforts which 
provided concentration of the dealer’s 
time on selling, giving the buying job 
to the wholesaler. He urged dealers to 
affiliate with whatever type or kind of 
wholesale organization best suited to 
their needs and desires and said that 
when the wholesaler had been selected 
dealers should play fair, not break 
packages, chisel nor expect any whole- 
saler to be able to meet competitive 
conditions unless some of the better 
margin items were also bought from 
such sources. Holding no brief for any 
particular form of wholesaler-retailer 
affiliation he stressed the need of such 
cooperative efforts that distribution 
costs could be reduced and the hard- 
ware trade made truly competitive. 

Thursday afternoon was devoted to 
open forum discussions on the previous 
sessions and to short talks by depart- 
ment heads and buyers. That night 
the annual banquet was held in the 
Hall building with unusual entertain- 
ment furnished by the Gould Banjo 
Band of Minneapolis, which is now 
(for the second consecutive year) the 
North American Champion string in- 
strument organization. This honor was 
won in competition with bands from 
Mexico, Canada and all parts of the 
United States. This spring, the band 
will compete as American representa- 
tive in a world-wide contest at Paris, 
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France. Three Hall Hardware mem- 
bers are contributing their services to 
this ‘amateur band. 

Tuesday night was “Gala Night” 
with a reception and refreshments at 
the Curtis Hotel. This was part of the 
Twin City Market Week celebration 
in which Hall members participated. 


Wednesday night was open for what- 
ever diversion the individual might 
select. Each noon lunch was served in 
the company’s building. The entire 
eighth floor was given over to displays 
by manufacturers and to a model store. 
On the fourth floor specials and “close 
outs” were displayed. 





Business Wants a New NRA 


HE Chamber of Commerce of the 
United States, through vote of its mem- 
ber organizations, has gone on record 
as favoring letting the present National 
Industrial Recovery Act lapse in June, 
two years after its enactment. But the 
Chamber voted at the same time to 
recommend new legislation that would 
salvage the good but not the bad fea- 
tures of the present law. 

The position is taken that industry 
should formulate its own rules of fair 
competition, the Government’s part 
being confined to approval or veto. 
The new legislation would be limited 
to businesses engaged in or affecting 
interstate commerce. The Govern. 
ment’s agency should be a board or 
tribunal appointed by the President. 
Provisions as to minimum prices and 
provisions for dealing with overcapacity 
and overproduction would be allowed 
only when an industry showed the Gov- 
ernment’s agency that existing condi- 
tions were destructive of sound compe- 
tition, and made clear that the provi- 
sions would be consistent with the 
public interest. The labor clauses 
would be completely revised. Em- 
ployees would be protected against co- 
ercion from any and every source. 

The majority rule of the National 
Labor Relations Board would be abro- 
gated and minority groups or individ- 
ual employees would be allowed to 
bargain through their own represen- 
tatives or deal independently regarding 
conditions of employment. 

Negative votes on the propositions 
ranged from a fraction of one per cent 
on the question of coercion of em- 
ployees to almost 25 per cent on the 
question whether there should be new 
legislation. 

The propositions voted on are: 

1. The National Industrial Recovery 
Act should be allowed to terminate in 


. accordance with its present provisions. 


2. Prior to the expiration of the Na- 
tional Industrial Recovery Act new 
legislation should be enacted. 

3. Any new legislation should be 
limited to businesses engaged in, or 
affecting competition in, interstate 
commerce. 

4. Each industry should be permit- 
ted to formulate and to put into effect 
rules of fair competition which receive 
governmental approval. 


5. The governmental agency should 
have only the power of approval or 
veto, without power of modification or 
imposition but with power to indicate 
conditions of approval. 

6. The governmental agency should 
be a board or tribunal appointed by 
the President. 

7. Rules of fair competition formu- 
lated by a clearly preponderant part of 
an industry as suitable for the whole 
industry with due consideration for 
small units and approved by the gov- 
ernmental agency should be enforce- 
able against all concerns in the in- 
dustry. 

8. In any new legislation it should 
be made unmistakable that collective 
bargaining is bargaining with repre- 
sentatives of all groups of employees 
that desire to act through spokesmen, 
without the right of a minority group 
to deal collectively, or the direct right. 
of individual bargaining, being pre- 
cluded. 

9. It should be made explicit that 
the right of employees to choose their 
own representatives is to be free from 
coercion from any source. 

10. There should be extension of the 
condition against requiring member- 
ship in one type of employees’ organ- 
ization to a condition against require- 
ment of membership or non-member- 
ship in any type of labor organization. 

11. Rules of fair competition should 
always contain provisions for minimum 
wages, for maximum hours of work, 
and against child labor. 

12. There should, upon reasonable 
notice, be an express right of termina- 
tion corresponding to the right of ini- 
tiation and presentation of rules of fair 
competition which have been approved, 
and a similar right in the governmen- 
tal agency. 

13. There should be an opportunity 
for members of an industry to enter 
into agreements other than rules which, 
when approved by the governmental 
agency, will be enforceable against 
parties to the agreement. 

14. The new legislation should make 
clear that its provisions, so far as com- 
pliance with them is concerned, super- 
sede any other statute which might 
appear to conflict. 


—Nation’s Business. 
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Cooperation and 1935 Sales Prospects 
Topics at North Dakota Convention 


r 1O the 200 delegates assembled 
at Bismarck, N. D., Feb. 5, 6 
and 7, for the annual conven- 

tion of the North Dakota Retail 
Hardware Dealers’ Association, the 
convention theme, “Meet the Issue,” 
meant just two things—sales pros- 
pects in 1935 and how are we going 
to effect a closer cooperation between 
the manufacturer, wholesaler and re- 
tailer? 

R. B. Cummins, state director, Bet- 
ter Housing Division of the National 
Emergency Council, Bismarck, light- 
ened the hearts of the hardware men 
by telling them of the program that 
would be pushed through by his 
forces as soon as spring arrived. 
“You hardware men,” he said, “hold 


the key materials to all our projects. 
What can we build without nails? 
What can we remodel without fix- 
tures from your shelves?” 

Questioned by the dealers, Mr. Cum- 
mins went into considerable detail 
concerning methods of financing, loan 
limits, types of projects that would 
come under the provisions of the better 
housing activity. 

Sales, from the academic point of 
view, were outlined by Irwin Douglas, 
Accounting Department, National Re- 
tail Hardware Association, Indian- 
apolis, Ind., in his review of the “1935 
Hardware Retailer’s Sales Manual.” 
Mr. Douglas also touched on the “As- 
sociation in Action,” telling of the 
benefits accruing to the association 
members from the many services 
offered. He stressed the work that the 
association was doing to combat the 
propaganda of the chain store and 
other “mass buyers.” 

The hardware dealers were advised 
to tear a page from the department 
store book of sales and get busy and 
retrieve their rightful place in the elec- 
tric appliance business. This advice 
was given by R. H. Ferguson, District 
Manager for Refrigerators for Gen- 
eral Electric, Fargo, N. D. Mr. Fer- 
guson quoted figures indicating that 
electric goods were pressing women’s 
hosiery for second sales position in 
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Secretary-Treasurer 


progressive department stores. House- 
to-house salesmen were generally used 
by these stores, he said. 

The production end of the hardware 
business was reached on the second 
day when A. H. Haut, Gackle, inter- 
viewed R. C. Hudson of the H. D. 
Hudson Manufacturing Company, Min- 
neapolis, Minn., on “Obligations of the 
manufacturer to the wholesaler and re- 
tailer” and George J. Boley, Carring- 
ton, plied Charles H. Bigelow, Jr., of 
Farwell, Ozmun, Kirk & Co., St. Paul, 
with questions on “Teamwork Between 
Wholesaler and Retailer.” 

Need of cooperation among all 
three for mutual benefit was definitely 
established and incorporated later in 
the convention resolutions. It was 
brought out by the discussions that 
unless the retailer prospers the whole- 
saler suffers, and if the wholesaler 
suffers, the manufacturer has a bad 
time of it. Each of the three depends 
on the others and for his own gain 
must work with and for the others 
at all times. 

The resolutions passed by the con- 
vention deplored governmental en- 
croachment on private business and 
condemned the recent expansion of 
merchandising activities among the 
farmers’ cooperatives and the distribu- 
tion of hardware merchandise by the 
utility companies and drug stores. The 
resolutions pleaded for an equitable tax 
distribution without resort to a sales 
tax that passed the burden “on to the 
consumer.” 

The probability that a sales tax of 
replacement tax form would be passed 
by the North Dakota legislature then 





OSCAR S. HILMEN 
President 





P. I. DAHLEN 


Retiring President 


in session was expressed by J. J. 
Weeks, State Tax Commissioner, who 
addressed the convention on its last 
day. He went into considerable detail 
over tax conditions in the state, show- 
ing how present methods were inef- 
ficient and ineffectual. 

Mr. Weeks was not the first to men- 
tion sales tax to the convention dele- 
gates. At the banquet the evening 
before, Governor Walter Welford in a 
brief after-dinner address, urged the 
support of hardware men to the new 
form of taxation, probably a sales tax, 
that was bound to replace the old ma- 
chinery, now in disrepair. 

The convention opened February 5 
with a complimentary luncheon for 
the dealers, exhibitors and guests given 
by the association. The luncheon and 
banquet were held in the Bismarck 
Community Building, where were also 
housed the exhibits of more than 40 
manufacturers and jobbers. Conven- 
tion sessions were held in the city audi- 
torium. 

The official opening of the affair 
was made by P. I. Dahlen, Williston, 
president of the association, who spoke 
in his annual message of the hard- 
ships attendant the management of any 
business in North Dakota during the 
three years of drouth just passed. He 
praised the assembly for their courage 
and faith that “North Dakota would 
come back.” 

Work of the state association was 
outlined to the delegates in a question 
and answer talk with Harvey A. Med- 
daugh, Westhope, as interrogator and 
Louise J. Thompson, secretary of the 

(Continued on page 64) 
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Michigan Convention Favors 
Consolidation Of All Retail Codes 


HE 41st annual convention of 
the Michigan Retail Hardware 
Dealers Association opened 
Feb. 12, and Henry A. Schantz, of 
Grand Rapids, president of the As- 
sociation, pointed out that sales taxes 
are likely to continue for some years. 
and that therefore dealers should see 
that these taxes are added to their 
sales as a separate charge. He de- 
clared that the Association will con- 
tinue to protest the 10 per cent in- 
crease requested by freight haulers. 
referring to proposed higher rail- 
road rates. More than 1000 mem- 
bers and exhibitors registered for the 
four day sessions. 

George A. Zinky, of Detroit, man- 
ager of the modernization credits of 
the Federal Housing Administration. 
spoke on “Sales Opportunities in 
Home Building.” He presented 
many useful hints and aids for the 
hardware man with the FHA pro- 
gram. A movie, “Forward Amer- 
ica,” was also shown at the after- 
noon sessions on the opening day. 
the first showing in Michigan of the 
film. 

The sessions Feb. 13 opened with an 
address by Vernon J. Brown, of Ma- 
son, chairman of the taxation commit- 
tee of the state house of representa- 
tives, whose subject was “Taxation and 
Business.” He declared that cities are 
the worst offenders in high cost of 
government, and stated that govern- 
ment is costing too much, and such 
expenses should be reduced. “Places 
to save money,” he said, “are school 
boards, supervisors, and other units.” 
In the discussion following his address, 
it was pointed out that by the combi- 
nation of several counties that much 
economy could be effected. 

Next speaker for the morning was 
P. J. Hoffmaster, of Lansing, director 
of the conservation department, who 
reviewed the work of the commission. 
He said that deer are holding their 
own in Michigan, but the grouse situ- 
ation is less favorable. As to compen- 
sation to dealers for handling game 
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licenses, he said that the commission 
regards selling licenses as an asset to 
the business of those who handle them, 
adding that in his opinion that increas- 
ing the fishing license from 50 cents to 
75 cents would not be feasible. 

A. J. Hager, of Lansing, president 
of the Michigan Federation of Retail 
Merchants explained the operations of 
the federation in his talk on it, urging 
co-operation of the hardwaremen in 
that division. Abner E. Larned, of 
Detroit, state N.R.A. compliance di- 
rector, spoke on the “Business Man 
and the N.R.A.” 

The sessions Thursday, Feb. 15. 
were conducted in a form of sympo- 
sium between the manufacturer, whole- 
saler, and retailer. H. M. Swain, of 
Wilmington, Ohio, sales manager of 
the Irwin Auger Bit Co., spoke first on 
“The Manufacturer—His Problems and 
Policies.” W. C. Judson, of Big Rap- 
ids, led the questions after this talk. 
He was followed by A. J. Gaehr, of 
Cleveland, whose subject was “The 
Wholesaler—and Where He Stands.” 
Mr. Gaehr is the chairman of the code 
committee of the National Wholesale 
Hardware Association and is president 
of the George Worthington Co. Ques- 
tions at this point were led by Nelson 
J. Waters, of Paw Paw. 

L. A. Straffon, of Croswell, spoke on 
“The Retailer—and What He Will Do 
About It.” Questions were led by 
Thomas Burns, of Detroit. “The Asso- 
ciation In Action” was the subject of 


_ the new officers. 


the address given by Irwin E. Doug- 
las, of Indianapolis, manager of the 
service department of the. National 
Retail Hardware Association. He said 
that the national board stands for sim- 
plified and reasonably modified codes 
for the industry. 

The sessions for the final day, Feb. 
15, were opened by the installation of 
A. D. Vandervoort. 
of Lansing, vice-president of the Mich- 
igan association last year, was installed 
as president, succeeding Henry A. 
Schantz, of Grand Rapids. W. C. Jud- 
son, of Big Rapids, was elected vice- 
president; William Moore, of Detroit. 
was reelected treasurer; and H. W. 
Bervig, of Lansing, was reappointed 
secretary of the board. 

Members elected to the executive 
board are: R. T. Davis, of Adrian; 
W. J. Dillon, of Detroit; J. L. Louisig- 
nau, of Cheboygan; H. F. Shaeffer, of 
Ypsilanti; Grant Smith, of St. Clair; 
Henry A. Schantz, of Grand Rapids; 
Andrew Larsen, of Caro; Nelson J 
Waters, of Bay City; and L. A. Straf- 
fon, of Croswell. 

Consolidation of all retail codes, as 
well as revisions in the N.R.A. code for 
the industry was favored in the reso- 
lutions presented. As to unemploy- 
ment insurance, the association ex- 
pressed itself that before such legis- 
lation is enacted all existing stat- 
utes on the subject be studied care- 
fully, and new legislation be based 

(Continued on page 58) 
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Nebraska Dealers Demand Tax 
on Chain Stores 
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ITH the convention theme, 
“Meeting the Issue,” 237 
members of the Nebraska 


Retail Hardware Association met at 
Hotel Fontenelle, Omaha, Neb., Feb. 
5, 6 and 7, heard authorities speak 
on their problems and passed reso- 
lutions to back movemeuts for the 
betterment of their trade—mainly the 
proposed chain store tax. 


Mr. Charles J. Lehmkuhl, Minden, 
Neb., president, voiced the issue in 
his opening address. Mr. Lehmkuhl 
said, “Through the past year Rip 
Van Winkle—the hardware jobber 
and dealer—has begun to awaken. 
Special privilege, as enjoyed by the 
mail order houses and chain stores, 
has commanded the attention of the 
National Association, most hardware 
publications and all the state associa- 
tions. We who attended the National 
Congress at Des Moines assisted in no 
small way in starting a plan of pub- 
licity and education along preferen- 
tial price lines.” 

Main addresses on the topic were 
given during the three days by Hobart 
M. Thomas, National Representative, 
who spoke at the first session on “The 
Association in Action”; J. E. Wood- 
mansee of Richards & Conover, Kansas 
City, Mo., on “Obligation of the Manu- 
facturer to Wholesaler and Retailer” 
and R. V. Koupal of the Nebraska As- 
sociation of Retailers on “Legislation 
Affecting the Hardware Merchant.” 

Mr. Woodmansee said, “The mini- 
mum wage scale affected the whole- 
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President 


salers only a little. The chain stores 
and syndicates made the wage scale 
necessary. Yet they are reaping the 
benefit of the men on government re- 
lief. This is the paramount problem 
before this nation today. In this ques- 
tion you must get down and begin to 
fight because the wholesalers and re- 
tailers must present facts to the govern- 
ment. 

“A tax should go on every chain 
store in the country. I think it is time 
for this body to begin to talk to your 
state legislators on this matter. It is 
coming. It is the only way you can 
curtail the menace that is coming to 
our business.” 

Mr. R. V. Koupal explained the 
many bills now before the Nebraska 
Legislature and then made an eloquent 
plea for support of the chain store 
tax bill which his organization is fos- 
tering. Mr. Koupal said, “The busi- 
ness men of the nation have gotten to 
the point where they are not going to 
stand for being oppressed as they have. 
You know where some of your business 
has gone and you know where the 
money that goes to a chain store has 
gone.” 

He told of a survey made of Ne- 
braska and pointed out that 173 chain 
stores and oil stations had paid a tax 
of $27,256 while the independent deal- 
ers had paid a tax of $57,537. 

Following these discussions the dele- 
gates passed a resolution approving 
and endorsing the proposed tax on 
retail stores as outlined in the suggest- 
ed law sponsored by the Federated 
Retailers of Nebraska. 

Other resolutions were passed which 


fully endorsed the statement of mer- 
chandising policy adopted at the recent 
meeting of governors of the National 
Hardware Association, which strongly 
urged that any law to levy a retail sales 
tax shall make it mandatory that the 
tax be specifically added to the price 
of merchandise sold at retail and that 
it be collected from the consumer. 

The assembly protested “against any 
activity by the government to compete 
with and thus jeopardize the future 
usefulness of competent and efficient 
private business.” 

The Federal Housing Act was dis- 
cussed thoroughly during the sessions. 
It was explained fully to the delegates 
by A. O. Eberhart, former governor of 
Minnesota and now lecturing in the 
interests of the F.H.A. Concrete 
examples of the manner in which the 
hardware merchant may reap benefits 
from this act were given in a talk by 
J. S. Stewart, Lincoln Paint and Color 
Company, Lincoln, Neb. 

A talk on the consumer’s view of the 
present hardware store was given by 
Miss Ellen Pennell, Associate Editor. 
Successful Farming, Des Moines, Iowa. 

Officers for 1935 were elected at the 
closing session. L. W. Jennings, Mc- 
Cook, was named president. Other 
officers are: Victor Anderson, Havelock. 
first vice-president; L. E. Nelson. 
Omaha, second vice-president; Geo. 
H. Dietz, secretary-treasurer; Earl 
Dean, York; Carl Kollmeyer, Fremont. 
and Clarence Zulaff, Wilcox, as mem- 
bers of the Board of Directors. 

A meeting of the Nebraska Hard- 
ware Mutual Insurance Company was 
held on the afternoon of February 6. 
The president’s report showed the com- 
pany to be in the best condition of its 
existence. M. O. Trester, Lincoln; 
L. F. Holloway, Fremont, and Ed 
Lehmkuhl, Wahoo, were reelected as 
directors. Their terms had just expired. 

A special showing of the moving pic- 
ture “Forward America” was accorded 
the delegates the first evening. It is 
an expose of the chain store business. 

Entertainment was given the dele- 
gates in the form of a dance on the 
evening of February 6 at the Omaha 
Elks Club. 

The visiting ladies were entertained 
at a luncheon at Hotel Fontenelle 
February 6 by the Ladies of the Auxili- 
ary of the Omaha Hardware Club. 

Exhibits were shown by 37 whole- 
salers on the mezzanine floor and in 
the ballroom. 
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Wisconsin Dealers Express Optimism for 
1935 Business Opportunities 


BOUT 1800 dealer members, ex- 
A hibitors and guests attended 
the thirty-ninth annual con- 
vention and exhibit of the Wisconsin 
Retail Hardware Association, at the 
Milwaukee Auditorium on Feb. 5 to 
8 inclusive. With “Meet the Issue” 
as the keynote of the convention, 
members were urged to patronize 
manufacturers and suppliers who do 
not sell syndicate stores. Most of 
the dealers in attendance expressed 
gratification over the substantial in- 
creases reflected by their 1934 sales 
figures, and are expecting further 
gains during the current year. Reg- 
istrations exceeded those of last 
year’s meeting by several hundred, 
and receptive audiences were present 
at each of the four business sessions. 
Following group singing, and a solo 
by N. E. Given, president, N.R.H.A.., 
Bemidji, Minn., the opening address of 
the first session on Wednesday morn- 
ing, the President’s address was de- 
livered by president G. G. Jones, 
Racine. President Jones stated that 
the effects‘of the depression on retail- 
ers, and on the membership and 
finances of the association were very 
similar. He reported, however that the 
association has now recovered its 
healthy condition and had 780 mem- 
bers on Dec. 31, 1934, and that this 
figure has since shown an increase. He 
also said that the most serious problem 
being faced by dealers is that of price 
competition; that it was hopeless to 
look to legislation for a solution, and 
that the NIRA had been more injuri- 
ous than helpful to the small merchant. 
President Given, as the next speaker 
had “Action on Parade” as his topic. 
After expressing the belief that more 
favorable prices for dairy products 
were destined to have a stimulating 
effect on business in Minnesota and 
Wisconsin this year, he then gave a 
resumé of 20 major accomplishments 
of the N.R.H.A. in 1934, with each 
of the 20 points being explained, and 
also emphasized with special placards, 
which were posted as each accomplish- 
ment was brought to the attention of 
the audience. Activities relating to 
competitive price problems were de- 
scribed in detail, and the need for 
price equalization was stressed. In 
closing, Mr. Given commented on the 
22 per cent gain shown in retail hard- 
ware sales in 1934, declaring that this 


FEBRUARY 28, 1935 


was a larger increase than was report- 
ed by an other retail field. 

The concluding address at Wednes- 
day’s session was made by Louis H. 
Buisch, Merchants Service Bureau, 
National Cash Register Co., Dayton, 
Ohio. With “Selling Opportunities for 
1935,” as his subject, Mr. Buisch ex- 
plained that he was—“bluntly and 
frankly trying to arouse hardware mer- 
chants to their opportunity,” and he 
urged that they lay real plans for 1935. 





G. G. JONES 
Retiring President 





H. A. LEWIS 


Executive Secretary 


The highlights of the talk were fea- 
tured on large signs, as each sub-topic 
was being discussed. 

Mr. Buisch also discussed the steps 
in making a sale in considerable detail, 
and related some of his own experi- 
ences in shopping hardware stores, 
pointing out that very few sales people 
he encountered did a real selling job. 
In advocating more attention to per- 
sonnel he stressed the fact a store is 


no stronger than its sales staff, and he 
recommended that dealers make cer- 
tain that sales people are well informed 
and closely supervised. To bring about 
more efficient selling, he called upon 
dealers to renovize their sales person- 
nel, so that they could “streamline their 
selling” in accordance with modern 
methods. 

At the special Wednesday evening 
session, Harold M. Groves, State Sena- 
tor, and professor of taxation, Uni- 
versity of Wisconsin, Madison, spoke 
on “Taxation and the Merchant,” and 
Willis J. Erd, associate director, Fed- 
eral Housing Administration, Milwau- 
kee, explained “How the Federal 
Housing Program Can Help Hardware 
Dealers.” Professor Groves discussed 
several forms of taxation. He declared 
that the property tax base in the State 
had been overloaded, with 70c of every 
tax dollar coming from real estate 
taxes. The inequalities between the 
taxes paid by chain and independent 
stores were also emphasized, and he 
voiced the opinion that chain store 
taxes should be enacted to offset the 
tax advantages enjoyed by such stores. 
Numerous objections to sales taxes 
were outlined, and the most important 
of these was that the largest portion 
of such taxes are paid by persons hav- 
ing annual incomes of less than $3000, 
but who buy two-thirds of all of the 
goods purchased in the country. The 
most equitable tax of all, he said, is 
the income tax, which he though might 
be destined to become the “real” tax 
of the future. 

Mr. Erd outlined the need for the 
Better Housing Program and explained 
how the home modernization plan func- 
tions. In stating that 16 million homes 
in the Nation are.in need of repairs, 
he asserted that 3 million of these had 
been so badly neglected that extensive 
repairs or replacement was required, 
while improvements which could be 
made under the National Housing Act 
could be used to place the remaining 
13 million homes in good condition. 
He also said that the plan removes the 
hardships of buying; implored dealers 
to get out and solicit home moderniza- 
tion business and suggested several 
methods of locating and following up 
prospects. 

Questions and answers were used in 
presenting the two subjects scheduled 
for discussion at the Thursday morn- 
ing session. Questions on the first sub- 

(Continued on page 64) 
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Distribution Policies, Housing Act and Taxes 
Occupy Illinois Dealers Attention 





HARRY O. RYAN 


President 


DEMAND for more ethical 
A and fair distribution policies 

of manufacturers supplying 
merchandise to hardware retailers; 
their advantages through coopera- 
tion in the Federal housing program, 
and a prediction the Illinois sales 
tax will jump from two to three, and 
possibly four per cent, held attention 
of the Illinois Retail Hardware Asso- 
ciation in Peoria, IIl., Feb. 5 to 7, 
for its 38th annual convention and 
exhibit in the state armory. 

Although confined at his hotel with 
influenza and unable to attend any 
of the sessions, Harry O. Ryan, New 
Holland, was elected president, suc- 
ceeding Paul W. Freeman. M. L. 
Campbell, Benton, was chosen vice- 
president; W. H. Althoff, West Mc- 
Henry; J. M. Jordan, Ottawa, and 
Ray J. Soukup, Hinsdale, directors. 
On the advisory board are Mr. Free- 
man, H. W. Giessing, E. St. Louis; 
C. G. Gilbert, Oregon, and G. R. 
Swank, Galva. 

The association was unanimous in 
selection of Peoria for its 39th meet- 
ing to be held during February, 1936. 

Opening an attack on price differ- 
entials in the hardware business was 
H. M. Swain, Wilmington, Ohio, sales 
manager for the Irwin Auger Bit Co.. 
who scored the idea that chain stores 
have an inherent right to the low price 
field. 

Mr. Swain suggested what virtually 
amounts to boycotting of manufactur- 
ers who continue to sell products 
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Retiring President 


cheaper to chain stores than to inde- 
pendent dealers. He recommended 
that the National Retail Hardware as- 
sociation devise a special label for 
products sold under a 100 per cent 
wholesaler-retailer policy in the belief 
the label will attract as much attention 
as the stamp of approval by another 
nationally known institution. 

A resolution adopted by the conven- 
tion was in the form of recommenda- 
tion that the national association con- 
sider all plans proposed to secure more 
ethical distribution policies. 

“Since the federal housing program 
has been in action, figures show that 
19.9 per cent of funds expended have 


‘been spent in hardware stores,” said 


J. A. Hall, Washington, D. C., direc- 
tor of public relations for the FHA. 

Predicting the start of the most 
prosperous year in history for the con- 
struction and allied industries, Mr. 
Hall said, “If hardware retailers are 
to cash in to the greatest possible 
degree on this modernization and re- 
pair program, they must do everything 
possible in every community in the 
country to cooperate with local housing 
campaign committees and help local 
contractors become salesmen.” 

“Perhaps you can,” he told dealers, 
“conduct sales conferences showing 
these contractors how to sell their ser- 
vices and or in some other way develop 
these projects produced by the local 
committees.” 

Mr. Hall concluded that if construc- 
tion of homes were to begin immediate- 
ly at the rate of production ten years 
befere the depression, it would require 


five years to fulfill present needs and 
then construction would be_ behind 
normal needs. 

To already tax-burened dealers, J. 
T. Meek, Chicago, manager of the 
Illinois Chamber of Commerce mer- 
cantile division, predicted that the 
state’s politically popular sales tax 
might be increased this year to three 
and possibly four per cent. The tax, 
he said, is popular with both Repub- 
licans and Democrats and they consider 
it a good source of revenue. He advo- 
cated registration of retailers with the 
state department of finance to insure 
occupational tax or sales tax payments 
by all. 

Discussing social legislation, Mr. 
Meek asserted that unemployment in- 
surance means higher prices for hard- 
ware and other merchandise as reserves 
will have to be set up to carry out 
the program. yr 

Mr. Meek struck a blow at govern- 
ment in business and reiterated the 
often made challenge that unless gov- 
ernment is subdued it will take over all 
business. He cited increasing expense 
of commissions and bureaus and 
charged that business is responsible 
for making politicians out of business 
men by sending them to Washington 
for help. He holds hope that the NRA 
will be continued on the basis of one 
part government and two parts busi- 
ness. 

Chain store competition bobbed up 
again with L. E. Crandall, St. Louis, 
president of the Simmons Hardware 
Co., who said that in his opinion the 
problem is not impossible of solution. 
Mr. Crandall advocated that retailers 
and jobbers should be dependent on 
each other and stop scattered buying. 
He added that jobbers cannot give the 
service they have at a lower cost and 
that there is too much expense in the 
existing independent road to market. 

Other convention speakers included 
Theodore E. Damm, Washington, D. C., 
of the National Paint, Varnish and 
Lacquer Mfgrs., Association; Charles 
C. Carter, Carthage, Mo., of the Na- 
tional Retail Hardware Association; 
W. C. Wright of the Isaac Walker 
Hardware Co., of Peoria; and A. A. 

(Continued on page 68) 
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WHAT FARMERS LIKE 
ABOUT OMEGA FENCE POSTS 


TS unusual strength is perhaps the feature of 
the Bethlehem Omega Steel Fence Post that 
makes the strongest appeal to farmers. This post 
has a U-section so strong that the post is practi- 
cally unbendable. 

But the Omega Post has other features that set 
it apart. Larger bearing surface in the ground to 
insure that the fence will remain erect even when 
the ground is soggy. And easily-applied fasten- 
ings that hold the fence securely to the post. 

Bethlehem (Cambria) Fence is the logical 
fence to go with Omega Posts. 

This fence gets high resistance to the attacks 
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of the weather from its thick, tight coating of 
zinc on a base of true copper-bearing steel. The 
springy line wires and hinge-joint stay wires have 
the resilience to take tp stresses without being 
permanently stretched out of shape. Bethlehem 
(Cambria) Fence remains taut and serviceable 
even after years of service. 

Bethlehem (Cambria) Fence and Omega 
Posts are real business builders. They cement the 
friendship of old customers and bring new ones. 


Bethlehem District Offices are located at Atlanta, Baltimore, Boston, Bridgeport, 
Buffalo, Chicago, Cincinnati, Cleveland, Dallas, Detroit, Houston, Indianapolis, 
Kansas City, Milwaukee, New York, Philadelphia, Pittsburgh, St. Louis, St. Paul, 
Washington, Wilkes-Barre, York. Pacific Coast Distributor: Pacific Coast Steel 
Corporation, San Francisco, Seattle, Los Angeles, Portland, Honolulu. Export 
Distributor: Bethlehem Steel Export Corporation, New York. 
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Merchandising Prospects, NRA, Taxes 
New York State Convention Topics 


ELL attended sessions of the 
33rd annual convention of 
the New York State Retail 


Hardware Association, held at the 
Hotel Statler, Buffalo, N. Y., Feb. 
12-15, inclusive, included discussions 
of: merchandising prospects, legisla- 
tion, taxation, competition and com- 
pensation insurance. Attendance was 
larger than for several years, 299 
of more than 600 registrations being 
dealers. George G. Hoy, field sec- 
retary, was manager of the exhi- 
bition. 

President Charles D. Starks, Far 
Rockaway, said in his annual address, 
“In common with all business men we 
have been through a peculiar year, pe- 
culiar for its experiments and _at- 
tempted social reforms closely related 
to efforts tending for more ethical busi- 
ness operations in every commercial 
field. That many of these efforts have 
come to naught should not be a source 
of discouragement, for there is some- 
thing net to be gained from every ef- 
fort to improve living conditions and 
business conditions.” He called at- 
tention to the firmer prices in most 
merchandise lines, excepting those 
which are always highly competitive, 
and said the era of complete uncer- 
tainty as to prices has almost entirely 
disappeared. The threat of further 
sales taxes practised in New York 
City was commented on by Mr. Starks, 
who warned of the pitfalls of social 
insurance legislation if not properly 
organized and planned. 

Arthur M. East, Buffalo, Associate 
Director FHA, spoke on “Capitalizing 
Opportunities Under FHA,” emphasiz- 
ing that it is not what the government 
wants done by you but what it wants 
to do for you. Designed to take peo- 
ple off relief rolls, it is a self-help 
program in which 4255 banking insti- 
tutions have made a total of 90,522 
loans averaging $421 each. 

“How to Sell More Paint in 1935” 
was the topic of Theodore E. Damm, 
Washington, D. C., representing Na- 
tional Paint, Varnish & Lacquer Asso- 
ciation. Declaring that paint is a ne- 
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cessity needed by eight or nine out of 
ten buildings today he urged taking 
advantage of the Save The Surface 
Campaign, Better Light-Better Sight 
Campaign, etc. “Ringing doorbells” 
was suggested to stimulate new wants 
and desires. 

“In the fight against depression there 
had to come sooner or later a decisive 
period, a turning point which would 
settle the fate of business and finance. 
It is thought that turning point will be 
reached at the present session of Con- 
gress,” said Harold W. Allen, Clinton, 
N. Y., second vice-president, speaking 
on “Business Is Better.” He sug- 
gested: selling of better merchandise 
by hardware dealers; revision of NRA, 
and said real estate will be helped by 
adjustment of municipal government 
finances, as that which helps real 
estate helps the hardware business. 

Speaking on “Legislation and Taxa- 
tion,’ A. H. Kirchhofer, managing edi- 
tor, Buffalo Evening News, said there 
was need of confidence and willingness 
to face realities and that the full effect 
of the government’s new policies will 
not be known for years. The deliber- 
ating and debating of Congress should 
be restored and the good features of 
NRA retained, he declared. 

E. C. Seifert, eastern manager, 
Hardware Mutual Casualty Co., dis- 
cussed “Unemployment Insurance and 
Compensation Monopoly,” emphasizing 
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Retiring President 


the obligation of employers to safe- 
guard employees. He opposed the pro- 
posed New York State bill giving the 
state a compensation monopoly, hold- 
ing private companies can better han- 
dle compensation insurance. 

Opposing sales taxes as a tax on 
volume rather than on profits, Weldon 
D. Smith, president, Adam, Meldrum 
& Anderson Co., Buffalo, N. Y., in an 
address on that subject also urged re- 
duction of all taxes through govern- 
ment economies. He declared sales 
taxes placed an unfair burden on ne- 
cessities and that they are the most 
inequitable and unfair form of tax- 
ation. 

“Profit and Loss of NIRA” was dis- 
cussed by Sherrill Sherman, Utica, 
member of Utica Local Retail Code 
Authority, and Charles B. Kronenberg, 
Hamburg. Mr. Sherman defended 
NIRA in general and Mr. Kronenberg 
opposed it. 

Thomas J. Johnston, Fulton, in his 
talk, “Step Out and Sell,” outlined the 
selling of appliances outside the store 
and said most dealers selling appli- 
ances are getting their margin of profit. 
Franklin I. Greene, Syracuse, spoke on 
“Home Power Tools,” saying they pro- 
vided an opportunity to add new lines 
to sell at a profit. It was, he said, 
largely a cash business even on higher 
priced units. Accessories as a means 

(Continued on page 62) 
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ANOTHER COMBINATION OFFER ON 


UNIVERSAL CLEANERS 
TIMED for you to cash-in on 


Cleaner Purchases 























No. E395 Floor Model for 
and 


No. E125 Hand Cleaner SPRING 
BOTH TO RETAIL FOR HOUSECLEANING 


39% 


Regular List $48.45 


Mail Coupon for Attractive 
Net Cost which Shows 
Substantial Profit. 











ore 
Tf |b i 
UNIVERSAL 
ELECTRIG 
“Ite 
A Rare Combination of Two of the 
Best Cleaners made — at a price you 


would ordinarily expect to pay for the 





Order large cleaner. 
Early— The Complete Line of 
UNIVERSAL Cleaners Covers 
Supply A Model for every Purse and for every Purpose 
Limited SOLD BY THE LARGER and BETTER RETAILERS 
We are interested in UNIVERSAL Vacuum Cleaners and your Combination Deal . . . TELL US OUR NET COST. 
I ec chal iad, car a nett he ae atte lait Address he a adh g te he ed Aes hig os eno 
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Panhandle Convention 


(Continued from page 46) 


during 1935, declaring much progress 
had been made in awakening both the 
wholesale and retail trade to the neces- 
sity of retailer being made able to meet 
syndicate competition. Explaining the 
sales manual, Mr. Peterson stressed 
the need for more efficient salesman- 
ship in all phases. Pertinent remarks 
were, “Ability to sell is gained through 
knowledge of merchandise.” “The 
salesman should mold the mind of the 
customer.” . 

The relation of the hardware _busi- 
ness and agriculture was pointed out 
by W. H. Darrow, Field Specialist U. 
S. Dept. of Agriculture, College Sta- 
tion, Tex., who stressed using and 
improving such vehicles as A.A.A. and 

_ other plans, stating we must pioneer 
in pushing out evils of machine age to 
insure sane basis fot trade relations. 

Social activities and entertainment 


for the convention were provided for 
and arranged by the PHIT Club (Pan- 
handle Hardware and Implement Trav- 
elers), and their wives. The precon- 
vention 5th annual golf tournament 
and also the gun shoot were held. 

A matinee party for the ladies on 
the opening day, and a bridge lunch- 
eon at the Country Club were features. 
The annual banquet, dance and floor 
show, held on the opening night packed 
the Crystal Ballroom of the Herring 
Hotel to capacity. Group singing, led 
by Charles Mosely, of Lubbock, with 
Mrs. T. C. Meinecke at the piano, en- 
livened each session. 

At the close of the last session, B. B. 
Kent, the new president, was called to 
the chair, and Meinecke “met the 
issue” by giving words of appreciation 
to his fellow workers as he relinquished 
the chair. 





Michigan Convention Report 


(Continued from page 51) 


on rates of units in each industry. Op- 
position was registered to proposed 
advances in freight rates by railroads. 
The final talks about the convention 
were given by A. A. Uhalt, of Cleve- 
land, who spoke on, “Step Out in 1935 
and Sell,” and R. D. Austin, of Mason 
City, Iowa, secretary of the United 
Hardware & Implement Mutuals, whose 
subject was “Insurance and Your 
Safety.” Mr. Uhalt said that manu- 
facturers are giving more attention to 
sales problems than to production 
problems, and 1935 promises to be a 
good sales year for hardware dealers, 
especially in view of the increased 
purchasing power of farmers. 


At the retail salesmen’s meeting, 
held the night of Feb. 13, Irwin E. 
Douglas spvke on “Self Education in 
Selling,” and Charles I. Crawford, of 
Joliet, Illinois, merchandise manager 
of the Barrett Hardware Co., spoke on 
“Selling Hardware—A Profession.” 

A reception and a dance were given 
by the Grand Rapids committee in 
charge of the night of Feb. 12 and a 
carnival and dance were held in the 
Civic Auditorium the night of Feb. 14. 
A social program for the ladies was 


planned for every afternoon of the . 


convention. 
Detroit has been selected as the city 
for the 1936 convention. 





North Coast Convention 


(Continued from page 47) 


The doctor also touched on the codes, 
and stated that in his opinion, the gov- 
ernment should be obliged to hew to 
the code lines in the same proportion 
as prescribed on the private business. 
It has been found, however, that the 
Government in establishing the CCC 
camps and other projects do not con- 
form to the codes. If these codes are 
good for the trade they are likewise 
good for the Government. 

The speaker called attention to Sales 
taxes and predicted that they were on 
the increase; that where they were 
enforced in one state eighteen months 
ago, today the state sales tax had been 
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enacted in 22, and it is likely that ulti- 
mately all will eventually enact it. In 
summing up Dr. Hindley recommended 
that the dealers contact their legisla- 
tures; that the Government reduce 
their cost, and stop passing the “buck.” 

“Trends of the Trade” were out- 
lined by another good friend of the 
North Coast Association, Dale Strong, 
editor New Northwest Trade of Spo- 
kane, Wash. He showed that purchas- 
ing power was at a low ebb, that pro- 
duction had remained about level for 
the past few years, and that employ- 
ment was also down. 

(Continued on page 62) 
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Panhandle Convention 


(Continued from page 46) 


during 1935, declaring much progress 
had been made in awakening both the 
wholesale and retail trade to the neces- 
sity of retailer being made able to meet 
syndicate competition. Explaining the 
sales manual, Mr. Peterson stressed 
the need for more efficient salesman- 
ship in all phases. Pertinent remarks 
were, “Ability to sell is gained through 
knowledge of merchandise.” “The 
salesman should mold the mind of the 
customer.” ‘ 

The relation of the hardware _ busi- 
ness and agriculture was pointed out 
by W. H. Darrow, Field Specialist U. 
S. Dept. of Agriculture, College Sta- 
tion, Tex., who stressed using and 
improving such vehicles as A.A.A. and 
other plans, stating we must pioneer 
in pushing out evils of machine age to 
insure sane basis for trade relations. 

Social activities and entertainment 


for the convention were provided for 
and arranged by the PHIT Club (Pan- 
handle Hardware and Implement Trav- 
elers), and their wives. The precon- 
vention 5th annual golf tournament 
and also the gun shoot were held. 

A matinee party for the ladies on 
the opening day, and a bridge lunch- 
eon at the Country Club were features. 
The annual banquet, dance and floor 
show, held on the opening night packed 
the Crystal Ballroom of the Herring 
Hotel to capacity. Group singing, led 
by Charles Mosely, of Lubbock, with 
Mrs. T. C. Meinecke at the piano, en- 
livened each session. 

At the close of the last session, B. B. 
Kent, the new president, was called to 
the chair, and Meinecke “met the 
issue” by giving words of appreciation 
to his fellow workers as he relinquished 
the chair. 





Michigan Convention Report 


(Continued from page 51) 


on rates of units in each industry. Op- 
position was registered to proposed 
advances in freight rates by railroads. 
The final talks about the convention 
were given by A. A. Uhalt, of Cleve- 
land, who spoke on, “Step Out in 1935 
and Sell,” and R. D. Austin, of Mason 
City, Iowa, secretary of the United 
Hardware & Implement Mutuals, whose 
subject was “Insurance and Your 
Safety.” Mr. Uhalt said that manu- 
facturers are giving more attention to 
sales problems than to production 
problems, and 1935 promises to be a 
good sales year for hardware dealers, 
especially in view of the increased 
purchasing power of farmers. 


At the retail salesmen’s meeting, 
held the night of Feb. 13, Irwin E. 
Douglas spvke on “Self Education in 
Selling,” and Charles I. Crawford, of 
Joliet, Illinois, merchandise manager 
of the Barrett Hardware Co., spoke on 
“Selling Hardware—A Profession.” 

A reception and a dance were given 
by the Grand Rapids committee in 
charge of the night of Feb. 12 and a 
carnival and dance were held in the 
Civic Auditorium the night of Feb. 14. 
A social program for the ladies was 


planned for every afternoon of the . 


convention. 
Detroit has been selected as the city 
for the 1936 convention. 





North Coast Convention 


(Continued from page 47) 


The doctor also touched on the codes, 
and stated that in his opinion, the gov- 
ernment should be obliged to hew to 
the code lines in the same proportion 
as prescribed on the private business. 
It has been found, however, that the 
Government in establishing the CCC 
camps and other projects do not con- 
form to the codes. If these codes are 
good for the trade they are likewise 
good for the Government. 

The speaker called attention to Sales 
taxes and predicted that they were on 
the increase; that where they were 
enforced in one state eighteen months 
ago, today the state sales tax had been 


enacted in 22, and it is likely that ulti- 
mately all will eventually enact it. In 
summing up Dr. Hindley recommended 
that the dealers contact their legisla- 
tures; that the Government reduce 
their cost, and stop passing the “buck.” 

“Trends of the Trade” were out- 
lined by another good friend of the 
North Coast Association, Dale Strong, 
editor New Northwest Trade of Spo- 
kane, Wash. He showed that purchas- 
ing power was at a low ebb, that pro- 
duction had remained about level for 
the past few years, and that employ- 
ment was also down. 

(Continued on page 62) 
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Parker Hardware, Maynard, Mass., 
Has Unique Display Unit 


(Continued from page 30) 


is unique. Some of the shelving be- 
hind these doors is mounted at an 
angle permitting the storage of tools 
as long as 12 in. neatly and com- 
pactly in a space but 9 in. deep. 
Metal dividers separate the different 
items. 

Hanging from the first slanting 
shelf in the left-hand cabinet may be 
seen a stock information tag. These 
tags are used in the different com- 
partments for the keeping of data 
on cost, sales price, name of supplier, 
date of purchase and size—all in 
Parker Hardware’s own code. The 
tags are fastened to the inside of 
the compartments on the front. They 
are metal-edged to prolong their life. 
This plan eliminates the necessity of 
writing on or otherwise marking the 
front of these sectiéns. The strings 
by which they are fastened are long 
enough for free reference. 

Regular shelving is used in the bot- 
tom portion of one of these cabinets 
for smaller items. On the inside of 
one door is seen catalog information 
on some of the lines carried by the 
store. “For Mechanic or House- 
holder” and “American Made” read 
two small cards included in the cata- 
log section. These neat cards add 
to the information on specifications 
and the illustrations of the different 
items cataloged. 

The new store of Parker Hardware 
Co. is of an odd shape, but no space 
is wasted nor has the store a crowded 
appearance. It has a 26-ft. front, 
with three ample show windows, and 
together with addition built on the 
rear, has a total depth of 84 ft. The 
steel open display table shows varied 
merchandise — incandescent lamps, 
kitchen scales, kitchen knives, auto 
license plate holders, corn poppers, 
egg beaters, electrical accessories, 
paint brushes, etc. Prices are plainly 
marked, cards on the edges of the 
compartments indicating prices on 
smaller items. Larger items carry 
individual price tags or markings. 
There are 10c, 19c, 27c and other 
items with “bargain price” appeal. 
Here and there cards read “special,” 
“good value” or some similar eye 
catching term. 

This store meets the needs of local 
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housewives, farmers, handy men, me- 
chanics and provides mill supplies 
lines for local industry. It is neat 
in appearance and well illuminated 
by adequate lighting facilities and 
a good-sized skylight. Toward the 
rear in the center may be seen a 
small window from which anyone in 
the store’s office, upstairs, may see 
customers entering. 

Under the office there are shelves 
for surplus stock and heavier items. 
Over part of this storage area is an 
open space from which a balcony 
may be viewed. The Parkers intend 
to display some of their merchandise 
on the balcony so that customers go- 
ing to the rear of the store may see 
items for which there is insufficient 
space on the main floor. 

Over a period of years the Parkers 
have used mimeographed circulars 
to advertise seasonal lines and items 
having year round use. Hand-drawn 
illustrations are used, and to give 
variety cartoons are worked in. In 
a recent issue a cartoon was used 
to display hose nozzles, lawn sprink- 
lers and other gardening necessities. 
The man in the cartoon had a happy 
expression on his face, conveying the 
idea that the use of the tools was a 
pleasure. Some of the copy is in 


printed letters, while other parts re- 
produce handwritten messages. Prac- 
tically all items advertised are illus- 
trated in clear but simple drawings. 
Prices, colors, sizes and other perti- 
nent facts are given. “If there is a 
special price, that fact is mentioned. 

Mailings usually run around 1200 
to 1300. Parkers have a postal per- 
mit for mailing their bulletins— 
without using postage stamps. Keep- 
ing the mailing list up to date is no 
problem — bulletins are delivered 
over RFD routes, one to each mail 
box on a route. 

Bradford Parker writes the copy 
for these bulletins, draws the illus- 
trations and runs them off on a 
mimeograph machine. These bulle- 
tins are mailed several times a year. 

Hunting and fishing are of consid- 
erable interest in and around May- 
nard. This interest is shared by 
Bradford, who has quite a reputa- 
tion as an angler and hunter. His 
advice is constantly sought as to good 
hunting and fishing grounds. When 
he starts to use a certain kind of 
tackle or model of a gun, others wish 
to do likewise—thus creating further 
sales for the store. His advice on 
where to go and what to use is freely 
given—as from one sportsman to an- 
other. 

The business formerly operated 
under the name of Thomas F. Parker. 
When the new quarters were opened, 
the firm was incorporated as Parker 
Hardware Co. 





Just Among Ourselves 


' (Continued from page 23) 


money losses every year. Don’t sign 
contracts and don’t pay deposits and 
don’t order goods C.0.D. from peo- 
ple you don’t know, until after you 
investigate. 


Eagle Magazine—- 

There appears to be confusion 
among hardware manufacturers in 
connection with the sponsorship, 
purposes and scope of the Eagle Mag- 
azine, South Bend, Ind. This is the 
publication of the Fraternal Order 
of Eagles (F.0.E.) just as the Elks 
magazine is published by the Elks 
organization. The Free Masons and 
Knights of Columbus also have pub- 
lications. The Eagles magazine is 
not published by nor for groups of 


hardware dealers nor have its pub- 
lishers ever suggested such an idea. 
The growing popularity of the co- 
operative dealer advertising groups 
started by the Eagle Hardware Stores 
in Cleveland, Ohio, is probably the 
root of the recent confusion among 
hardware manufacturers who were 
solicited for advertising in this fra- 
ternal publication known as_ the 
Eagle Magazine. These manufac- 
turers assumed that this paper was 
sponsored by the Cleveland dealer 
group in cooperation with other simi- 
lar dealer groups and have written 
us for further information. There is 
no connection between the Eagle 
Magazine published by F.O.E. and 
any retail hardware cooperative ad- 
vertising group or groups. 


HARDWARE AGE 


PAS) PR ree een nae 



















parts re- 
s. Prac- 
re illus- 
awings. 
er perti- 
ere is a 
ntioned. 
ad 1200 
tal per- 
letins— 

Keep- 
fe is no 
slivered 
h mail 


e copy 
2 illus- 
on a 

bulle- 

a year. 
consid- 
| May- 
ed by 
reputa- 
His 

0 good 
When 
ind of 
s wish 
urther 
ice on 
freely 
to an- 


erated 
arker. 
yened, 
arker 


pub- 
idea. 
> CO- 
oups 
tores 
y the 
nong 
were 
fra- 
the 
ifac- 
was 
aler 
simi- 
itten 
re is 
agle 
and 


\GE 





> ome = 


oe — 
Tee AS TNE act od a 


> (PREIS 6 TC 





meee 











NORTON 


The Outstanding Value 
In Screen Door Closers For 1935 


yp tersirr mechanic proceeds with his appointed task without 


hesitation or false motion. Obviously, he knows his business. 


So a Norton 04 Screen Door Closer, properly designed and built by 
skilled and experienced mechanics, proceeds with its appointed task. 
Its positive, quick and noiseless action marks it as a master. Your cus- 
tomers will promptly recognize its outstanding value for'the modest price. 


Not a compromise of Norton production standards or materials, built . 


down to a price, but rather a fitting companion of Norton No. 4 which 
has long been regarded as a measure of screen door closer values. 


Order a sample today from your jobber. Notice the rugged construc- 
tion — cylinder of seamless steel tubing —the spring made of highest 
grade oil-tempered wire and end brackets of sturdy steel to eliminate 
breakage. It is truly built to last. 


You can retail the new Norton No. 04 Closer profitably at approxi- 
mately $1.25—the outstanding value in screen door closers for light 
doors in 1935. : 


Ask your jobber for details and trade prices on the complete Norton 
line or write us direct for particulars. 


NORTON DOOR CLOSER COMPANY 


Division of Yale & Towne Manufacturing Co. 


2900-2918 N. Western Ave. Chicago, Illinois 


Largest Exclusive Door Closer Manufacturers in the World 

















1. Cylinder of seamless 


Here is Norton Model No. 4 


Still the popular selling Screen Door 
Closer retailing at about $2.00. A 
more rugged model for heavier doors. 
Often used for Combination Screen 
and Storm Doors. The leader in its 
price class. 








can’t rust. 


. Spring of highest grade oil-tem- 


pered, flat rolled wire. 


. Checking action easily adjusted to 


suit various conditions. 


. End brackets made of steel to 


eliminate breakage. 
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® Cuts Smoothly 

® Cuts More Metal 
® Cuts Chips in Coils 
* Cuts Hard Steel 
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North Coast Convention 


(Continued from page 58) 


“Obligation of, the Wholesaler to the 
Retailer,” as outlined by A. H. 
Heath, Credit Manager of Hunt & Mot- 
tet Company, Tacoma, was an out- 
standing address of the convention. He 
stressed as the three cardinal points 
that the far-seeing wholesaler must 
possess was “Wisdom,” “Virtue” and 
“Judgment” elaborating each cardinal 
point, admonished the Jobber to be- 
come proficient in all three, and then 
to find the same attributes among his 
retailers. It was also his contention 
that the Wholesaler would adopt a live 
and let live attitude, and to keep 
abreast of changing sales conditions. 
That both the wholesaler and retailer 
should endeavor to keep one step 
ahead of the chain stores. A word of 
caution was also given the Jobber in 
that he must never under any circum- 
stances step across the line into the 
retail field else his regular retail cus- 
tomer becomes suspicious. 

Neal Cochran, one of the younger 
generation of retail hardware dealers, 
and connected with the Snohomish 


Hardware Co. of Snohomish, Wash., 
reversed the topic and gave the 
Obligation of the Retailer to the 
Wholesaler. First, “Pay our Bills,” 
endeavor to keep both the wholesaler 
and the retailer both in the picture. 
Take a leaf from the chain methods 
and strive to keep ahead. Endeavor 
to anticipate the needs. Patronize the 
better salesmen, knowing that gener- 
ally they are the connecting link with 
the firm, and then to show the whole- 
saler’s representative as much courtesy 
as they would a customer. It was the 
speaker’s belief that the retailer would 
always need the jobber, and he in turn 
must carry lines of the highest value. 

A number of representatives of na- 
tional lines of hardware were in evi- 
dence at the two-day session, and were 
given an opportunity to designate their 
lines, and give a word of cheer to the 
retailers and to the officers of the 
association, who they recognized had 
already done yeoman service in ad- 
vancing the cause of all connected with 
the trade. 





New York Convention 


(Continued from page 56) 


of additional sales were emphasized. 

Ferdinand E. Philipps, secretary, 
Reliable Hardware Stores, Buffalo, out- 
lined his organization’s plan for meet- 
ing “the competition of department 
and chain stores which are constantly 
advertising hardware items in daily 
newspapers.” 

“Teamwork Between Wholesaler and 
Retailer” was the subject of a question 
and answer period. ' H. E. Hulburd, 
vice president, The Geo. Worthington 
Co., Cleveland, Ohio, wholesale hard- 
ware distributors, answered questions 
asked by Robert R. Cunningham, John- 
son City. 

Rivers Peterson, editor, Hardware 
Retailer, and chairman of the Na- 
tional Retail Code Authority, answered 
questions on codes affecting hardware 
retailers and later spoke on “The Asso- 
ciation in Action.” He told of work 
being done in Washington on codes 
and said the association had kept the 
interests of the small merchant before 
the administration. 

H. P. Aikman, Cazenovia, discussed 
“Competitive Merchandise” and read 
the Merchandising Policy statement of 
the National Association. He said 
“meeting competition is all right but 
we must make a profit,” and told of 
his study of mail order retail store 


prices. R. J. Atkinson, Brooklyn, sum- 
marized the convention. 

The annual dinner and dance Thurs- 
day evening was addressed by Hon. 
Joe R. Hanley, Perry, N. Y., State Sen- 
ator, on the subject, “Average Fel- 
lows,” which was humorous and philo- 
sophical. Tuesday night there was a 
reception and informal dance. For the 
ladies there was also a luncheon and 
card party in charge of a committee 
headed by Mrs. Edward O. Winegar. 

The Associates met and decided to 
campaign for a larger and more active 
group. John J. Gibbons, Buffalo, pres- 
ident; W. D. Summers, Syracuse, vice- 
president, and John B. Foley, Syra- 
cuse, secretary, were reelected. 

Charles D. Starks, Far Rockaway, 
was succeeded as president by R. C. 
Boyce, Wellsville. Harold W. Allen, 
Clinton, and Albert D. Martin, Roch- 
ester, were elected first and second 
vice-presidents, respectively. Frank E. 
Pelton, Herkimer, is treasurer, and 
John B. Foley, Syracuse, is secretary- 
treasurer. The following directors were 
elected for a three-year term: J. A. 
Peck, Elmira; D. M. Herron, Auburn; 
C. H. Flanigan, Minoa; Bernhard 
Wankel, Jr., New York City, and An- 
thony Herrmann, Glendale, Long 
Island. 
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Corral and Industrial Fence « Mid- : : 
Senses Teinnaile Mint Hance @ In these days it takes careful buying 
POULTRY FENCES to make a profit in any retail business— 

“Chic Mesh” ¢ Hexagon Netting ’ : = 7 
Sumighe Sine Vanleg that’s why it pays to buy from Mid-States. 
GATES We offer every fence, gate, wire and nail 


Giant All-Steel Gates « Star and 
Anderson Wood and Steel Gates 


STEEL POSTS you profit not only by economical buying 


Mid-States T-Rail « Economy Stud- ‘ - 
ded-Tee and Mid-States Rigid-U but also by the quality and reputation of 


need in one car, on one invoice—and 


Barbed Wire ¢ Fence Stretchers Mid-States Products. 
Bale Ties ¢ Nails and Staples : , . 
Plain and Manufacturers’ Wire Much good territory is open. Write 
Sheet Metal ; 
and many other products for information and our new catalog. 





*“GALVANNEALED WIRE” is produced under license arrangement with the Keystone Steel & Wire Company 
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At discounts 
that give Dis- 
tributors a 
larger margin 
of profit. 


These SIGNAL Drills are bound to "go 
places.’ They will set new sales marks 
because they have everything good 
Drills should have: Power, proper speed, 
light weight, durability, compactness, 
and they're mechanically and electri- 
cally correct. They possess other equally 
important high points—a high standard 
of quality and a name that is widely 
known and accepted. 





Write at once for discounts and com- 
plete information. 


SIGNAL ELECTRIC MFG. CO. 
MENOMINEE, MICHIGAN 
Offices in all principal cities 
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North Dakota Convention 


(Continued from page 50) 


association, Grand Forks, telling of 
what a membership in the association 
meant to the average dealer in a year’s 
time. 

O. S. Hilmen, Berwick, was elected 
president at the closing session. Other 
officers named were: First vice-presi- 
dent, H. A. Meddaugh, Westhope; 
second vice-president, Peter Fugelso, 
Minot. The association voted to com- 
bine the offices of treasurer and secre- 
tary and elected Miss Thompson, 
former secretary, to the joint office. 

Reelected as directors were: A. O. 


Gunnerud, Silva; W. J. Gust, St. 
Thomas, and Howard Connolly, Devils 
Lake. New on the board will be H. M. 
Ulvick, former treasurer, Aneta; Ted 
B. Heisler, Mandan, and George J. 
Boley, Carrington. 

Devils Lake was chosen as the 1936 
convention city. 

The entire convention and guests 
were entertained by the Bismarck As- 
sociation of Commerce on a_ tour 
through the new $2,000,000 North 
Dakota Capitol, just completed last 
fall. 





Wisconsin Convention 


(Continued from page 53) 


ject “The Obligation of Manufacturers 
to Wholesalers and Retailers,” some 
20 in all, were asked by H. H. Meyer, 
past president of the association, 
Shawano, Wis., while the answers were 
provided by H. M. Swain, sales man- 
ager, The Irwin Auger Bit Co., Wil- 
mington, Ohio. Most of the questions 
related to selling and _ distributing 
policies of manufacturers, and _ in 
answering these, Mr. Swain said in 
part: “I will show you in this series 
of questions and answers why you are 
not able to sell comparable merchan- 
dise at comparable prices because of 
the unfair methods of manufacturers 
who, by selling syndicates and catalog 
houses at jobbers’ costs or better, are 
tearing down your business. I will 
name these manufacturers in our in- 
dustry and offer proof of what they are 
doing, and finally I will show you how 
to a great extent you can stop this 
unfair competition at once.” (The 
manufacturers named by Mr. Swain 
were several of his own company’s com- 
petitors, and the alleged proof of un- 
fair methods pertained to these same 
firms. ) 

He declared that only 25 per cent 
of the merchandise being manufac- 
tured goes to catalog houses and chains. 
and the balance through the jobber- 
retailer system of distribution. As 
three-fourths of the goods being pro- 
duced are sold by independent retail- 
ers, according to Mr. Swain, the prob- 
lem can be solved if wholesalers and 
retailers will refrain from buying mer- 
chandise from manufacturers who sell 
catalog houses and chains. He advo- 
cated that the National Retail Hard- 
ware Association adopt a copyrighted 
label carrying the following suggested 
statement: “These goods made by a 
manufacturer distributing only through 


independent retailers.” This label, he 
said, would identify manufacturers 
having a 100 per cent wholesaler-retail- 
er policy. He further recommended 
that a regular audit of manufacturers’ 
records be provided for by the asso- 
ciation, with the costs of same to be 
borne by the manufacturers. Such a 
plan, he declared, would make certain 
that no goods were being sold to syn- 
dicate purchasers, and would stop the 
unfair competition, which if allowed 
to grow, would put the hardware deal- 
er out of business. Following Mr. 
Swain’s talk the meeting was opened 
for discussion and several members 
expressed their views, it being decided 
to refer the plan proposed by Mr. 
Swain to the resolutions committee for 
consideration. 

The second question and answer dis- 
cussion was on “Teamwork Between 
Wholesaler and Retailer,” with ques- 
tions by J. B. Pierce, past president of 
the association, Brodhead, Wis., and 
answers by Frank S. Rost, vice-presi- 
dent, Frankfurth Hardware Co., Mil- 
waukee. The questions on this topic 
dealt mainly with the functions of the 
wholesaler, his sales policies, and his 
relationships with manufacturers, and 
retailers. In defining the obligations 
of the wholesaler to the retailer Mr. 
Rost said that the wholesaler “should 
furnish the goods the retailer requires, 
when he needs them, and at prices 
which will enable the retailer to sell 
them to the consumer at a fair margin, 
and at the consumer’s satisfaction. The 
wholesaler should do all he can to help 
his dealers thrive and prosper. There 
is a partnership relation which both 
parties must faithfully observe and 
respect. There should be the best 
teamwork of which they are capable.” 
Answering a question concerning 
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lowa Convention Established 
New Attendance Record 


TTENDANCE at the 37th an- 
nual convention and exhibit 
of the Iowa Retail Hardware 

Association, held in Des Moines 
Feb. 12 to 15, established a new rec- 
ord with total registrations of nearly 
2,000, including about 700 hard- 
ware merchants, or their representa- 
tives. Competitive price problems 
were the principal topics discussed 
by the featured speakers on the pro- 
gram, and the organization went on 
record as opposing the proposed 
appointment of Gen. Robert E. 
Wood, president, Sears, Roebuck & 
Co., Chicago, as chairman of the 
NRA. Action was also taken ap- 
proving the labeling plan to identify 
goods being distributed exclusively 
through independent dealers. The 
business sessions were held at the 
Hotel Savery, while the exhibit held 
in conjunction, was staged in the 
Coliseum. 

The meeting began with a compli- 
mentary breakfast given by the -Iowa 
Mutual Insurance Co., Mason City. 
Following breakfast, the convention 
was called to order by President Louis 
L. Hill, Postville, and Rev. J. Hamil- 
ton Dawson, Unity Lutheran Church, 
Des Moines, offered the invocation. 
President Hill then delivered a brief 
address outlining the plans of the asso- 
ciation for the current year. He re- 
ported that the organization, in 1934, 
had the largest gain in membership of 
any State association, with 1,073 mem- 
bers. The slogan for the convention, 
as announced by President Hill was: 
“Let’s Saw Wood In 1935.” R. D. 
Austin, secretary, Iowa Hardware Mu- 
tual Insurance Co., Mason City, was 
next introduced, and commented on the 
progress and financial standing of his 
company. A. R. Sale, treasurer of the 
insurance company, and financial sec- 
retary of the association, followed and 
related further details of the com- 
pany’s history. 

The next speaker, N. H. Nielson, sec- 
retary, Associated Retailers of Iowa, 
Des Moines, described the activities of 
his organization in coordinating the 
work of retail associations to bring 
about united effort in solving common 
problems. The opportunities offered 
dealers through the Better Housing 
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Program were explained by R. W. 
Baxter, Federal Housing Administra- 
tion, Washington, D. C. Ray Pilcher, 
Ida Grove, introduced a fellow towns- 
man, Ray Murphy, chairman, Iowa 
State Board Assessment and Review, 
Des Moines, who discussed the tax sit- 
uation in Iowa. Mr. Murphy stressed 





LOUIS L. HILL 
Retiring President 





PHILIP R. JACOBSON 


Secretary-Treasurer 


the necessity of the Iowa sales tax, 
reporting it as functioning more 
smoothly and efficiently than in any 
other State, and pointed out that at 
least 28 States now have sales tax laws 
of one type or another. 

The final speaker at Tuesday’s ses- 
sion was A. A. Uhalt, manager, dealer 
division, General Electric Co., Nela 
Park, Cleveland. Mr. Uhalt, by the 
use of large charts offered graphic evi- 
dence that prospects for 1935 business 
are bright. He declared that the FHA 


program should be utilized to its full- 
est advantage by dealers, and empha- 
sized the idea that people buy the 
things they want—not the things they 
need. Six concrete suggestions offered 
by Mr. Uhalt for 1935 were: Thor- 
ough training of personnel to create 
confidence and self respect; Selling 
that emphasizes turnover; Brilliant dis- 
plays and identification; Addition of 
specialty lines; Clean cut and creative 
outside selling, and Rigid supervision 
in management. Specific examples of 
practical outside selling methods were 
cited and the advantages of visual sell- 
ing and demonstration were stressed. 

At the Wednesday session the first 
feature was a question and answer dis- 
cussion of the “Obligation of the man- 
ufacturer to the wholesaler and re- 
tailer.” Questions from the dealer 
viewpoint were propounded by R. J. 
Leth, Ida Grove, and were answered 
by H. M. Swain, sales manager and 
vice president, Irwin Auger Bit Co., 
Wilmington, Ohio. Mr. Swain advo- 
cated a plan for labeling the products 
of manufacturers who distribute their 
products exclusively through independ- 
ent dealers, and suggested that the 
plan be adopted by the N.R.H.A., as a 
means for correcting preferential price 
problems. Some pro and con discus- 
sion followed Mr. Swain’s address, and 
when a standing vote was taken on the 
proposed plan it was found that al- 
most every member approved of it. 

The next feature was likewise a 
question and answer discussion on 
“Teamwork between wholesaler and 
retailer.” The questions on this topic 
were asked by J. A..Van Ness, a direc- 
tor of the association, Mason City, and 
were answered by Waide H. Brown. 
Cutler Hardware Co., wholesale hard- 
ware, Waterloo. Mr. Brown said that 
as a general thing chain stores were 
not in as favorable a position now as 
they were before codes were effective. 
He declared that wholesalers must put 
dealers in a position to meet specific 
price competition, and said that in his 
opinion it is desirable for dealers to use 
loss leaders. He doubted the practi- 
cability of pooled buying by whole- 
salers or retailers, and urged dealers 
to visit at least one chain store a month 
to gain ideas. 


A. W. Cullen, editor, Hardware 


(Continued on page 92) 
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The NEW 
Bassick 
DIAMOND-DART 


CASTERS 





The most important development 
in ball-bearing furniture caster 
construction in years. Full float- 
ing action for the first time at a 


popular price. 





The easiest swiveling caster ever 
made to retail at less than $1.00 
per set. 


Two sizes, with all-purpose “Uni- 
versal” composition wheels for 
use on all types of wood furni- 
ture or with Bassick detachable 
metal bed sockets for metal beds. 


Write direct or to your jobber 
for complete information. 


THE BASSICK COMPANY 


Bridgeport, Connecticut 


Canadian Factory 
STEWART. WARNER-ALEMITE 
OF CANADA, LTD., BELLEVILLE, ONTARIO 


ORP 


wholesaler sales to consumers, Mr. 
Rost said that to the best of his knowl- 
edge wholesalers are abiding by Article 
8, Section 1 of the General Wholesale 
Code, which prohibits sales of this 
character. 

He expressed the opinion that mer- 
chants who buy in original packages, 
and pay their bills promptly are en- 
titled to preferential terms and prices, 
and reiterated his belief in concentrat- 
ed buying by dealers. Pooled orders 
of wholesalers had not been necessary, 
he said, to enable them to obtain the 
lowest available prices, as purchasing 
companies representing hundreds of 
wholesalers can get the lowest prices 
available to anyone. He advised deal- 
ers not to wait for legislation to tax 
their competitors out of business, or to 
compel them to sell at higher prices, 
and he urged dealers to study the 
methods of their successful competitors 
and to pattern after them. In conclud- 
ing his remarks Mr. Rost who is 73, 
related some very interesting incidents 
in a hardware career which began 53 
years ago, when he went to work at 
19 as a porter in a wholesale hardware 
house. The discussion following Mr. 
Rost’s address, in which a number of 
dealers participated, was led by the 
association’s executive secretary, H. A. 
Lewis, Stevens Point. 

The first order of business at Friday 
morning’s session was the report of the 
executive secretary, Mr. Lewis, who 
briefly reviewed the activities of the 
association in 1934; discussed the 
organization’s favorable financial 
status; called attention to efforts being 
made to relieve competitive price con- 
ditions, and asked members to lend full 
support to association endeavors. Fol- 
lowing this, the report of the auditing 
committee was read and accepted. 

The featured speaker at this session 
was A. A. Uhalt, manager, dealer divi- 
sion, General Electric Co., Cleveland. 
Ohio. Mr. Uhalt said that 1935 offers 
the hardware merchant a great deal, 
and he substantiated this view by show- 
ing charts which depicted the favor- 
able markets now prevailing for the 
principal farm products. In summar- 
izing prospects, he declared that farm 
income increased 80 per cent in 1934, 
and as a result, 1935 in his opinion 
will be a fine year for consumer goods. 
The dealers’ precise opportunity, this 
year, Mr. Uhalt said is in the National 
Housing Act. Outside selling was 
recommended and he urged dealers to 
creat a receptive mood in the minds 
of consumers, by using sentiment and 
emotion instead of reasoning and logic. 
Persistence and determination will win, 
he declared, and he explained how a 
hardware merchant in Athens, Ohio, 
had increased his gross sales 632 per 
cent through carefully planned outside 


selling methods. He also said that a 
demonstration sales coach has the sell- 
ing efficiency of three outside salesmen. 
and that such a coach, equipped with 
goods could be purchased for as little 
as $1200. The importance of turnover 
was also emphasized, and in conclud- 
ing his address, Mr. Uhalt related the 
story of the golden latch key, which 
Saunders Norvell sold for $22 to dem- 
onstrate the importance of salesman- 
ship. 

As the next order of business resolu- 
tions were adopted endorsing and ap- 
proving the N.R.H.A. “Declaration of 
Merchandising Policy”; recommending 
revisions in the general retail code; 
disapproving the price provisions in 
the steel code; requesting changes in 
the freight classification to bring about 
more equitable rates; urging that the 
Wisconsin Recovery Act be placed on 
a single assessment plan; endorsing the 
labeling of manufactured products as 
outlined by Mr. Swain at the meeting, 
and requesting wholesalers to put deal- 
ers in a position to sell comparable 
merchandise at comparable prices with 
competing types of stores. It was also 
voted to extend to the Hardware 
Mutual Insurance Co., thanks for the 
assistance it has given the association. 
and to telegraph the appreciation of 
the organization to P. J. Jacobs, past 
secretary, who is now in California for 
his health. 

Officers elected were: president. 
Hugo Trilling, Sheboygan; vice-presi- 
dent, Theo. Suennen, Hudson, and sec- 
retary-treasurer, R. I. Baumann, Phil- 
lips. The board of directors is comprised 
of the aforenamed officers, and Geo. 
J. Dickof, Marshfield; Edgar Kroner, 
La Crosse; A. Vanden Wymelenberg. 
Green Bay, and M. E. Douglass, Janes- 
ville, the latter being the new member 
of the board. Members of the Ad- 
visory Committee are G. G. Jones, 
Racine, who replaces H. H. Meyer. 
Shawano; W. C. Huchthausen, Mani- 
towoc, and Earl R. Butter, Milwaukee. 
H. A. Lewis, Stevens Point was re- 
elected executive secretary. 


Moore Push-Pin 
Issues Booklet 


“The Home Beautiful” is the title of 
a Moore Push-Pin booklet for distribution 
by stores to consumers. It has illustrations 
of living, sleeping and dining rooms, etc., 
showing how pictures can be displayed to 
make them attractive. In the simplest 
language is explained the proper way to 
hang framed pictures without showing the 
wires. It also shows how window curtains 
and doorway draperies can be artistically 
arranged. Booklets are offered without 
cost to dealers and the company will im- 
print dealer’s names upon request. The 
Moore Push-Pin Co., 113-125 Berkley St., 
Philadelphia, Pa. 
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No. 1730 
THE GRIFFIN WROUGHT STEEL 


PERFECTION SCREEN and STORM 
DOOR SET 












No. 730 Loose Pin 
Hinge with Button 
Tip is full surface. 


Length of joint 





3 inches. 
Various Means of Application 
of No. 730 Hinge 


No. 930 Handle 
o. andle 
Flush and Escutcheon 
with positive lock- 
ing device. This 
When D lg h is revers- 
is Thinner 
Than Jamb Cc 


When Door 
is Thicker 
Than Jamb 
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No. 3 Coil Wire Spring and Hooks 





Home owners readily ap- 
preciate the advantages 
of GRIFFIN Wrought 
Steel Perfection Screen 
and Storm Door Sets No. 
1730. The loose pin, but- 
ton tip, full surface hinge 
can be applied various ways to 
the advantage of position per- 
mitting quick and easy re- 
moval of the door. The 
GRIFFIN latch is reversible, “‘patented’’—a 
positive locking device applied to the surface of 
the door, no mortising. The graceful design, 
=== in attractive finishes, offers pleasing appear- 
: ance and lasting surface. 

his. 


Descriptive Folder Sent on Request 


RIFFIN 


anufacturing (ompany 


ERIE, PENNSYLVANIA 











Branch Offices and Warehouses:- 


NEW YORK: 45 Warren St. 
CHICAGO: 162 N. Clinton St. 


BOSTON: 113 Purchase St. 
SAN FRANCISCO: 703 Market St. 
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Want THE best Seller? 
ITS NO.444 


Here’s the Goodell-Pratt glass cutter that sets 
the pace for 1935. And here’s why! 


New Wheel—double honed— individually tested on 
glass—cuts easier and lasts longer than any wheel 
ever produced. 


Finger-fit Frame—drops between first two fingers 
and thumb as though it grew there. 


Machined—not cast—breaker notches just the size 
to do a real job. 


Performance that’s smoother and effortless. Put 
one in the hands of a glazier and it sells itself. 


Display—a brilliant colorful fixture — holds one 
dozen No. 444 glass cutters, but not for long. They 
sell too fast. Absolutely free with first order for 
two dozen. For illustration see page #131 of the 
Book of the Year, our first consolidated catalog of 
best sellers. If you haven’t received a copy, write 
for it now. 


MILLERS FALLS COMPANY 


GREENFIELD, MASS. 











“We Don't Sell Him Either” 


BUT--- 


MR. HARDWARE RETAILER:- 
What good does that do you? 


Wholesale Hardware distributors stra- 
tegically situated thruout the land, intelli- 


gently interested in your needs, have our 





correctly priced Tools, in the selling sizes 





and items only, all set up for conveniently 





offering to your public as values people 
are willing to pay... and are buying . 
offering a margin that brings you a profit 


because you can sell these Tools. 


ASK YOUR JOBBER 


See our price-tags 
Note their helpful wording 


— our second century — 


The PECK, STOW & WILCOX CO. 


Southington, Connecticut 


Look for the RMSTR 





Arm and Hammer 








10 Extra Sales Points 


This patented  all-steel ARMSTRONG 
BROS. pipe wrench has 10 important im- 
provements—10 extra sales points. The 
clumsy nut housing has been_ eliminated 
and with it the flat spring. Heavy lugs 
forged on the handle take any side strain. 
Replaceable tool steel jaws; a nut that 
can't fall out; and a self- cleaning ball-and- 
socket action. . . . Cadmium plated . 
and, perfect balance—the ‘‘feel” that closes 
sales. 
ARMSTRONG BROS. Chain Wrenches have 
jaws of special steel, drop forged, hardened, 
tempered and tested. Handles are forged 
and chains proof-tested (32,600 to 40,000 
lb.). They come in sizes to 7 ft. with 
Standard or Reversible Jaws. 
Write for Catalo 
ARMSTRONG BROS. TOOL co. 
“The Tool Holder People” 
814 N. Francisco Ave., Chicago, U. 
New York Sales Office: 109 Lafayette Sireet 
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Illinois Convention 


(Continued from page 54) 


Uhalt, Cleveland, Ohio, dealer division 
manager for General Electric Co. 

Asserting that competition is the 
most aggravating situation in the legi- 
timate hardware business, Mr. Free- 
man, retiring president, brought out 
that 1934 showed a marked improve- 
ment in Illinois. There was, he said, 
a 13 per cent increase in business last 
year over 1933 and in downstate ap- 
proximately 50 per cent improvement. 
He attributed this to increased farmer 
incomes. 

In addition to recommending more 
ethical distribution policies, the con- 
vention adopted a resolution asking 
paint manufacturers to abolish the 
price differential on white to place 
them in a competitive position. The 
assembly urged its state and national 
officers to immediately begin a cam- 
paign of treating specific cases of un- 
fair trade practices personally from 
facts supplied by members and to 
impress upon those manufacturers or 
distributors guilty of such practices 
that the association is voicing the senti- 
ments of a unified organized group 
which expects their cooperation. 

Endorsement was given the national 
emphasis 


placed on a paragraph reading as fol- 
lows: “Whenever a manufacturer fails 
to make it possible for retailers to meet 
their competition on the products of 
such a manufacturer, whether the prod- 
ucts in question bear the manufac- 
turer’s own brand, a private brand or 
no brand, then in every lawful way, 
retailers should individually consider 
and decide upon the advisability of 
excluding from stock the merchandise 
upon which the price inequality per- 
sists.” 

Exhibits valued at $250,000 under 
the protection of National guardsmen 
were a feature of the convention at 
which more than 100 manufacturers 
and jobbers were represented. Booths 
housing an estimated 100,000 units of 
merchandise were open to dealers only 
during afternoons of the three days. 

All convention sessions were held in 
the huge armory, while the annual ban- 
quet was at Hotel Pere Marquette, con- 
vention headquarters. Entertainment 
was provided by the Peoria Retail 
Hardware association and throughout 
the gathering wives of members of the 
Peoria association entertained visiting 
ladies at bridge and theatre parties. 





NRA Codes Work Hardship 
On Small Dealers 


(Continued from page 25) 


The ability to pay, as well as the 
willingness to pay, of local custom- 
ers, must regulate both hours of em- 
ployment and wages in communities 
of this type. ; 

Same general conditions would 
also apply to the small employer in 
cities and large villages, whose oper- 
ations in order to provide a living 
for himself and his family are neces- 
sarily wider than the sale of counter 
merchandise only. 

In view of the multiplicity of codes 
affecting the retail hardware trade 
(which we believe is also true of 
other retail establishments) it is our 
belief that if the code system is to 
be continued all retailers should be 
consolidated under one code, gov- 
erned by a minimum of regulations 
and that such regulations as are nec- 
essary should be based upon the con- 
ditions which apply to the least fav- 
ored group of retail establishments 
in the country. 

This would, in our opinion, avoid 


existing perplexities and confusions 
as to employment provisions. It is 
very evident to us that there is not 
and cannot be any positive bounder- 
ies to any type or line of retail busi- 
ness. The sale of commodities and 
the rendering of service incidental to 
such sales necessarily extend beyond 
the confines of the trade under which 
the words “primary business” of the 
employer would restrict such em- 
ployer. 

If one code for all retailers is not 
practicable, then existing codes and 
any new ones or supplements to 
existing codes should be so simpli- 
fied in their language as to prevent 
over-lapping and conflict of author- 
ity. This would, we are convinced, 
help materially in voluntary com- 
pliance on the part of all retailer 
employers. Under present condi- 
tions compliance with code require- 
ments is an impossibility. 

A more flexible provision for hours 
of labor should be provided in the 
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HARDWARE and PAINT STORES 
THAT RENT SANDING MACHINES 


AVERAGE #8 91 PER RENTAL DAY 


This figure, $8.91, is the result of a fair and 
impartial country-wide survey recently made of 
Hardware and Paint Stores that rented out 





sanding machines. These stores averaged 7 
rentals per month with an average rental price 
of $4.68 per day—and an average gross sale of 
sandpaper, varnish and finishes of $4.23 per 
rental—a total income of $8.91 per rental day. 
One store averaged $9.22 per rental day for 47 
days, with their SPEED-O-LITE Sander. Total 
revenue, $433.54. We quote exact figures—no 
“ouess work.” 















Hundreds of Dealers 
Have Reported From 10 
to 20 Rentals Per Month 


The above average of 7 days per month 
is very conservative. On this basis 
a SPEED-O-LITE Sanding Machine 
would produce an additional monthly 
income for your store of $62.37. Many 
hardware stores have found our Sander 

so profitable that additional machines 
; were added to meet require- 
ments. They also report 
very satisfactory 
additional sales and 
profits on varnishes, 
stains, lacquer and 
wax finishes. 


FEATURES... 


1 EFFICIENT. Puts a ball- 

room finish on floors no 
matter how badly they are worn, 
warped or marred. 


2 LIGHT WEIGHT. Easily 
carried by one man—may 
be operated successfully by any 
inexperienced person. 


3 SURFACE—right up to the 

quarter-round, a feature not 
found in other machines, mini- 
mizing hand work. 


4 MOTOR. Constant speed, 
high torque, ball-bearing. 
Guaranteed against burn-outs. 


5 BUILT—with ball-bearing: 
throughout, eliminating in- 
ternal friction and wear, adding 

years of life to the machine. 


The SPEEDLITE 


Sander is Sold Complete — 
Guaranteed For One Year 


It is backed by 38 years’ ex- 
perience in building floor ma- 
chines. The SPEED-O-LITE 
withstands the wear and tear 
of rental service without com- 
plaints, or interruptions for 
costly servicing. Now while 
the average “Man-of-the-house” 
has a 5 day week and an extra 
day or two to spare is your 
opportunity to rent a Sander. Our price and terms to 
Dealers fit the times. 


DEALERS SALES HELPS... 


Our 22” x 28” two-color window display card gets instant 
attention. We also send FREE, 200 four-page folders for 
mailing and mats for newspaper advertising. Our adver- 
tising material develops live leads and customers. Com- 
plete details and Full Information sent upon request. 


LINCOLN-SCHLUETER 


FLOOR MACHINE COMPANY 


212 WEST GRAND AVENUE 
CHICAGO ILLINOIS 
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Pick some good 
Spring 


business 
zith 
Collins 
‘Tools 









Collins No. 484 
Pick, open eye; 
with chisel and 
sharp point. Part 
of a complete 
line, including 
Pick Mattocks. 


CWA, TVA...anda lot 
of contractors, farmers, 
and everyday people are 
going to need picks, pick 


mattocks, hoes, axes, 
hatchets, bush hooks this 
Spring. 


Pick yourself some good 
business with the line 
can be depended 


—the line backed by 10g 
years’ experience — the 
line that stands back of 
its jobbers and dealers. 
Pick COLLINS. 


All standard patterns, 
finishes, weights—in a 
number of differ- 

ent price levels. 

Ask your jobber— 

or write us. 





MICHIGAN 
SINGLE BIT 





COLLINS SCOVIL 
PATTERN HOE 


= COLLINS ¢o. 





LEGITIMUS 


COLLINSVILLE, CONN. 


AXES, HATCHETS, 
BUSH HOOKS, HOES, 
PICKS, MATTOCKS 








COLLINS OFFICIAL BOY 
SCOUT AXE 
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for you in 


KLEINS 


NYONE who appreciates 
good tools calls for 
Kleins when he buys 

pliers. The Klein reputation 
will sell fine tools for you. 
Klein Pliers are made in a 
wide variety of styles to 
meet every need of the 
skilled workman. It will pay 
you to carry Kleins. Check 
up on your stock now and 
order from your jobber. 


Klein Pliers have been 
standard with public utili- 
ties and master workmen 
—‘since 1857.”’ 


Buy from Your Jobber 
Mathias & Sons 
crea BQ EB comnts 
3200 BELMONT AVE., CHICAGO 
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retail trades. Present restrictions are 
oppressive, difficult to observe and 
break down the continuity of servite 
a store is expected to render to its 
patrons. This flexibility should be 
available to smaller employers in 
large communities as well as to em- 
ployers in small communities be- 
cause conditions under which they 
operate are practically identical. 

Regulations permitting employ- 
ment of young persons, desirous of 
learning a business, at wages lower 
than those prescribed for apprentices 
and learners should be permitted in 
the interest of future generations of 
such young persons, that they may 
be instructed in retailing practice, at 
wages which shall be agreed upon 
between employers and those seeking 
instruction while they work; and that 
the various trades may be assured 
of competent help in future years. 

Similar regulations should also be 
made for those physically handi- 
capped or otherwise deficient, that 
such persons may be retained in em- 
ployment at wages justified by their 
ability. 

Number of employees of both 
classes above mentioned should be 
limited in accordance with the size 
of the establishment. 

With these exceptions minimum 
wages and child labor provisions are 
reasonable. They should apply to 
all communities and employers, ex- 
cept that wage scales in construction 
codes for skilled mechanics should 
not be enforced on employers in vil- 
lage and rural communities. 

For the hardware trade, compli- 
ance with minimum, wages under the 
retail code, never has been and it is 
not now, a problem. Our earlier 
briefs filed with NRA at the time 
the original code hearings were held, 
showed conclusively that wages in 
hardware stores were well above 
those sought by other trades grouped 
with us. That reasonable wage situ- 
ation still prevails in our trade as 
indicated by attached statistics. 

Employment has consistently in- 
creased in the retail hardware trade. 
Notwithstanding this employment in- 
crease, typical hardware stores in 
1933 lost money. Further manda- 
tory wage increases would cause fur- 
ther losses to such employers. Sta- 
tistical evidence in support of these 
statements is found in the attached 
report. 

These studies lead to the conclu- 


sion that our Industry is justified in 
requesting the National Recovery 
Administration to exempt from the 
wages and hours provisions of the 
code all stores employing 12 persons 
or less—though continuing them 
under the trade practice provisions. 


Study 


Study made by National Retail 
Hardware Association on the ability 
of the members of their industries to 
further reduce hours and increase 
wages, we are presenting figures for 
the retail hardware trade, since the 
conditions affecting the various 
groups under the general retail code 
are not uniform. 

The facts contained in this study 
were obtained by means of a ques- 
tionnaire mailed to 1700 members of 
this association. These are members 
who have cooperated in a survey of 
operating costs, margins, profits, etc., 
which the Association makes an- 
nually. More than 800 of these 
dealers submit sales figures monthly 
to the association making it possible 
to double check such figures and 
therefore establish a higher degree’ 
of accuracy than is ordinarily ob- 
tainable in such a study. 

An additional advantage of such 
a list is that it had been originally 
established for the purpose of secur- 
ing a proper distribution of dealers 
as to size and geographical location 
to present an authentic cross-section 
of retail hardware trade conditions. 


Returns from the 
Questionnaire 


A total of 1015 returns were re- 
ceived from dealers, which may be 
subdivided as follows: 

(a) Dealers in towns of 2500 
population, or less, em- 
ploying from one to five 
Sree 

(b) Dealers in towns of more 
than 2500 population, 
employing from one to 
five. persons .......... 


(c) Dealers in towns of more 
than 2500 population, 
employing from six to 50 
ONE: c.g eth cds 

(d) Dealers reporting no em- 

ployees on June 1, 1933, 

and with three excep- 

tions, none on December 

PER Sa sieicessk 43 ties 116 


376 


137* 
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THE NEW PREMAX 
FLOATING HEAD SPRINKLER 


with seven exclusive features 


When your customer asks for a lawn sprinkler, 
show him the Premax with these seven exclu- 
sive features: 


@ no metal-to-metal bearings 


rugged — compact — rust- 
proof 


simple adjustment for speed 
covers large or small areas 
throws a mist or heavy rain 
won't dig the softest lawn 


smooth operation—no fric- 
tion or wear 


The new Premax Sprinkler will make profits for 
dealers. Easy to sell. And, because of its won- 
derful construction and new principle, it will 
stay sold—and sell more! 


WE HELP YOU SELL 


Window display, action display, in- 
serts, counter display card, newspaper 
mats which are furnished free help 
you tell the: story. 


Write your jobber at once for 
stock or sample, or, if he can't 
supply you, write us direct for 
Bulletin AWS-35 and prices. 


PREMAX SALES DIVISION 


3800 Highland Avenue 
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Lily White 
WASHITA 


Oilstone 








oo the Natural Grit stone preferred 
‘by Cabinet Makers and Carpenters 


| ONLY NORTON PIKE supplies 
Genuine Lily White WASHITA — 
| a special selection of this well 
| known stone—the favorite of Car- 
| penters and Wood Workers for 
| years. For that final touch to an 
| edge —Lily White WASHITA. 


| Have it in stock for the 
| Genuine Lily White Vv CARPENTER 
WASHITAis avail- 
lable in bench | ¥ CABINET MAKER 
stones and slips. Y WOOD WORKER 
Return the coupon 
vY HOME CRAFTSMAN 
vY MANUAL TRAINING STUDENT 


|for a complete 
CATALOG includ- 

BEHR-MANNING 

TROY, N. Y. 


ing the famous 
Sales Representatives in U.S.A. for NORTON PIKE 





INDIA line. 











BEHR-MANNING -« Troy, N. Y. 
Send us a complete NORTON PIKE CATALOG 


Name. 





Firm 








ee ae ae ae City 


























, Analysis of Returns 

In analyzing the returns the stores reporting have been divided into the 
| following classes: 
F/, os f: i (a) Stores in towns of less than 2500 employing from one to five persons. 


(b) Stores in towns of more than 2500 employing from one to five persons. 
(c) Stores in towns of more than 2500 employing from six to 50 persons. 


GENUINE f 
Ne NETTING 
~ 


ate 


Increase in Number of Employees 








Class Stores Employees Employees Percent of 
Reporting 6/1/33 12/31/33 Increase 
(a) 295 569 616 8.3% 
(b) 376 985 1,117 13.4 
(c) 137 1,667 1,849 11.0 
Total 808 3,221 3,582 11.2% 
Increase in Payrolls 
Class Stores Weekly Payroll Weekly Payroll Percent of 
smoother tension Reporting 6/1/33 12/31/33 Increase 
otier tohandle and cut (a) 295 $9,736.00 $10,571.00 8.6% 
Mentors wer OK Poult Net- (b) 367 18,108.00 21,818.00 16.0 
ome pote new —— (c) 137 34,749.00 39,641.00 14.1 
tandards for exes ” itereiantaits a a Sees 
Fae ‘ ric. oul led with it en- 
BR STRAITLOK. Netting ona Total 808 $63,293.00 $72,030.00 13.8% 
ables you to ™! EVER 
our trade and meet 
on ton of competition. Increase in Sales 
Class Stores Sales Last Sales Last Percent of 
Reporting Half 1932 Half 1933 Increase 
(a) 295 $3,048,705 $3,540,089 16.1% 
(b) 376 5,917,164 6,140,091 3.8 
(c) 157 6,610,966 7,530,189 13.9 
Total 808 $15,576,333 $17,210,369 10.5% 


Oa” co 
. WIRE 3 
L & \ 
INDIANA STE ET imDians 


The Perfect 
Straight-Line Netting 


woven lik 


Easier na 
TRAITLOK Poultry 
pA been the outstand 
e 
ing leader for mo 


ter centu 
it first © 


han 50 uses- wail 
ook your jobber or write direct! 








(e) Dealers whose returns 
were incomplete, or ob- 
viously inaccurate ..... 85 


(f) Dealers whose reports 
were received too late to 
be tabulated .... pen 6 
Total . .. 2S 


(*Only 14 dealers in the class em- 
ploy more than 21 people.) 


Character of Information 


Sought 


The questionnaire contained six 
questions, designed to show the ef- 
fect of the President’s Re-employ- 
ment Agreement, or the Code which 
replaced it, upon the hardware trade, 
and the ability of the dealer to meet 


| the additional expense imposed. 


The information sought was as fol- 
lows: 

1. Number of persons, excluding 
owners or major stockholders, em- 


ployed by the firm on June 1, 1933. 


2. Number of persons, excluding 


' owners or major stockholders, em- 


ployed by the firm on Dec. 31, 1933. 

3. Amount of weekly pay roll for 
week of June 1, 1933. 

4. Amount of weekly pay roll for 
week of Dec. 31, 1933. 

5. Amount of sales for the last six 
months of 1932. 

6. Amount of sales for the last 
six months of 1933. 


The period of June 1, 1933, was 
chosen as a base because it was 
prior to the passage of the NIRA 
and because May and June are the 
largest months, in point of sales, in 
the retail hardware business, it was 
that the figures would show the nor- 
mal force employed at the time. 

Hardware stores use very little 
part-time help and it was apparent 
that the number of people on the 
pay roll on Dec. 31, would represent 
the force permanently employed. 

Comparison of the figures for the 
two periods should give an accurate 
picture of increases in employment, 
and pay rolls, which have been oc- 
casioned by passage of NIRA. 
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STRIKE OUT 
FOR MORE BUSINESS 


NOW! 


Lists That Bring Maximum 
Success To Your Direct Mail 
Sales Promotion Advertising 
And To The Personal Sales 
Contacts of Your Salesmen 


USE- 


We can supply you with 
the following lists :— 


1062 Outstanding Major Hardware Retailers 
whose sales exceed $50,000.00 Annually. 
For $12.00 


12171 Major Hardware Retailers whose sales 
exceed $30,000.00 Annually. 
For $6.00 per M. 


6930 Hardware Retailers whose sales are 
$20,000.00 to $30,000.00 Annually. 
For $6.00 per M. 


15976 Hardware Retailers whose sales are less 
than $20,000.00 Annually. 
For $6.00 per M. 


35077 Hardware Retailers (Complete List). 
For $4.50 per M. 


866 Department Stores handling Hardware 
and Housefurnishings. For $5.00 
ALL LISTS ARE COMPILED IN LOOSE LEAF 
LIST FORM. WHEN DESIRED ON 3’x5” 
CARDS THERE IS AN EXTRA CHARGE OF 50¢ 
PER M. FOR THE CARDS. 


WE ALSO DO ADDRESSING AND MAILING 
OF CIRCULAR MATTER AT REASONABLE 


RATES. 
Ask for Details. 


HARDWARE AGE 
Direct Mail Addressing Dept. 


239 West 39th Street, New York, N.Y. 














Tin value for your customers’ money in 
Eagle 3525 Night Latch! 


Secure, handsome, and stronger than ordinary— 
because Drawn Steel is Stronger than cast iron. 


Strike and Case are beautifully japanned wrought 
steel. The five-pin-tumbler-cylinder is furnished 
with three embossed bow, milled, nickel silver keys. 


Here is a "quality" seller at an attractive price. 





Exposed face of the Cylinder is 
depressed in the ring. 


- 
The Eagle Quality Line 
Night Latches Store Door Sets Wood Screws 
Trunk Locks Padlocks Stove Bolts 
Front Door Sets Cabinet Locks Machine Screws 


EAGLE LOCK CO. 


LE 
26 Warren Street: New York 
Branch Offices: 
521 Commerce St. 179 N. Franklin St. 114 Bedford St. 
Philadelphia, Pa. Chicago, Ill. Boston, Mass. 
Works at Terryville, Conn. 
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Hard Facts 


for the HARDWARE 
TRADE .... 


Compare the old side- 
wheeler with the lithe greyhound liner of 
today. 

What a difference! 

Yet compare also that old- 
fashioned un-uniform, off-color, steam- 
distilled wood turpentine in its early stages 
of development with Newport Steam Dis- 
tilled Wood Turpentine of today—the al- 
ways uniform, the always water-white, 
crystal-pure product that it is. 


It will pay you to stock it for 
your particular paint trade. It thins to per- 
fection and makes the paint flow easier 
from the brush. Newport Turpentine costs 
less as it is produced in huge quantities 
by the largest single manufacturer of 
turpentine in the United States. Stock it 
in drums and lithographed cans, and 
watch your paint trade pick up. 


WATER WHITE 
CRYSTAL 
PURE 


RPENTINE 








MERAL NAVAL SfORES COMPANY, mmc. 
, , PLANTS: De Quiect, La; Pemsacala, Fla; Bay Minnette, Ala. 
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Conclusions from the Study 


The study shows that 808 stores 
have added 361 employees during the 
last six months of 1933, a percentage 
of increase of 11.2 per cent. 

Applying this percentage to the 
43,810 persons estimated to have 
been employed in hardware stores 
on June 1, 1933 (“Brief for Hard- 
ware Retailing” filed in connection 
with the public hearing of the Re- 
tail Code), it indicates that 4907 per- 
sons have been added to hardware 
store forces as the result of improved 
business conditions and operation 
under the retail code. 

In this connection consideration 
must be given to the fact that by 
Executive Order the President of the 
United States has exempted from 
Code regulations stores in towns of 
2500 and less, employing five per- 
sons or less, and it will be noted that 
in such towns the increases in em- 
ployment for such stores has been 
8.5 per cent, whereas in stores of 
the same size operating under the 
Code the increase in employment has 
been 13.4 per cent. 

The study clearly shows that the 
burden of the Code has fallen most 
heavily on employers located in 
towns of more than 2500 population 
and employing from one to five per- 
sons. This class of store predomi- 
nates in point of numbers in the hard- 
ware trade. 

It will be seen that the increased 
payroll of such stores has been 16.0, 
nearly double that of stores of the 
same class in towns exempted from 
Code provisions. This is the result 
of being forced to add additional em- 
ployees in order to’ operate under 
the shorter week provided, as well as 
the necessity for increasing certain 
wages to minimum requirements. 

These increased expenditures have 
placed a heavy burden upon such 
stores, particularly in view of the 
fact that their sales during the last 
six months of 1933 increased only 
3.8 per cent over the same period of 
1932. 

These stores operate with rel- 
atively limited capital. They must 
buy from hand to mouth and, as a 
result, their prices must reflect im- 
mediately market advances which oc- 
cur. Such advances have been dras- 
tic in many hardware lines. Larger 
stores were able to anticipate their 
requirements with the result that 
they did not reflect the full advances 


which took place and enjoyed a 
favorable competitive condition. It 
will be seen that the sales of these 
larger hardware stores increased 
13.9 per cent. 

It is apparent that the hardware 
stores which have benefited most 
from the Recovery Program are those 
in towns of 2500 and less. Efforts 
of the Administration to aid farm 
conditions have resulted in a ma- 
terial increase in purchases in rural 
sections—as compared with 1932— 
and this is reflected in an increase 
of 16.1 per cent in sales of stores 
in towns of less than 2500 popula- 
tion. 

The most serious question which 
confronts the retail hardware trade 
is the ability of smali stores, those 
employing one to five persons and 
located in towns of more than 2500 
to continue to operate under Code 
provisions. 

They have suffered severe losses 
of capital during the depression 
years. The material increase in ex- 
penses which has been necessitated 
by reason of Code provisions cannot 
be borne unless there is a substan- 
tial increase in sales. 

The outlook for such increase, at 
least in proportion to increased ex- 
penses, is not promising so long as 
large buyers are able to anticipate 
requirements and enjoy a competi- 
tive advantage over the smaller stores. 

Nor, for that matter, does it appear 
that any branch of the hardware 
trade is capable of absorbing heavier 
burdens not justified by increased 
sales. Payroll expense for all hard- 
ware stores for the year 1932 was 
18.65 per cent of sales, while the 
margin on sales was 25.61 per cent. 

Experience has shown that there 
is little likelihood of profit in this 
industry if payrolls are more than 50 
per cent margin. With a payroll in- 
crease of 13.8 per cent and an in- 
crease of 10.5 per cent in sales it is 
apparent that a reduction in the per- 
centage of salaries with the conse- 
quent ability to make a profit is 
quite remote. 

Stores operating under the Code 
and employing more than five per- 
sons have found it necessary to in- 
crease payrolls 14.16 per cent while 
the volume of business improved in 
the last half of 1933 by 13.9 per cent 
over the same period in 1932. 

Such stores can doubtless absorb 
this increased payroll expense with- 
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WETS & DRYS 


BOTH SATISFIED 


The new Al. Foss Dry Strip 
Pork Rind settles the wet 
and dry question to every- 
body's satisfaction. 





This famous pork rind can now be had in 
the familiar bottle (wet style) or the new 
colorful metal box (dry style) shown below. 
Many anglers have requested a package 
that could be carried in the pocket. This is 
it. The Al. Foss Dry Strip Pork Rind turns 
clear white when placed in the water, thus 
greatly increasing its attracting power over 
a muddy brown strip. 


Both packages are priced to sell at 35c. Both | 


carry a substantial profit on each sale.Both are 
guaranteed against spoil- / 
age. Why cut your profits 
and increase stock losses 
with the low-priced kinds? 


THE AMERICAN FORK & HOE COMPANY 
Sporting Goods Division Dept. H. Geneva, Ohio 
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| Two Types of 
| Steel Posts 


nationally 


known brands— 


RED TOP 
POST 


Rein forced 
Studded Tee 


e by the 
well known 
top.” 


KEYSTONE 
POST 
TeeRailtype 
| egre positive 
fastener, 
identified by 
a handsome 
“aluminum 
stripe.” 
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POOR FENCE 





So much better 
to sell good fence! 


2 extra values..2 selling advantages 


Light, flimsy fence never pays. All too soon, 
its thin, skimpy zinc coating disappears. 
Then, lack of enough copper in the steel re- 
sults in pitting, pockmarking, fence failure. 
Such fence is a bad bargain for the farmer 
—a bad sale for the dealer. 


How much better to sell Red Brand Fence. 
It defies rust—gives two extra values; 
two big selling advantages. 


A thicker coating of zinc 
Enough copper in the steel 


Red Brand Fence fights rust years longer, 
first, becayse of a patented (heat-treated) 
Galvannealed protective coating of zinc 
MUCH THICKER than you will find on 
ordinary galvanized fence wire. 

Red Brand fights rust, second, because of 
a real copper bearing steel that lasts at least 
TWICE as long as steel without copper. 

Your customers get a fence they can 
recommend to neighbors and friends. Your 
fence business grows—your profits multiply. 


Dealer prices—Agency details 


New Catalog describes Red Brand hog, field 
and poultry Fence, Red Top and Keystone 
Steel Fence Posts, and other wire and fenc- 
ing products. This catalog, dealer prices, and 
all agency details, are sent on request. New 
Fence Building Guide, for promoting 
fence sales, now supplied in quantities. 
Write today. 


Fence may now be purchased under N.H. A. 


KEYSTONE STEEL & WIRE COMPANY 
887 Industrial St., Peoria, Illinois 


RED BRAND FENCE 


Fights rest 2 Ways! Tepper Bearing 
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LANTERN 


Gasoline 
and 


Models 


JUNIOR SIZE WITH 
TRIPLE SALES APPEAL 


HERE is a big demand for a small- 

er lantern, where 150 candlepower 
is sufficient light and where lighter 
weight and compactness are desired. 
The Model R-301 is built to meet this 
demand—and supplies it at a new 
low price for a quality lantern! 


A PROFIT- MAKER ! 


Every desirable feature has been built 
into the Instant-Light Model R-301— 
9 hours of 150 candlepower white light 
on one filling; wind-, storm- and bug- 


proof; can’t spill at any angle; heat- 
proof glass globe; brass fount of 1%4- 
pt. capacity; built-in pressure pump; 
iarge-size, long-life straight gener- 
ator with automatic cleaning needle; 
big, bail-type carrying and hanging 
handle ; large-size reflector. Fount base 
and reflector top finished in durable, 


blue porcelain enamel. 


IDEAL UTILITY LIGHT! 


Only lantern of its size in both gaso- 


line and kerosene models. Gives 12 
times light volume of wick lamp at 
fraction of cost. No wick to trim: no 


chimneys to clean or break; no smoke, 
soot, odor. A modern, safe, simple, 
economical utility light -for all pur- 
poses—farm, camp, cottage or road- 
stand. Thousands want this size of 





portable, light-weight lantern. Now 
you can supoly it at a new low price, 
$5.45>complete with rayon mantle. 
Economical . 
Automatic Instant-Light Mod- 
Hot Water el R-132, with 2 
Amazing new . x 
radiant auto- mantles, gives 15 
matic water hours of 300 can- 
heater. Tiny 7. 
pilot keeps dlepower light on 
water hot. Very one filling. Priced 
low fuel con- at $6.45. Both 


sumption 








Write for full models guaranteed. 
information. 
Send TODAY for complete details and 
discounts on the fast-selling, profit- 


making Radiant line 


RADIANT PRODUCTS, INC. 
102 Radiant Bldg. Akron, Ohio 


ADIANT. 


“PRODUCTS 
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NEW SINGLE 
MANTLE 


Kerosene 














out serious danger. But it may as 
well be admitted that the code has 
not been strictly enforced as yet and 
if machinery is perfected which will 
require strict adherence there will 
doubtless be further increases in the 
number of employees required and 
consequently in operating expenses. 

Supplementing this study, we have 
complied the margin and expense 
figures of 1019 of the dealers re- 
porting for our Annual Survey of 
ihe Retail Hardware operations, for 
1933. These tabulations show an 
average expense of 31.27 per cent 
as against average of 28.73 per cent; 
a loss on the years’ operations of 
2.54 per cent. 

As the merchants reporting to the 
Hardware Survey are generally such 
as may be classified as better than 
average, it is a logical conclusion 
that the average operating loss for 
the entire trade was considerably 
more than 2.54 per cent. 

Now when we get down to the 
figures for typical hardware stores 
irrespective of the size of town we 
find that the situation in 1933 was 
still so serious that any rise in labor 
costs would handicap the hardware 
merchant greatly. The census fig- 
ures for 1933 gave an average annual 
volume of $15,000 for hardware re- 
tailers. 

When we take information for 
1933 based upon what happened to 
stores with sales of less than $25,- 


000 (it would be quite safe to as- 
sume that the average for this group 
was in the neighborhood of $15,000), 
it is found that the typical salary 
per owner was $1383. Now even 
when cash discounts and other earn- 
ings are credited, the typical store 
in this group had a loss on sales of 
3.07 per cent. 

3.07 per cent of $15,000 would 
mean that the average dealer lost 
$460 from the operation of his busi- 
ness. This amount subtracted from 
his salary of $1383 left him an in- 
come of $923 for his year’s work 
and as renumeration for the risk he 
took in the conduct of his business. 
Nine hundred twenty-three dollars 
would be $17.75 a week, a puny 
compensation. This had to also 
cover a return on investment that 
$15,000 business averaged $11,125. 

In other words, the average owner 
received $17.75 a week and abso- 
lutely no compensation for the use 
and risk of his capital. 

The average clerk in 1933 was 
paid $849 or $1.42 a week less than 
the average owner got out of the 
business; the clerk of course, had no 
risk and no capital invested. 

We do not yet have any figures 
for 1934 and while the situation 
doubtless registered some improve- 
ment over 1933 the fact remains that 
any rise in wage costs will impose 
a severe penalty upon the small mer- 
chant in particular. 





How We Get Maximum Returns 
on Onr Advertising Expenditures 


(Continued from page 37) 


When we adopted the procedure of 
pushing the best months, as is here 
explained, we found the gross sales 
percentages in slow months getting 
smaller. But the smaller percentage 
never represented in actual money 
less than the larger percentage of pre- 
vious years, because the year as a 
whole showed an increase. This may 
be clearer to you if you again refer 
to Figure A. We would not care if 
January represented only 1 per cent 
of the year’s gross sales instead of 
5.15 per cent, if the actual money 
were not less than $2,317.50, as arbi- 
trarily shown in Table No. 1. By 
planning our spending, we hoped to 
and have succeeded in pushing the 
best months without increasing our 


advertising cost. We have also ob- 
tained successive yearly increases in 
gross sales and net profits. 

If you desire to “force” business, 
this plan of budgeting your adver- 
tising funds does not work. But for 
a long year-to-year pull this system 
has worked out very successfully. It 
definitely reduces the advertising cost 
per sale, which is of prime impor- 
tance in a seasonal business such as 
hardware. It also reduces expense 
during the months when there is the 
least money coming in. Moreover, it 
allows us to use more newspaper 
space when the larger advertisements 
of competing outlets might eclipse 
ours if we did not have an adequate 
monthly appropriation available. 
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The Egyptian Alphabet 
By Outline Method 


(Continued from page 29) 


is the glue binder in the ink, and 
too much water naturally weakens 
the mucilage. The ink for brush 
work should be about the consistency 
of heavy cream. The ideal show 
card has plenty of margin around the 
edges and tells the message in as 
few words as possible and to be one 
hundred effective should be changed 
as often as possible. 

The two standard types of letters 
most popular for show card writing 
are the Egyptian and Roman die 
bets. The marked difference in these 
two types may be explained thusly: 
All Roman letters are composed 
of thick-and-thin proportions. The 
Roman “A” is made with a light 
slanting or oblique stroke at the left, 
and a thick or heavy oblique stroke 
at the right, and finished off with 
sharp “spurs” at the bottom of each 
stroke. The Egyptian, or what is 
sometimes called “round block,” is 
composed of single strokes of equal 
widths all the way round, and fin- 
ished off squarely at the bottom of 
each stroke. These two types are 
distinctively different and should 
never be mixed together when’ writ- 
ing one word. 

In learning the Egyptian alphabet. 
which is by far the most legible of 
all, the beginner would do well to 
concentrate his efforts in practising 
the five letters of the vowels, A, E. 
I, O, U, for in the formation of these 
letters will be found all the prin- 
cipal strokes used in the construc- 
tion of all letters. 


Wagner Mfg. Co. Issues 
General Catalog No. 34 


Wagner door hangers and tracks, garage 
door hardware, fire door hardware, eleva- 
tor accessories, power operators and over- 
head type door equipment are described 
and illustrated in general catalog No. 34. 
This 132 page book has clear illustrations 
of items themselves and sets in use. Dia- 
grams show operation of sets. Price in- 
formation is given and an alphabetical in- 
dex is included. There are also a classified 
and numerical index in the catalog. Data 
are included on terms, guarantees, deliv- 
eries, engineering service, shipping facil- 
ities, etc. Wagner Mfg. Co., Cedar Falls, 
Towa. 
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ON THE OUTSIDE 
LOOKING IN... 


Even the inquisitive youngster with 
snub nose pressed against your window 
is a prospect for a pair of skates or a 
camp axe. 


The commuter, the farmer, the house- 
wife, all who pass your windows judge 
you and your merchandise by your 
window displays. 





“Business goes where it is invited—,” 
and you will find the window display 
ideas appearing constantly in HARD- 
WARE AGE of great assistance. 


Don’t neglect your best invitation to 
new and increased business. 








JOBBERS! 


DEALERS! 


MANUFACTURERS! 


HERE is the most outstanding improvement in Attachment Plug Caps in all electrical history. 
Because of its absolute safety and greater efficiency, the patented Spring-Action Plug will 
eventually replace all ordinary plugs. This plug will not fall out of ceiling outlets or work 
loose in wall outlets. It will even function in worn outlets. No other plug is like it. It is setting 


a new standard... 


creating new sales opportunity. 


The Spring-Action Plug may be had in a variety of sizes in either bakelite or rubber. A cube- 
tap with Spring-Action Blades is also available. For free samples, prices and descriptive 
information, fill in coupon and mail it to us today. Approved by Underwriter’s Laboratories. 


ATTENTION MANUFACTURERS: Use of the Spring-Action Plug completely eliminates service calls and returned 








merchandise resulting from foilure of the 











Allied Mercantile Co., 11-15 East Runyon St., Newark, N. J. plug to make contact. 
You may send free samples. No obligation. 
Name 5 s 
ae pring fi 
im ame - 10 
“- City | chloe 
tt Jobb Deal Manufacture: 
mn Ameo ATTACHMENT PLUG CAPS 
My Jobber is — 


~1 
“1 








What's New 


for Retail 
Hardware Stores 


“Spring-Action” Counter 
Display Box 

This set-up counter display box for 
“Spring-Action” Safety Plugs and Cube- 


Taps contains a selection of assorted types 
and sizes. In two colors, royal blue and 





chrome yellow, with selling messages in the 
panels. “Spring-Action” wiring devices 
manufactured by the Allied Mercantile Co., 
Newark, N. J. 


Star-Rite Electric 
Heating Pads 384, 385 


Both of these heating pads are packed 
in attractive cartons of modernistic style. 
No. 384 packed in the carton illustrated is 
a standard size, three heat pad. Under- 








writer's approved cord. Available in two 
colors. Voltage 110 (available also in 220 
volts), watts 50. No. 385, packed in an 
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New and Improved Merchandise— 
Display Helps—Sales Liter ature— 
Window Trims— New Packages 
—New Colors—New Deals— 
| oo re eee eT ere 














attractive modernistic carton, is offered in 
maize color in the same wattage and volt- 
age as the model 384. Full size pad with 
warm soft cover, approved cord used with 
three heat switch. List prices in East: 
No. 384, $3.60, and No. 385, $3.20. List 
prices in western states, $3.85 and $3.45, 
respectively. The Fitzgerald Mfg. Co., 
Torrington, Conn. 





Goodrich Industrial 
Rubber Goods Booklet 


Containing 21 pages of useful informa- 
tion, Goodrich’s new book of engineering 
data is designed to simplify the selection 
of belting, hose, and other mechanical rub- 
ber goods for industrial service. Describes 
more than 200 rubber items and has illus- 
trations including more than 100 diagrams 
and photographs. There is a review of belt- 
ing requisites for a wide variety of uses 
as well as helpful tips on installation pro- 
cedure. Supplementing the information on 
conveyor belting, hose, rubber lining and 
many other products are glossaries, tables 
and technical data of wide general interest. 
The B. F. Goodrich Co., Mechanical Divi- 
sion, Akron, Ohio. 


Cardex Nos. 1004 oni 
10051 Pull Hoe 


Designed to do weeding and cultivating 
in one operation. Drawn through soil with 





easy pulling motion killing weeds as it lifts 
soil. Effective between plants and rows. 
Two sizes, 4 in. width with 4% ft. handle 
and 5% in. wide with 5 ft. handle. Gardex, 
Inc., Michigan City, Ind. 


B-2400 Oberdorfer Electric 
Sump Pump and Cellar Drainer 


Model B-2400 Oberdorfer automatic elec- 
tric sump pump and cellar drainer has in- 
duction type motor and is ruggedly con- 
structed of bronze. The maker states that it 
is rust-proof, quiet running and that it will 
not give radio interference. Pump is an 
all bronze unit of centrifugal design with 
open type impeller to allow passing of 








solids. Stainless steel shaft has automatic 
control feature comprising enclosed switch 
positive type, actuated by oversize ball- 
float connected to control rod. Adjustable 
stops on control rod regulate trip of switch 
for pump at various speeds. Will handle 
2400 gals. per hour at one foot head and 
up to 400 gals. at 20 ft. head. Outlet tapped 
for one inch fittings for easy connection to 
pipe or hose line. Large inlet under pump 
fully protected by non-clogging screen. 
Plug and 8 ft. cord supplied. List $37.50. 
Model B-3600, capacity, 3600 gals. per hour 
at 25 ft. head, lists at $60.00. M.L. Ober- 
dorfer Brass Co., Syracuse, N. Y. 
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Never before has a line of utensils created 
so much interest. The new West Bend Matched 
Aluminum is entirely different—and really out- 
standing in appearance. Fresh and new—yet 
—— matched with a single theme of graceful 
ines 


Available in two exterior finishes: the smart 
Satin-Ray with red bakelite trimmings or the 
sparkling Silver Sheen finish with black bake- 
lite. Radiating with appeal from sauce pan 
to the swanky tea kettle, this distinctive line 
is on its way to immediate and pleasing accep- 
tance. And remember—these fine, modern 
utensils are made of durable 18 gauge, pure 
sheet aluminum—yet available at surprisingly 
low prices. 


WEST BEND 





4 qt. Tea Kettle 
Whistles When Water Boils 


One of the popular numbers in the 
matched line—a new tea kettle which 
is really convenient and economical. 
A unique trigger arrangement op- 
erates the whistle cap on the spout— 
when pouring or filling. Note natural 
position of trigger for the index finger. 


Get our illustrated broadside 
and prices on the complete line 
— alive with profits for 1935! 


WEST BEND 


Dept. W302 
Wisconsin 





It is so easy to repair Loose Chair Rungs with “Holdems” 


REMOVE 


Almost every home has 


Hotbe 
loose chair rungs. Schools, OLDEM 


MARK 
REG. US PAT OFF 


colleges, churches, restau- 
rants, clubs, lodges, factories, in- 
stitutions of all kinds, are con- 
stantly using glue, nails, paper 
wads and other makeshifts to try 
to keep their chairs in repair. 
HOLDEMS alone do this job effec- 


tively and permanently. 


HOLDEMS are thin, metal 
pronged inserts that firmly 
grip both rung and socket. 


They are a convenient item for 
many jobs—fastening loose chair 
rungs, arms and legs; table legs; 
mallet, mop, brush and broom 
handles; many types of toys and 
tools; and any dowel. 


RUNG 


] 


INSERT 
HOLDEM 
| 
DRIVE 





Compact Carton for Counter Display 


One Boston store reports that with one carton in the window and one on 
the counter many extra sales are made, for HOLDEMS are an inexpen- 
sive item of general appeal. The Display Carton—black, orange and 
white—holds one dozen 25 ct. boxes, 30 HOLDEMS assorted sizes to a box. 


Consumer Advertising Appears in March 


Introductory advertising in small space will appear in the April issues 
of Popular Mechanics and Popular Science Monthly, out early in March. 
We will fill direct orders but refer purchasers to their local hardware 
stores for re-orders. Why not stock now and bring this business your 
way? Ask your Wholesaler, or by mail. 


A. & F. PRODUCTS, Mfrs., 1 West 37th St., New York, N.Y. 





Packed in Counter Display car- 
tons—5%4”" x 54%” x 1144”—12 
boxes to a carton: $3, less 
33 1/3% retail discount. 


Patented 
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“Jerome, Jr.””’ Wrist Watch 


This wrist watch is a small 8/0 size 
model with Wadsworth case in chromium 
plate and jeweled New Haven movement. 
Available with oval index dial in silver 





finish, or raised roman numerals on a sil- 
vered dial. Choice of leather strap, three 
strand corded leather strap or link brace- 
let. Small enough for ladies’ sport wear 
and rugged enough for men’s wear. Sug- 
gested retail selling price $5.95. (Pacific 
Coast slightly higher.) The New Haven 
Clock Co., New Haven, Conn. 


No. 250 Made-Rite Mixer 


This mixer for fountain and home use 
has a universal type motor for mixing 
drinks, salads, whipping cream, etc. Has 
green porcelain enamel finish, nickel trim, 
nickel plated motor. Heavy aluminum 16 
oz. cup, rolled edge. Height 1514”, base 





51%4” x 6”. Weight packed 7% lbs. List 
price $13.50. For large buyers, 50 per cent 
discount. The Made-Rite Appliance Corp., 
Sandusky, Ohio. 





Stay-Tite XXX Cement 
and Stay-Tite Sealer 


Stay-Tite XXX Cement is for laying can- 
vas, linoleum, rubber, felt, etc. The maker 
states that it is a slow-drying, waterproof 
product which will permanently adhere to 
all materials. Ready for use it is easily 
applied. Offered in large tubes, pint, quart 
and gallon containers. Stay-Tite Sealer for 
deck seams is a semi-liquid product which 
is waterprof andgremains elastic and pli- 
able. It may be flowed into deck seams 
with Stay-Tite Sealer gun. Available in 
three colors: white, black, and mahogany, 
in pints, quarts and gallons. Stay-Tite 
Powder Wood Filler is a compound mixed 
with water to form a putty. Sets quickly 
and will not shrink upon drying, says the 
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maker. For repairing: adheres to wood, 
stone, cement, plaster, etc. Natural wood 
color. Four sizes: emergency, 1, 5 and 10 
Ib. cans. Respective list prices: 15 cents, 
35 cents, $1.65 and $3.00. List prices on 
the cement are: large tube, 35 cents; pint, 
75 cents; quart, $1.25; and gallon, $4.50. 
List prices on Sealer range from 35 cents 
to $6.00, according to color and size. The 
five-ounce capacity sealer gun, pressure 
type, lists at $1.50. Dealer discount is 
33 1/3 per cent. An attractive dealer dis- 
play cabinet is offered free with a $15.00 
stock assortment including Stay-Tite XXX 
Cement, Sealer, Caulking Compound, 
Liquid Glue and Wood Crack Filler. Stay- 
Tite Products Co., 3107 Detroit Avenue, 
Cleveland, Ohio. 





Hold-Heet Winter 
Air Conditioner 
The Hold-Heet Winter Air Conditioner 


for boiler heated homes with radiators 
provides air circulation, filtering and auto- 
matic humidity. Unit comprises steel 
cabinet 25 in. sq. and 20% in. high which 
is suspended from basement ceiling beneath 
grilled opening 16 in. x 25 in. in floor 
of main living room. Humidity supplied 





by large hollow cast evaporator in base 
of unit having capacity of 36 gallons per 
day on hot water systems and 42 gallons 
per day on steam systems. Heat to supply 
necessary energy for vaporizing water is 
obtained by connection to regular piping 
system of heating plant. Balance of 
humidity equipment comprises float switch 
and electric solenoid valve with adjust- 
able flow regulator and adjustable room 
humidistat with pilot light. Air filtering 
provided by two 16 in. x 25 in. Hold-Heet 
filters with their improved viscous coating 
which are mounted on opposite sides of 
cabinet. Air circulation provided by 1/12 
h.p. vertically operating 8 pole Ballentine 
Capacitor motor direct connected to an 
18 in. noiseless planoidal blower operat- 
ing at maximum speed of 800 r.p.m. Air 
volume adjustable up to 1000 c.f.m. by 
means of 100 speed control. Limit switch 
causes fan operation only when there is 
heat in unit. Air circulation and filtering 
is to be obtained independent of humidi- 
stat control and moisture is added auto- 
matically only when required. Blower runs 
approximately one-half of time. Planoidal 
blower said to be noiseless in operation. 
Has static pressure efficiency of 40 to 48 
per cent says the maker. List price, 
$124.50, not installed. Russell Electric 
Co., 378 W. Huron St., Chicago, Ill. 





Keystone Issues Booklet 
“Economy of Good Fence” 


“The Economy of Good Fence” is the 
title of a booklet issued by Keystone Steel 
& Wire Co. It reviews tests made by 
authorities to determine the correct thick- 
ness of zinc coating, the value of the cor- 
rect amount of copper in the steel and 
other factors having effect on the service 
that can be expected from various grades 
of fence. This booklet illustrates and de- 
scribes the advantages of buying good 
fence and tells how to select such fence. 
Keystone Steel & Wire Co., Department 
8, Peoria, IIl. 
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_ EASY TO INSTALL—ANYWHERE 
MADE OF BRASS—TO LAST 


Retails © 
‘sal Under 

‘Wi, $1.00 | 
‘es \ i 


os ANG A 
Share in this 4. Pp = §) 


Shower of \ HOSE CONNECTION 
Shekels by Selling SHO 


THOUSANDS NOW IN USE a 


It’s an invaluable addition to the Kiddies’ Play Yard. 
It will fasten to a post, a tree, a wall—anywhere. 
Summer camps, bathing pools, recreation grounds 
find in PEP-UP convenient installation, economy and 
added enjoyment. 

The PEP-UP makes an ideal low cost permanent 
shower for home basements, industrial plants, club 
locker rooms; any place where hot and cold water is 
available. It can be easily installed with a combina- 
tion laundry tray faucet as a mixing valve. 

It is made entirely of brass and will withstand hard 


Fills a Tremendous Demand 























Sold 


usage indefinitely. Through 
Order from your jobber today. Leading 
Manufactured by 
: Jobbers 
The Schaible Foundry & Brass Company , 





Box 82, Station F CINCINNATI, OHIO 


For the Fifth Consecutive Year 


se VIGORO GARDEN HOUR 


GOES ON THE AIR! 


Featuring 





Mario Chamlee 
Internationally Famous Lyric Tenor 


The Master Gardener 


“America’s Most Influential Gardening Authority” 


The Vigoro Quartet and Symphony 
Orchestra 





Mario Chamlee, as he 
appeared in the opera 
“Marouf” (above) 


The Master Gardener 
(right) 


Beginning February 10, these stars will tell the 
Vigoro story to home-owners and garden-lovers in 
your neighborhood. Tie-in your displays with 
this program and increase your Vigoro sales. 





EVERY SUNDAY AFTERNOON — NBC Red Network 2:30-3:00 P.M. (EST) 


ETT RNR ARNT IE. TEE LE LE ECE EIT 
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Clean Up, Paint Up Displays 
Tie In With Housing Act 


Several new pieces of display material 
are now included in the Clean Up, Paint 
Up, Fix Up campaign including No. 36 
with the caption, “Give your property a 
New Deal, Repair, Remodel, Redecorate,” 
showing interior household scenes and the 
dome of the capitol building. Window 
cards in color emphasize interior and ex- 


Give your property a NEW DEAI 
REPAIR REMODEL 


REDECO 








terior painting and window displays in 
twelve colors emphasize the same. types of 
painting calling attention to advantages 
under the Housing Act provisions. A set 
of four “robot” cutouts—“Clean Up— 
Paint Up—Plant Up—Fix Up” in colors, 
with easel backs, which will be sold only 
in complete sets—is included. A new cloth 
banner, 3 by 10 feet, grommeted, urges 
property holders to clean up, paint up, fix 
up in the Better Housing program. Ban- 
ners. are in brilliant colors and carry the 
official campaign emblem and the Better 
Housing emblem. [Illustrated price list on 
this material is available from the Na- 
tional Clean Up and Paint Up Campaign 
Bureau, 2201 New York Ave., N. W., 
Washington, D. C. 





Diamond Crimp-Nut 


The Diamond Crimp-Nut is for securing 
attachments to sheet metal structures. It 
may be quickly placed in position on a 
partially or wholly completed sheet metal 
structure, even though the back or interior 
of the structure is not readily accessible. 
May be used in hollow section where space 
is closely confined. The maker states that 
usually a 44 in. of space is sufficient and 
that its holding capacity equals that of a 
standard bolt. Hole is drilled or punched 
at desired location; of a diameter sufficient 
to clear threaded portion. Crimp-Nut is 
then inserted. Slight bulge compresses so 
as to permit it to enter hole freely, after- 
ward assuming original form, to prevent 
accidental withdrawal. Work is then placed 
in position. Screw or bolt turned in and 
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tightened. The maker states that when 
fastening is complete Crimp-Nut is crimped 
tightly to metal and that it will not turn 
when screw is entered or removed. No tool 





required for making ordinary attachments. 
Simple turning up of screw expands Crimp- 
Nut. For manufacturers and contractors 
making many uniform attachments the 
company recommends the Diamond Rapid 
Attaching Tool and Diamond Screw Action 
Tool. Crimp-Nut samples available. Circu- 
lar matter is available describing and illus- 
trating Crimp-Nut, and two tools men- 
tioned, together with list price information. 
Crimp-Nut itself illustrated as well as a 
partly expanded Crimp-Nut. Diamond Ex- 
pansion Bolt Co., Garwood, N. J. 





Universal Sandwich 
Toaster No. E69770 


This Universal sandwich toaster and 
griddle with flat grids has aluminum cook- 


ing plates measuring 10% x 5% inches. 
Expansion hinge allows ample clearance 
for waflle batter to raise, and holds upper 
grid in upright position or allows it to rest 
back on handle for two plate surface cook- 
ing. Three in unit package. The same 
company offers the No. E6360 with two 
sets on interchangeable grids, a flat set 
for toasting two large or three small sand- 





wiches, etc., and a waffle set for making 
all kinds of waffles, corn pone, etc. 
Beaumonde pattern of Landers, Frary & 
Clark, New Britain, Conn. 





Issues Catalog On 
Saddlery Hardware 


The Moline Iron Works catalog on 
Saddlery Hardware contains 32 pages of 
illustrations and descriptive matter on col- 
lar fasteners, clips, buckles, hame trim- 
mings, hame tugs, pad bridges and other 
saddlery hardware lines. Alphabetical and 
numerical indexes as well as price infor- 
mation are included in this catalog. II- 
lustrations are large and clear. Moline 
Iron Works, Moline, Ill. 








Continental “Deflektair” 
Window. Ventilator's 


The Continental “Deflektair” ventilator 
is fitted with positive friction lock which 
does not interfere with sliding of ventilator, 
when not in locked position. Lock operat- 
ed by turning lever one quarter turn in 
either’ direction. Lock keeps ventilator 
securely in place, preventing it from fall- 
ing out of window. Well made with oil 


stained wood frame and rich enameled 
metal center. Finished in neutral color. 
Adjustable to any window, assuring privacy 
with window open. Made in four sizes. 
Packed 12 in a crate. No. 83, 8 x 33 in. 
adjustable 21 to 33 in. No. 87, 8 x 37 in., 
adjustable 21 to 37 in. No. 88, 8 x 48 in., 
adjustable 27 to 48 in. and No. 117, 11 
x 37 in., adjustable 21 to 37 in. Con- 
tinental Screen Co., 1323 Book Bldg., 
Detroit, Mich. 





P. & F. Corbin No. 53 
Casement Adjuster 

The P. & F. Corbin No. 53 Casement 
Adjuster has wing nut providing easy 
means of making device fast to a degree 
which will hold casement firmly against 
wind pressure. There is a minimum of 


joints to become loose from wear insur- 
ing that sash will be held steady and with- 
out rattle. Construction throughout is 


sturdy. Sizes are 10, 12 and 15 in. Ma- 
terial is solid or brass or bronze. Design 
and labor saving assembly give this adjuster 
a low price. P. & F. Corbin, New Britain, 
Conn. 
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a - Full Strength in Timber 
i e S] 
Air Dried 
Hand Split Ash or Turned 
Straight Grain Hickory Rungs 
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aking 
— Full Sized Stock 
L . 
a Malleable Automatic Spring Top and Bottom Sections 
Hooks or Lock. Work in Both Same Size 
Any Position Rail Stock Increased 
Sure with Length 
Buy Babcock Air Dried Spruce 
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1. R d Pulley C 1 Be Sure; Be Safe. 
yo ee nn a er Men Risk Their Lives on Ladders. 
— SEND FOR BOOKLET AND 
infor- All Hardware PRICE LIST. 
thee Cadmium Plated 
Is There Anything Better? W.W. BABCOCK CO., Bath, N.Y. 



































NEATEST Sponge Trick 


“9 MODERNIZED PACKING MAKES OLD TIME 


ivacy 


aoe STAPLE A QUICK-SALE-SPECIALTY 








3 in. 
in. On every Anna Sponge there is a HANDY 
So HANGER TAPE (patent pending). Now Anna THIS HANDY HANGER I5 
Ide., Sponge dries out quickly because it hangs-up. A CONVENIENCE FEATURE 
Anna Sponge is sterilized, sealed in cellophane. ON EVERY ANNA SPONGE. 
Package booklet in colors explains many uses. 
vith- Tells how to keep Nature’s most useful article 
— fresh and clean. Send penny post card for full 
esign color circular 15 showing amazing new display 
= that sells Anna Sponge on sight. Don’t forget to 
give your jobber’s name and address. 
AMERICAN SPONGE & CHAMOIS CO., INC. 
47 ANN STREET, NEW YORK 
809 MONTGOMERY STREET, SAN FRANCISCO A MERMAID PRODUCT 
\GE 
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Steel Casting Rod 
Display Stand 


Here is the attractive display piece for 
Premax solid steel casting rods. Display 
is an oil process in red, black, buff, flesh 
and white. Size 13% x 18% in. Equipped 
with easel for standing on the counter. 





Rack built into display to carry four Pre- 
max stel rods, the numbers listing at 50c, 
$1, $1.50 and $2. Premax Sales Division, 
Chisholm-Ryder Co., Inc., Niagara Falls, 


N. ¥. 


Aluminum Goods Mfg. Co. 
Restyles Mirro Ware 


Celebrating its 40th year this company 
has restyled its aluminum ware. Sweeping 
straight line effects are relieved by rounded 
black Bakelite knobs of firm grip type. 
Tea kettle spout has been redesigned for 





speedy filling and pouring. Percolator has 
small spherical glass top. Double boiler 
has a wide inset for easy stirring. Drip 
coffee maker’s appearance has been im- 
proved. Kettles, pots and sauce pans have 
new straight sides and deeply inset covers 
to prevent boiling over. Aluminum Goods 


Mfg. Co., Manitowoc, Wis. 
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Paint Fluid Hose 


“Electric” (DB type) paint fluid hose 
has a tube made of a newly developed 
compound possessing the strength and 
flexibility of rubber, will resist all com- 
mercial solvents and has a long life, ac- 
cording to the maker. Couplings will 
stay in place and maintain a firm grip. 
It is light and flexible and its cover will 
resist rough wear. Made in % in., 5/16 
in., 34 in., 7/16 in. and ¥% in. inside diam- 





eter. Available in any length up to 500 
feet. Electric Hose & Rubber Co., Wil- 


mington, Del. 


Stewart-Warner All Wave 
Battery Operated Radio 


Using an “Air-Cell” battery for power 
these sets will operate for 1000 hours on 
one set of batteries. They are designed for 
rural areas where electric power is not 
available. “Push-lite” dial illumination 
lights dial only when set is being tuned. 
turns off automatically after station has 





been selected thereby saving battery cur- 
rent. Available in consgle or table mod- 
els with attractively designed cabinets. 
Features include 11 to 1 tuning ratio se- 
lector, superheterodyne circuit, variable 
tone control, automatic volume control. 
doublet antenna input system and other 
refinements. Stewart-Warner Corp., 1826 
Diversey Parkway, Chicago, IIl. 


Signal No. 360 Fan 


The Signal No. 360 fan is a 12 in. in- 
duction oscillator model for A.C. current 
only, 110 volts; non-radio interfering. List 
price $14.75. Has cast iron base that 
may be mounted on wall, if desired. 
Equipped with slip clutch oscillator, which 








is also adjustable for non-oscillating oper- 
ation. Cadmium guard. Fan finish is 
black, with four aluminum blades. Dis- 
places 770 cu. ft. of air per minute and 
draws only 48 watts. Equipped with two- 
speed toggle switch, 8 foot cord and rub- 
ber plug. Signal Electric Mfg. Co. Meno- 
minee, Mich. 


“‘Loxseam” Interlocking 
Roofing Sheets 

The “Loxseam” interlocking roofing sheet 
can be applied, unless the weather is too 
windy or the sheets are too long, by one 
man without a helper, according to the 
maker. The only tool required for its 
application is a hammer. Making a solid 
sheet, designed to provide ample provision 
for expansion and contraction this sheet 
cannot be torn out by the wind, says the 
maker. The Edwards Mfg. Co., Cincin- 


nati, Ohio. 
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Feature Le Page's 
This Month— 


After inventory you'll want to show 
merchandise that the consumer is really 


ready to buy. 


Sk - =e Le Page’s Glue is an item that has the 


RUSSIA CEMENT CoO. 


Laboratories and Factory 


GLOUCESTER, MASS. 


call—folks use a lot of glue right through 


the winter months. 


It’s used for mending as well as making— 
and home workshop enthusiasts use oodles 
of glue. That’s why the dealer who dis- 
plays it in windows and on counters usually 
gets his share of sales. Just show Le Page’s 


for the next couple of weeks. 























An Attractive Poultry Fence That Hangs Straight 
And Stays Tight Without Top or Bottom Supports 


OULTRY owners save time, labor and money erecting NET-WICK 

Poultry Fence—it greatly outlasts ordinary poultry fencing which 
makes it doubly economical. Both horizontal and perpendicular wires are the 
same gauge—the twist is complete and “stays put.” Every roll of 


NET-WICK 


Is Made From Open Hearth 
Copper-Bearing Steel 


which resists RUST much longer 
than Bessemer. Lays flat when un- 
trolled—easy to handle. Does not Net-Wick 
buckle, bag or sag. Every operation 150 Ft. Bale 
from raw material to finished prod- 

uct is under the constant supervision of our skilled operators. 


Galvanized before or after weaving. Made in 2-in. Mesh No. 


19 Wire—2-in. Mesh No. 20 Wire and 1-in. Mesh No. 20 Wire. 
Widths: 12 to 60 ins. A profitable seller. 


Ask your Jobber to supply you. 
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Just Off 
The Press 


13th Edition 


HARDWARE AGE 
VERIFIED LIST 


The Authoritative List of 
Wholesale Hardware 
Houses 
The Only List of Hardware 
Jobbers in Book Form 
Pablished 
—_—@— 

Contains the following complete 
lists, needed by all who sell thru 

hardware channels. 


462 Shelf Hardware Jobbers in the 


U.S. 

83 Shelf Hardware Jobbers in 
Canada. 

162 Heavy Hardware Jobbers in the 














































U.S. 

(These are in addition to 326 
Shelf Hardware Jobbers who 
handle heavy hardware.) 

1424 Distributors of Mill, Mine, Steam 
and Machinery Supplies in the 
U 


88 Distributors of Mill, Mine, Steam 
and Machinery Supplies in 
Canada. 

890 Plumbers and Tinners Supplies 
Jobbers in the U. S. 

66 Plumbers and Tinners Supplies 
Jobbers in Canada. 

652 Manufacturers Agents handling 
Hardware and Housefurnish- 
ing Lines in the U. S. 

34 Manufacturers Agents handling 
Hardware and Housefurnish- 
ing Lines in Canada. 

202 — Chain Stores in the 

12 Hardware Chain Stores in 
Canada. 


Relative to the Shelf and Heavy 
Hardware Jobbers, not only are 
their names and addresses given, 
but included are their capitaliza- 
tions, lines handled, territories 
covered, number of men travelled 
and in practically all cases the 
names of the officers and buyers. 
Obviously this is valuable infor- 
mation for those desiring to con- 
tact, personally or by mail, the 
officials of these hardware job- 
bers; useful to their credit de- 
partments and indispensable in 
direct mail sales promotion ad- 
vertising. 


Price $10.00 a Copy 
Remittance with Order 


HARDWARE AGE 
VERIFIED LIST 


239 W. 39th St., New York, N. Y. 





Snyder Comes Back 


(Continued from page 28) 


for Christmas or vacation as these 
clubs do, the Snyder store anticipates 
the hunting season and starts a gun 
club. A sign over the gun rack says, 
“Hunting Season Opens Oct. 17. Join 
Our Gun Club.” Inquiry brings to 
light the fact that you may start pay- 
ing for a nice rifle or shotgun, and 
the payments will be completed by 
the time hunting season opens—when 
you may have your gun. That this 
method of acquiring a gun is popular 
is indicated by the fact that about 
$1,000 worth of guns are sold each 
year. And ammunition! “We sell 
lots of it,” says Snyder. This store 
makes a point of advocating good 
ammunition to be kind to the newly 
bought and highly prized gun. Hard- 
ware dealers located where the hunt- 
ing sport exists will do well to look 
at the method of selling guns out- 
lined here. There is no risk. The 
customer knows he will not save the 
money to “plunk” down for a gun, 
but if he starts to pay into the gun 
club regularly he will have his gun 
paid for and receive it by hunting 
time. 


Cultivating the Youngsters 


Mr. Schanks has some interesting 
things to say about cultivating the 
youngsters of Elm Grove. He be- 
came interested in model airplanes 
that actually fly. He makes them 
himself and is able to impart his 
knowledge to the boys. Result: 
Schanks is something of a hero 
among the air-minded kids. They 
rewarded his interest in more than 


one way. To be sure they have 
bought as many as 1200 planes in 
one month during the peak of the 
interest, but they have actually 
switched their parents to Snyder’s for 
purchases running from $10 to the 
price of a high-grade electric refrig- 
erator. Schanks believes in winning 
the allegiance of the youngsters. 
They not only are loyal, but they 
spread their good word everywhere. 
And they pass it along to the next 
crop of youngsters. The Snyder 
store carries the materials for build- 
ing the planes as well as planes 
ready made as wide as five-feet wing 
spread. Find some such item that 
interests the youngsters and make 
em like you. 


Increased the Lamp Sales 


One of the outstanding things that 
was accomplished by the advertising 
circular was the great increase in the 
sale of electric lamps. Due entirely 
to this circular, the store’s sales of 
lamps have been increased more than 
97 per cent. 

Altogether, a change of location, 
a good advertising plan and ideas 
of merchandising have made things 
rosier for the Snyder Hardware Co. 
The principals of the business be- 
lieve that people are ready to buy 
many things in the coming months 
if they have any sort of improved 
conditions at all. Never in years 
have so many houses needed paint 
and repairs, says Mr. Snyder, and, 
he adds, people really are anxious 
to buy. 





Lost, Strayed or Stolen 


(Continued from page 32) 


time it is cold in the basement, terri- 
bly cold! If the young man finds 
the papers, which is doubtful, in or- 
der to do so he tears open the pack- 
ages, and is usually too tired to tie 
them up again. So, after a while, 
the filing department in the attic or 
the cellar becomes a beautiful mess 
of papers. No one can find anything. 
That is why the valuable time of 
courts, lawyers, witnesses and jurors 
is consumed while hours and days 
are taken up trying to prove some 


event by witnesses, to fix some date 
by witnesses, to prove that the copy 
of a document is a real and true 
copy. As I sat and counted the 40 
or 50 men involved in the case I 
was a witness for, when I thought of 
what it was costing everyone con- 
cerned, I could just see a picture of 
the young fellow (salary, $15 per 
week according to the code) who 
filed those papers, and who after- 
wards attempted to find the papers 
he had filed. 
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Antique Bronze 
Brass - - - Copper 

















Higher Quality Merchandise 
at No Higher Price 


Ask Your Jobber 


HANOVER WIRE CLOTH CO. 


Hanover Pennsylvania 























Sends many 
customers 
to dealers 


Booklet tells how to beautify 
every room in the home and 
increases demand for 


Aluminum Push-Pins 


Moore Glass Head Push-Pins 
Push-less Hangers 

to hang up things easily 
without marring wall pa- 
per, plaster or woodwork. 
Write direct for a supply 
imprinted with your name. 

Wherever displayed, 
our new all-metal Revolv- 
ing Display Cabinet, 
holding the popular as- 
sortment of 72 window- 
front Packets, makes 
continuous sales. 


Your Jobber Will 
Supply You 


MOORE PUSH- 
PIN CO. 


113-125 Berkley Street 
Philadelphia, Pa. 
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—GARDEX— 


NEW AND 
REVOLUTIONARY 

HAND GARDEN TOOLS 
WITH THE TIME 

AND LABOR SAVING 
“SOIL-FLOW” PRINCIPLE 





Bom you and the gardener will 
marvel at the ease with which you 
can do things with GARDEX Tools— 
you'll cultivate bigger and more sales 
—he'll get better gardens—and both 
will be done with surprisingly little ef- 
fort. 


GARDEX Garden Tools are new in de- 
sign — different in principle — back- 
aches, and long hours of hard tedious 
GARDEX profits work are foreign to 


get full informa GARDEX Tools. They 


tion now. Assure 
Share of the prot. have changed an age- 


made with GAR- old habit. 








TV 4 12 


MICHIGAN CITY INDIANA 
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Valuable Asset 


Winston-Sacem, N, C.—We received 
copies of the Harpware AcE Directory 
or “Who Makes It?”, and it seems to 
us that this book is very complete and 
should be a very valuable asset to those 
fortunate enough to receive a copy 
of it. 

W. N. Drxon, President, 
Brown-Rogers-Dixson Co. 





Very Useful 


PittspurcH, Pa.—The Directory or 
“Who Makes It?” Issue of HARDWARE 
AcE came duly to hand and we are 
very much pleased with it. We have 
not had time to study same carefully 
but know that it will be very useful to 
us for future reference. 

H. J. MENGEs, 
Joseph Woodwell Co. 





Used Frequently 
CHAMBERSBURG, Pa.—We have fre- 
quent use for Harpware AcE Directory 
and find it a great help. 
Norman O. Huser 





Valuable 


PitrssurcH, Pa.—Wish to acknowl- 
edge with thanks the receipt of copy 
of Directory of “Who Makes It?” 


838 


This book is very much appreciated 

and valuable, and is used almost daily. 

Georce H. Kuauss, Secretary, 
Scarborough & Klauss Co. 





Used Continuously 


Jersey City, N. J.—We have re- 
ceived your recent issue of “Who 
Makes It?” and find is very useful and 
we refer to it continuously. 

O. DAUGHERTY, 
Stone Bros. 


Best Yet 
LANCASTER, On1I0.—Fine. Best yet. 


Many thanks. 
Martens-Winter Hdw. Co. 





Of Never Ending Value 


Kineston, N. Y.—We have received 
our copy of Harpware AGE and wish 
to state that we find same very useful. 
It is of never ending value to us and 
we appreciate all the efforts you have 
put forth to improve this catalog. 

R. H. Herzoc, 
Herzog Hardware & Paint Co., Inc. 





Very Helpful 


Newark, N. J.—We are taking this 
opportunity to thank you for the copy 
of your Directory. 

We find this book to be very helpful 
for our Purchasing Department. You 
may be assured our appreciation will 
be shown toward you, by boosting the 
Harpware AGE, to our very utmost. 

J. J. Sasre, 
Phoenix Hardware Co. 





Needed 


HoneEspALe, Pa.—We like the Direc- 
tory a lot. Just what is needed. A 
fine job. Thanks a lot. 

Murray Co. 


re Telling Us 


Many Wholesalers and Retailers Express 
Appreciation for Hardware A ge Directory 
and Catalog Edition Just Out 


Patronize Advertisers 


Marvsoro, Mass.—As the new year 
is with us once more we think it a good 
season to write you and thank you for 
the service rendered in sending us 
“Who Makes It.” We find it very 
handy during the year and we try to 
patronize the advertisers’ products 
through jobbers. Perhaps the “Lawn 
Mower” division for parts on trade 
name mowers’ leads takes us to the 
book more than any other item. 

Thanking you and best wishes for 
the new year. 

J. J. Haney. 


Helps Find Items 


CLEVELAND, Ou10—We acknowledge 
receipt of and thank you for your 
HarpwakeE AGE Directory, although this 
acknowledgment is rather belated. We 
are delighted with and surprised at its 
range of matter and uptodatedness. 
We find considerable use for it in lo- 
cating items “foreign” to our line* 
which we are called upon very fre- 
quently to supply for our customers. 


Wm. Ke ty, Purchasing Agent, 
The W. M. Pattison Supply Co. 





*In the Mill Supply business. 


Can’t Be Excelled 


Ristinc Sun, Mp.—Our copy of Harp- 
warRE AGE Directory just received. 
Please accept our sincere thanks for 
same. It is certainly a useful book of 
information to every hardware dealer 
who is fortunate enough to receive it, 
and as a matter of reference we do 
not believe it can be excelled. 


Haines & Kirk 


HARDWARE AGE 





ra 





-dge 
your 
this 


t its 
ess. 

lo- 
ne* 
fre- 
ers. 


ent, 


Co. 


RD- 
ed. 
for 


ler 
it, 
do 








FESR OCP PS SOD L*SSCASPSSOCECOOEe® 


Unequaled 
sales opportunities 
IF YOU CARRY 


White Mountain 





Tue improved triple motion White Mountain Ice Cream 
Freezers, through their world-wide reputation, offer un- 
equaled sales opportunities. Their construction is superior 
to any on the market. They wear better, and are simple, 
sure and smooth in operation. In addition, a proposed 
national advertising campaign will increase still further 
your sales opportunities. Insist on the best known freezer 
—the Triple Motion White Mountain Freezer. 


Sold only through Jobbers. Manufactured Exclusively by 


The WHITE MOUNTAIN FREEZER COMPANY, Inc. 
Nashua, New Hampshire 





o- 


GAPE WEI. 


AMERICA’S 

BLUE RIBBON 

HORSE NAIL 
* 


The most widely adver- 
tised and best selling 
Horse Nail on the market 
+ 
Packed in Heavy White Cartons 
Printed in Blue 







MANUFACTURED BY 


| THE CAPEWELL HORSE NAIL Co. 


POP ESP HAD H 8 HO SHSEPSOOSCHBDOOD % 


HARTFORD, CONN. 











INCREASE YOUR 
FENCING PROFITS! 


Write for new catalog and our interesting proposition. 


W. F. ROBERTSON STEEL & IRON CO. 








73 Elm St. Cincinnati, Ohio 


OBERTSON 


CINCINNATI 


CHAIN LINK 


FENCING 


FEBRUARY 28, 1935 












































wad Mee 
. ‘ : 
. 4 } 1 
Pile il - os he 
~~ ¥/ 
te" AY 97, La 2.22 
; A oy eS oti: 
“ms SNPS SE 
"3 cS 
< 
5 
x Z *, “a 
ty ret e Pe Vx) v 
. ; 
Pa EA AE, ‘ 
ee 5 5 “FAA andy Bh 
VelehP 1 y Souci Oa A 
PERC aed > = 








~ New NORWOOD 
Welded Flower Guard 








Patented 
































Style No. 151 
Here’s a new welded flower guard that has real eye appeal! 
Its attractive design and ease of erection make an instant 
hit with lovers of flowers. Let us give you complete informa- 
tion on the new NORWOOD flower guard. 
If your jobber doesn’t stock Norwood Fence Products, write to 


H. L. BROWN FENCE & MFG. CO., INC. 


Owned and Operated byW.F.Robertson Steel & Iron Co., Cincinnati 


Oakley, Cincinnati, Ohio 
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How’s The Hardware Business? 


(Continued from page 37) 


Electric Co. on all brass shell sockets 
of pull chain, key and keyless, and 
push through types. This reduction 
does not affect porcelain or bakelite 
sockets. 

* 8 # 

1934 sales of paint, varnish and 
lacquer products, based on data re- 
ported to the Bureau of the Census 
by 586 identical establishments, totaled 
$282,463,000, compared with $222,761,- 
000 in 1933, $203,323,000 in 1932, and 
$278,442,000 in 1931. 


* * * 


Window glass is in quiet but 
somewhat improved demand. There is 
a general feeling among the larger dis- 
tributors that prices are still too low 
to be long maintained, even following 
the one advance which occurred late 
last year. 

* * *# 

Copper rivets and burrs were 
reduced about the middle of February 
one cent per pound, affecting only the 
quantity purchases of the larger dis- 
tributors, but such changes are usually 
passed along to the trade and are al- 
ready commencing to appear in some 
of the jobbers’ quotations. The manu- 
facturers’ schedules are firm on all 
small lot sales. 

x * * 

Automatic and repeating shot- 
guns for wildfowl shooting have been 
restricted to three-shell capacity. The 
new amendment, recommended by the 
biological survey, and approved by the 
President on February 2d, provides 
that migratory game birds may not be 
taken “with or by means” of any auto- 
matic-loading or hand-operated repeat- 
ing shotgun capable of holding more 
than three shells, the magazine of 
which has not been cut off or plugged 
with a one-piece metal or wooden filler 
incapable of removal through the load- 
ing end thereof, so as to reduce the 
capacity of said gun to not more than 
three shells at one loading.” This long- 
looked-for reduction in the number of 
shots that may be fired in succession 
without reloading has been long advo- 
cated by sportsmen. It means that five 
and six-shot repeaters are banned from 
the duck blind and that shooters who 
have double extensions on their auto- 
matics, making it possible to fire nine 
to ten shots continuously, must plug 
or abandon their guns. Repairs nec- 
essary to bring guns within the provi- 
sions of the new regulation, it is point- 
ed out, will cost little, and arms com- 
panies, having in mind the interest of 
sportsmen now in possession of such 
guns, have agreed to cooperate in this 
conservation measure. 
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Sales of hardware at wholesale 
and retail, since last reported, are not 
greatly changed from those of last 
February. Substantial gains on some 
specialties, and on household goods, 
and a lively general demand in cer- 
tain localities, are offset by quietness 
on staple sellers and by dullness in 
other sections of the country. Unit 
volume, for the most part, continues to 
gain over last year, but is modified by 
a further drop in average prices. The 
Fairchild retail price index recorded a 
decline of half of one per cent last 
month, and stood 2 per cent under the 
average for the same date last year. 


* * * 


The upward trend in business 
throughout the southern states contin- 
ues, with all tradesmen generally op- 
timistic. Retail trade shows most of 
the upturn. Sales of hardware have 
not gained as much as those of dry 
goods and clothing, which have been 
running more than 25 per cent above 
those of a year ago and also well above 
the five-year average. Good rains have 
fallen, and the agricultural outlook is 
brighter than it has been for a long 
time. Range is good throughout the 
southwestern stock country, and farm- 
ers are busy preparing land for spring 
seeding. Building and real estate 
activity show moderate increase. Re- 
lief workers report a decrease in relief 
cases, as quite a few unemployed are 
being absorbed in industry. 


* * * 


The Bond Electric Corp., Jersey 
City, N. J., has issued, effective Feb- 
ruary lst, a new price list on radio A, 
B, and C batteries. An announcement 
accompanying the new price list out- 
lines a plan under which the manufac- 
turer is furnishing gratis a Bond No. 
2112 flashlight case with every Bond 45 
volt radio B battery purchased by the 
ultimate consumer during the months 


of February, March, and April, 1935. 


* + 


The Micklin Mfg. Co., Omaha, 
Neb., manufacturers of the Micklin 
dual corner, report 1934 sales of more 
than 1,000,000 corners. M. D. Micklin, 
president of the company, expects the 
1934 record to be doubled. The com- 
pany’s double corner has been so 
widely accepted that a single corner 
for general repair work is now being 


made. 
* * * 


The Marble Arms & Mfg. Co., 
Gladstone, Mich., has announced a re- 
duction in price from $2.00 to $1.50 on 
the Marble No. 60 sport knife. The 


quality of the knife remains un. 
changed. 
* * 

The low prices on scythes, as of 
December 12th to February Ist, 1935, 
were withdrawn on the latter date by 
scythe manufacturers, and former 
prices, as of September, 1934, are 
again effective. 

* * * 

January unit sales of the Barton 
Corp., West Bend, Wis., showed an in- 
crease of 51 per cent over the corre- 
sponding month last year, according to 
A. H. Labisky, president. Units sold 
in 1934 were 25 per cent above the 
total for 1933. 

* * * 

The National Metal Products 
Co., Waterloo, Iowa, reports January 
sales on the company’s National Water- 
matic washer as 700 per cent ahead of 
December. James G. Brown, general 
sales manager, states that the factory 
is operating at capacity and running 
seven days a week. 

* + * 


An increase of 41 per cent in 
1934 over 1933 business is reported by 
the Delco-Heat Division, Rochester, 
N. Y., of the Delco Appliance Co., sub- 
sidiary of General Motors. The in- 
crease shown by the oil burner indus- 
try as a whole in 1934 over 1933 was 
17 per cent. 

* * * 

The average number of em- 
ployees at the plants of the Wheeling 
Steel Corporation in the first week of 
February reached a total of 18,329, a 
new high record surpassing the total 
of April, 1929, the year of great steel 
activity, by 488. The previous high 
record was established in April, 1930, 
when the number was 18,244. 


$$ © @ 


The rate of general steel opera- 
tions last week declined 3.3 per cent 
to 49.1 per cent of capacity, according 
to the American Iron and Steel Insti- 
tute. The rate compares with 50.8 per 
cent a week previous—49.5 per cent a 
month previous, and 43.6 per cent a 
year previous. Consumption of fin- 
ished steel did not show a correspond- 
ing decline. The automotive, agricul- 
tural implement and _ miscellaneous 
manufacturing demand was well sus- 
tained. Pig iron producers have speci- 
fications for more tonnage in February 
than in January, despite the shortness 
of the current month. 

* * * 


Notwithstanding the rather se- 
vere weather conditions which pre- 
vailed during January, the volume of 
building permits showed a marked in- 
crease, as compared with December 

(Continued on page 92) 
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JUST A DOG'S LIFE-THAT’S ALL 

, NG oe a: COME ON, BOYS, 

NP es Y FOLLOW THE ‘ 
BUSTER—BUT HE = , : 

: . HAS TO LEARN! Ree . Z 


NOT THIS TIME BUSTER, YOU 
MT LIKE 7 AF 40" 











New Use For “Black Leaf 40” 
Creates New Customers 


a of home owners are being told through national 
advertising that ““Black Leaf 40” repels dogs. They do not 
lixe its fumes and will not stop to discolor and possibly kill 
evergreens and shrubbery. Just a little “Black Leaf 40” sprayed 
on the lower branches stops the dogs. 

This new use for “Black Leaf 40” is creating an ever widen- 
ing demand—a demand that knows no particular seasons. 
Check your stock and get set to cash in on the profits made 
possible. Your jobber can supply you. 


FREE DISPLAY MATERIAL 


Ask for our FREE display kit. It contains counter displays, 
booklets, spray charts, dealer 
ads and other helps to aid you 
in making more sales. 


Tobacco By-Products & 
Chemical Corporation 
Incorporated 
LOUISVILLE, KENTUCKY 











During 1935 Most Customers 
Will Be From “MISSOURI”’?/ 








You'll have to “SHOW” merchandise to SELL them. 
Hidden items won’t get a chance. Goods displayed with 
HELLER Sales Producing Store Equipment will “Stand 
out” like a towering giant—command attention and 
MOVE with the crowd. Pep up your sales with these 
modern fixtures that soon return their cost in increased 
sales and profits. 

Send for Catalog No. 353. It gives complete details of 
EQUIPMENT and explains the convenient time payment 
plan which will enable you to have a modern store with 
a@ small cash outlay. 


DISPLAY TABLES— 


If you only need tables or glass compartments ask for table 
folder No. 1035H. 


W. C. HELLER & CO. 


700 Bryant St., 20 Vesey St., Suite 406, 
Montpelier, Ohio New York City 




















SASH CHAIN 


Chain—Jack, Safety, Ladder, Register, 
Furnace. 


Screws— Wood, Drive, Coach, Machine, 
Cap, Set, Thumb, Lock Cap, Knob. 


Bolts—Stove, Tire, Sink. 


Nuts—Semi-Finished, Machine Screw, 
Acorn Cap. 


Escutcheon Pins. 





THE CORBIN SCREW CORP. 
THE AMERICAN HARDWARE CORPORATION, SUCCESSOR 
NEW BRITAIN, CONN. 
Warehouses: 


New York Chicago 
Philadelphia 
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U. S. Stainless Enameled Ware 


Chrome Plated Covers on Brass 


Three Finishes: Ivory Red Trim— 
Ivory Green Trim, and White 


7 BEST SELLERS 


2 only 2 ad. Percolators 

ee - Covered Pots 

— ee 1% * Double Boilers 

- = a ~ Covered Pans 

= 3 * Tea Kettles 

. = 10 - Oval Dish Pans 

s © 3 Pcs. Sauce Pan Sets 

14 Pcs.  5.0:60.0.4-0-0 006.0 0dasneae $15.20 
RETAILS FOR .......... $23.00 


When ordering—specify color 


UNITED STATES STAMPING COMPANY 
Quality Enameled Ware 
Moundsville, W. Va. 
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SKAT 


Metal Polish 


Send for sample 





— 
Put up in ' pt. to gation cans. One of the best 
polishes made. Banks, Fire departments, Beat 


lines, Institutions, ete., are large users. 


SKAT CO., Hartford, Conn. 


35 years in business 








naw? ‘Ss 


“CENTRAL PARK” Lawn Grass Seed 


“ae Famous Since 1875 


We also represent the 
Pasteur Vaccine Laboratories of France 
“PASTOXINE” RAT KILLER 
Not a poison 
Write for dealer prices 
RADWAY-McCULLOUGH SEEDS, Inc. 


115 Broad Street New York City 








The Original 
«at “HORSESHOE MAGNET” 
= HAMMERS 


Steel Forgings, Perma- 
nent Magnets. The best 
magnet hammers on the 
market. Give long and 
satisfactory service. The 
Hammer holds the tack. 


ARTHUR R. ROBERTSON 


Sole Manufacturer 
596 Atlantic Ave., Boston, Mass. 














U. S. and For. Reg. 





NO SOLDERING 
TROUBLES 


For your customers, who 
a =— DE. pitty 


buy 
NOKORODE x help to 
make your store supply 
headquarters for all who 
solder. 
Ask your jobber for the 1 
dozen display carton. 


THE M. W. “er co. 
Providence, R. |., U. S. A. 


a OKORODE wv 





KRUSTOFF 


Cleans and prevents 
rust on polished top 
enameled stoves ... 
ovens ... furnaces. 
stove-pipes . .. tools 
+ » machinery. 
Made and sold by the 
makers of Stovink. 
JOHNSON’S LABORATORY, 


Woreester, Mass. 











You'll find REAL 


Sales Representatives 
advertising in the 
Sales Accounts Wanted 
Columns 
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Iowa Convention Report 


(Continued from page 47) 


Trade, St. Paul, Minn., as the next 
speaker presented a summary of a sur- 
vey on sales policies of manufacturers 
as recently reported to his publication, 
and quoted some of the unsatisfactory 
answers received during the survey. 
The concluding address at Wednes- 
day’s session was delivered by N. E. 
Given, president, N.R.H.A., Bemidji, 
Minn. President Given reviewed the 
accomplishments of the national dur- 
ing 1934 and described the efforts that 
are being made to place hardware 
dealers in a position to meet the price 
competition of chain, mail order and 
syndicate stores. 

At a special session Wednesday 
evening the talking movie, “Forward 
America,” was shown through the 


| courtesy of Knapp & Spencer Co., 


wholesale hardware, Sioux City. Geo. 
M. Evenson, vice president and sales 
manager of the company, explained 
the intent of the picture preceding 
its presentation and explained how 
dealers could obtain it for a show- 
ing in their communities. The picture 
depicts the ravages of chain stores on 
the general welfare of communities in 
such a manner that the facts may be 
quickly grasped by lkousewives and 
other consumers. 

John DeWild, secretary, National 
Merchants Association, St. Paul, was 
the first speaker at Thursday’s session. 
Mr. DeWild discussed “The retail 
salesman as customers see him,” out- 
lining the proper things to do, and 
pointing out the things to avoid in serv- 
ing customers. Following Mr. DeWild’s 
address, Ernest H. Fabritz, Ottumwa, 
paid a surprise tribute to Mrs. Louis L. 
Hill, wife of the association’s presi- 


; dent, and presented Mrs. Hill with a 


huge bouquet of roses. Secretary- 
treasurer, Philip R. Jacobson, Mason 
City, next presented President Hill 
with a gavel. made at the homework- 
shop equipment demonstration held in 
Coliseum exhibit of the Harper & Mc- 
Intire Co., wholesale hardware, Ottum- 
wa. Another gavel was also presented 
for the incoming president. 

“Boosting sales volume with larger 
unit sales” was the title of the address 
then delivered by V. F. Hannon, assis- 
tant sales manager, Barlow & Seelig 
Mfg. Co., Ripon, Wis. Mr. Hannon 
stressed the need for aggressive out- 
side selling activity on the part of deal- 
ers. In discussing the objections usu- 
ally offered by dealers for not attempt- 
ing to do a real selling job on articles 
of relatively high unit value, he said 
that the alibi is either that they are 
opposed to the principles involved in 


installment selling, or that they do not 
have the proper kind of a sales force. 
He declared that financing offers no 
problem and that the average store 
salesman is a good outside salesman 
when he is offered an incentive. 

Glendon Hackney, assistant editor, 
Hardware Retailer, Indianapolis, spoke 
on his publication’s Sales Manual, and 
emphasized the importance of having 
capable salesmen. Hobart Thomas, 
Creston, then introduced a resolution, 
which was adopted, protesting the pro- 
posed appointment of Gen. Robert E. 
Wood, president of Sears, Roebuck & 
Co., as chairman of the NRA. The 
final speaker at Thursday’s session was 
Secretary Jacobson, who had, “Is there 
a future in the hardware business?” as 
his subject. He declared that the busi- 
ness offers a future for those who are 
willing to work hard. He gave sev- 
eral examples of merchants who have 
made money despite adverse conditions, 
and explained the methods that brought 
results to these dealers. He said that 
independent dealers are going to have 
chain store and keen price competition 
in the future just as in the past, and 
declared that 65 per cent of the retail- 
ers problems are their own. He sug- 
gested that wholesalers pool their buy- 
ing on highly competitive items, and 
urged both wholesalers and dealers to 
try collective effort. 

On Thursday night an “Old Heidel- 
berg” entertainment was staged at the 
Savery, which was preceded by an old 
time minstrel show, and followed by 
dancing. On both Wednesday and 
Thursday, special entertainment for 
the ladies had been arranged by the 
Ladies Auxiliary, which held its 17th 
annual session during the convention. 

Friday morning’s session was a closed 
session devoted to a forum discussion 
of public utility merchandising, the 
reports of committees, and the election 
of officers. At this session a resolu- 
tion was also adopted opposing the 
practice of some public utility compa- 
nies in absorbing losses incurred in 
merchandising activities as a part of 
the general utility operating costs. 

At the election the following officers 
were chosen: president, Harry J. Vieth, 
Oakland; vice president, J. A. Van 
Ness, Mason City; and Philip R. Ja- 
cobson, secretary-treasurer, was re- 
elected. Directors are: Charles Jen- 
sen, Graettinger; Harry Jacobs, Daven- 
port; Frank Rodgers, Ames; and C. B. 
Bjornstad, Spencer. Members of the 
Advisory Board are: Louis E. Hill, 
Postville; E. E. Brenner, Marshall- 
town; and Ernest H. Fabritz, Ottumwa. 
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= the (Members ri 


American Hardware Manufacturers Association 


and 
Southern Hardware Jobbers Association 


Welcome to the 


MIAMI BILTMORE HOTEL 
Miami, Florida 
**Center of the Wintertime World” 


—@oe- 
Here’s to your Convention’s success, April 8, 9, 10 and 11 
vacation ever conceived.” The Miami Biltmore schedule 


see and your personal enjoyment of “the most amazing 
includes many extra courtesies for you. 


ADVANCE REGISTRATIONS ARE EXTRAORDINARILY MHEAVY. MEMBERS ARE URGED TO 
RESERVATIONS AS EARLY AS POSSIBLE. WRITE OR WIRE DIRECT TO CONVENTION DEPARTMENT. MIAMI BILTMORE 


HOTEL, MIAMI, FLORIDA. 








Loma again On the Air— 
now from”America’s Little House” 


Sunday, March 3rd, at 12:15 P. M., Loma goes 
back on the air with a series of broadcasts 
over WABC and 14 other key stations of the 
Columbia Chain. This program emanates 
from the Columbia Broadcasting System’s 
Studio in America’s Little House —“ the 
country home in the heart of New York 
City”. It features the horticultural authority, 
E. L. D. Seymour, and will send listeners to 
your store for Loma and a copy of our in- 
teresting and educational booklet—“Good 
Gardening”— edited by Mr. Seymour. 
















For leaflets. booklets, window mate- 
rial, newspaper cuts and mats, write: 
Loma, 61 Broadway, New York City 











DEALERS WANTED 


You can easily sell Corona—a wool fat com- 
pound made of the superior oil extracted from 
sheep’s wool. Nothing like it for wounds, 
injuries to farm animals. Hastens healing of 
COWS’ cracked, chapped teats, caked, 
bruised udders, HORSES? galled shoulders, 
barbed wire cuts, packing for cracked hoofs, 
corns, thrush. The reliable standby for years 
on thousands of farms. Demand now rapidly 
a oye yen interest in animal 
bs reeding and care. Big 8 ounce tin 
page od F iy od Being Made ellis for 60c—20 ounce can, $1.20. 

n idely Advertised We supply attractive display mate- 
CORONA Wool Fat—A Big rial FREE. Easy 
Seller For 26 Years — Every profits for Nesdivers 
Farm, Dairy, Ranch, A Pros- stores. Write for 


prices. 
The Corona Mfg. Co. 
372 Corona Bldg., 
Kenton, Ohio 







pect. Every User A Life- 
Time Customer. 


CORONA 


Woot FAT 














Blades That CUT 





No. 080 6x 


HYDE manufactures Quality Blades for cutting 
Leather, Rubber, Cloth and other materials. 

Give your trade HYDE blades—they cut better, and hold 
their cutting edges longer. 

Main Office and Factory 
HYDE MANUFACTURING CO. 
SOUTHBRIDGE, MASS., U. S. A. 

16 Warren St. 440 So. Dearborn St. 
NEW YORK CHICAGO 


KNIVES and BLADES for EVERY INDUSTRY 

















Silver Lake Sash Cord 


GUARANTEED FOR 20 YEARS 


TUBEHANKS 
Put-Up 


Silver L ike 


99 Cr 


‘0. 


r 
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TOOLS & SUPPLIES 


Fully Illustrated Catalogue 
Gladly Sent Upon Request 


TROW & HOLDEN CO. 


Barre, Vermont 

















KNOWN QUALITY Means Easy Sales 


Satisfied Customers 


SHARK BRAND CHISELS 












TRADE MARK 


are made in 


Beware Sweden from 
of finest Charcoal Steel. 
imitations Sturdy and well made. 


Discriminating workmen ap- 


preciate their known quality. 
Because of their reputation as de- 
pendable tools, they sell with little 


effort, which means sure profits to you. 
Stocked by leading jobbers, or write 


SANDVIK SAW & TOOL CORPORATION 


107-109 Lafayette St. 740 Washington Ave., North 
New York, N. Y. Minneapolis, Minn. 
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CLASSIFIED OPPORTUNITIES SECTION 





Positions Wanted Advertisements 


at special rate of one cent a word, mini- 
mum 50 cents per insertion. 
All Other Classifications 

Set Solid, Maximum of 50 words. 

Each additional word ........+.++ 
All Capitals, Maximum of 50 words. 4.00 

Each additional word .06 

Allow Seven Words for Keyed Address. 

Boxed Display Rates 


1 inch 
Each additional inch 


eee eee eeeeeeee 





Use this section to reach Hardware Manufacturers, Manufacturer’s Agents, 
Jobbers, Jobber’s Salesmen, Retailers and Retail Salesmen 


® CLASSIFIED ADVERTISING RATES ¢ 


Discounts for Consecutive Insertions 
4 insertions, 10% off; 8 insertions, 15% off. 
Due to the special rate, these discounts do 
not apply on Positions Wanted Advertise- 

ments 


— cs _ 
REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order, 
not currency. 


— — _— 
HARDWARE AGE is published every other 








Thursday. Classified forms close 13 Days 
previous to date of publication. 


NOTE 
Samples of Literature, Mer- 
chandise, Catalogs, etc., will 
not be forwarded. 

Address your qumapentnate and replies to 
HARDWARE AGE 
Classified Opportunities Dept. 
239 West 39th St., New York City 








BUSINESS OPPORTUNITIES 


HARDWARE STORE WITH PAINT LINE, 
established thirty years in good location of Long 
Island, doing $100,000 a year business. Address 
Box B-618, care of HARDWARE AcE, 239 W. 39th 
St., New York City. 


OPPORTUNITY TO REDUCE YOUR IN- 
VENTORY. We are in the market for Job Lots, 
Seconds, Discontinued Items, Close-outs, etc., of 
Hardware, Mechanics’ Tools, Electric Appliances, 
Housefurnishings and Cutlery. Send samples and 
quote your prices for the lot. Address Charles 
Weiland, Inc., 149 Chambers St., New York City. 


NORTHERN PENNSYLVANIA — GOOD 
CLEAN STOCK of hardware and fixtures for 
sale with inventory about $12,000. Building and 
warehouse for sale or rent. Population in trad- 
ing area 10,000. Old established business in the 
best small town on the Roosevelt Highway. Not 
interested in auctioneers or lot buyers. Address 
Box B-614, care of HarpwaAre Ace, 239 W. 
39th St., New York City. 


SALES REPRESENTATIVES WANTED 


WANTED—SALESMAN CALLING ON 4 
PARTMENT stores and resident buyers only, to 
sell high grade lawn rakes. Liberal commission. 
State experience and lines now carried. Address 
Box B-584, care of HarpwAre AGg, 239 W. 39th 
St., New York City. 

















SALES REPRESENTATIVES WANTED 


SALES ACCOUNTS WANTED 








New Sales Expansion 
Program 


Old established and nationally known 
manufacturer of staple products re- 
quires services of outstanding and 
proven producers in territories 
throughout the United States. 


Products sold to Hardware Jobbers, 
Shoe Manufacturers, and many mis- 
cellaneous manufacturing trades. Ex- 
perience in one or more of our lines 
an asset. 


From these applicants there will be 
selected a limited number of Division 
Managers who must have the ability 
not only to sell, but to locate, train and 
manage salesmen in our various lines. 


Compensation, salary with commis- 
sion incentive. Give complete details 
and past performance in first letter. 
All replies held strictly confidential. 
Reply Box B-586, care Hardware 
Age, 239 W. 39th St., New York 
City. 











SALESMAN LONG ISLAND FOR LARGE 
line of nationally known builders and shelf hard- 
ware. Exclusive territory. Commission. Ad- 
dress Box B-623, care of Harpware Ace, 239 
W. 39th St., New York City. 


MANUFACTURER WANTS A FEW MORE 
salesmen or distributors calling on hardware and 
plumbing trade, wholesale and retail. Few ter- 
ritories open. Good side line. Going big. Every 
woman wants one. Address Dept. 2—890 St. 
James Ave., Springfield, Mass. 








SALES REPRESENTATIVES CALLING 
ON RETAIL hardware trade in Pittsburgh, 
Harrisburg, Philadelphia territories; also Cam- 
den, Trenton, and other New Jersey cities. At- 
tractively packaged side-line item of guaranteed 
merit and beens sales possibilities. Liberal com- 
mission. dvise extent of ‘territory covered and 
lines now carried. Address Box B-620, care of 
Harpware AGE, 239 W. 39th St., New York City. 





ESTABLISHED MANUFACTURER HAS 
SEVERAL OPENINGS exclusive territories. If 
you are now calling regularly on hardware, mill, 
and contractor supply trade and can add several 
good items to your line, commission basis, our 
proposition will interest you. Address Box 377, 
Toledo, Ohio. 


SALESMEN WANTED—OUR LINE OF 
sponges and chamois makes a profitable side line 
to salesmen calling regularly on hardware stores, 
paint stores, garages, auto supply stores or drug 
stores. State territory you cover with experiences 
and voleveneas, Address Gulf Specialty Sales, 
Inc., Dept. , Syracuse, N. Y. 


EXPERIENCED SALESMEN WANTED 
NOW CALLING on hardware, department, 
variety stores. Sell new, useful, attractive, 
patented Nonklog salt and pepper shakers as a 








side line. People really want shakers that won’t 
clog. In reply state territory covered. Address 
Nu-Craft Specialty Company, P. O. Box 67, 
Wauwatosa, Wisconsin. 





DISTRIBUTORS WANTED FOR NEW 
BRILLIANT luminous paint, packed in popular 
25c bottles with distinctive display box. Having 
many different uses, this practical paint novelty 
can be sold to hardware, paint, stationery stores, 
etc. 7 is an —, — with a 
handsome profit for dress Luminous 
a Corp., 553 So. West tern i. .» Los Angeles, 

al. 





SALES ACCOUNTS: WANTED 


ERTON 





COMPANY, 49 
FORNIA STREET, San Francisco, 
Pacific Coast manufacturing agents, 
secure a few new lines of merchandise. 


MAsUr Aes UeEee REPRESENTATIVE 
—HEADQUARTERS ST. LOUIS, TWENTY 
EXPERIENCE. SELLING HARD. 


CALI- 
California, 
wish to 





ERN ANA, KENTUCKY. C 
AND AGGRESSIVE ae Ee On BAD 
ADDRESS BOX B-613, CAR 

pL AGE, 239 W. 39TH St. NEW WORK 





ATTENTION! MANUFACTURERS; HARD- 
WARE, AUTOMOTOVE, ELECTRICAL. Ex- 
petienced sales representative established in New 

rk City, doing business with leading chains 
and wholesalers, desires to add another item or 
line. Capable of volume. Commission basis or 
will Py cash and bill customers himself. 
= — close-outs. Give all details. Address 

Box B-617, care of Harpware Ace, 239 W. 
39th St., New York City. 





MR. MANUFACTURER, NEW ENGLAND 
SALES organization doing a real job with sum- 
mer line, is looking for a Fall and Winter line. 
Has warehousing facilities and over 500 active 
accounts. Address Box A-2, care of HarpWARE 
AGe, 140 Federal St., Boston, Mass. 





HELP WANTED 





HARDWARE SALESMAN WITH PAINT 
KNOWLEDGE, experienced only, to manage 
large store. Steady. Address Box B-619, care 
4 Harpware Ace, 239 W. 39th St., New York 

ity. 





BRANCH MANAGER: BUILDERS’ HARD- 
WARE MANUFACTURER with national distri- 
bution has opening for branch manager. Must 
be completely familiar with all phases of con- 
tract and stock sales. Write full details in first 
letter. All replies held in strictest confidence. 
Address Box B-628, care of HARDWARE AGE, 239 
W. 39th St., New York City. 








Hardware Personnel 


FROM THE MANAGER TO THE 
DELIVERY BOY 


WHOLESALE RETAIL 


Our files contain applications of several 
hundred experienced and well-trained em- 
Ployees tn the hardware industries. 


NO CHARGE TO EMPLOYERS 
FOR THIS SERVICE 


If we can be of any help to you, just phone 


ASSOCIATED PLACEMENT BUREAU 
152 West 42nd Street New York City 
WIS. 7-1802, 1803 

















POSITIONS WANTED 





COMPETENT SALESMAN WELL AC- 
QUAINTED WITH hardware jobbers, dealers, 
automotive jobbers, electrical dealers and furni- 
ture dealers in lowa, Nebraska, Kansas, and 
Missouri, desires position with reliable manu- 
facturer who wants first-class representation irr 
above States. Best references. dress Box 
B-624, care of Harpware Ace, 239 W. 39th St., 
New York City. 








CHAIN-STORE MAN, HARDWARE 
MINDED, 10 years’ experience in merchan- 
dising and buying with outstanding syndicate, 
knows all items worth listing, sources sup- 
ply, display methods, etc., desires position 
Chain-izing to meet trend in retailing means 
increase in ay volume. 
experience? 
HARDWARD AGB, ‘290 W. 39th St., New York 
City. 
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POSITIONS WANTED 


POSITIONS WANTED 





POSITIONS WANTED 








SALESMAN WITH 10 YEARS EXPERI- 
ENCE contacting the wholesale and retail hard- 
ware and housefurnishing trade in New York 
Metropolitan district, desires position with repu- 
table manufacturer. Address Box B-626, care of 
Harpware AGE, 239 W. 39th St., New York City. 


EXPERIENCED HARDWARE AND SPORT- 
ING GOODS salesman, buyer, and manager, 32 
years of age, 15 years’ experience. Present con- 
nection past 5 years. Want connection with 
future in West, Southwest or Northwest. Can 
furnish reference. Address Box B-625, care of 
_ AGE, 239 W. 39th St., New York 

ity. 


RETAILERS—READ—RITE. I’M A busi- 
mess getter, age 35, who seeks the opportunity 











EXPERIENCED BUYER AND MANAGER 
OF hardware. University gradyate. Knows 
builders’ hardware thoroughly. xperienced in 
designing—casting and forging special hardware 
—expert locksmith. Age 33. Competent in ad- 
vertising, merchandising and planning—catalog 
compiling. Address Box B-615, care of Harp- 
WARE AGE, 239 W. 39th St., New York City. 


SALESMAN FIFTEEN YEARS’ EXPERI- 
ENCE SELLING hardware and other trade 
wishes connection with manufacturer or wholesaler 
for Western New York and Western Pennsyl- 
vania territory. Commission. References fur- 
nished. Address E. M. Bevier, 719 East State 
Street, Olean, N. Y. 


YOUNG MAN, MARRIED, DESIRES PO- 











SALESMAN WITH 5 YEARS’ EXPERI- 
ENCE in contacting hardware and houseturnish 
ing jobber in Metropolitan New York area desires 
position with reputable manufacturer as New 
York salesman. Address Box B-622, care of 
— Ace, 239 W. 39th St., New York 
ity. 


THIS ADVERTISEMENT IS DIRECTED 
TO the manufacturer who is in need of a _ repre- 
sentative for Ohio. To such a firm I can offer my 
experience of about 10 years covering this state 
for old line jobbers contacting such accounts 
as hardware, oil stations, and automotive. Am 
at present employed, but desire a direct factory 
connection as a missionary salesman. Am _ not 
looking for a snap or a big check every month 
but will welcome a line where ability and hard 








of applying business intelligence with initiative | SITION as salesman with reputable manufacturer. | work will eventually produce both. Am _ old 
to increase your sales. Well informed on pres- | Six years’ experience traveling Indiana, Ohio, | enough to have sound judgment and young 
ent day store management including buying, | Kentucky and Eastern Seaboard States. Intimate | enough to be able to work a full days work. 
selling and displaying. Fourteen years’ experi- | acquaintance with hardware jobbers and depart- | Am good dresser, make a good appearance and 


ence in_ hardware, housefurnishing and associate | ment store buyers. 


Willing to locate anywhere. | can offer excellent references. All replies will be 


lines. Locate New York State town. Address | Salary or drawing account and commission pre- | treated strictly confidential. Address Box B-621, 
Box B-604, care of HArpware AGE, 239 W. 39th | ferred. Address Box B-616, care of Harpware | care of HARpWARE AGE, 239 W. 39th St., New 





St., New York City. 





AGE, 239 W. 39th St., New York City. York City. 








BRUSHES 


mean more profit from your brush counter. 
Ask your jobber. 


JHE OSBORN MANUFACTURING COMPANY 
5401 Hamilton Avenue Cleveland, Ohio 












I Sales Offices: New York-Detroit-Chicago-San Francisco 3B 








D-S COCOA MATS 
Look the Part! 


Darragh, Smail Cocoa Mats look the 
part. They have a pedigree—a repu- 
tation—75 years of it. Priced right, 
styled right, made right—they sell. 
WALTER C. PLUNDEKE 
Selling Agent 
DARRAGH, SMAIL & CO., Ltd. 


Balfour, Guthrie & Co., Ltd. 
295 Fifth Ave. New York City 

















Stock and Profit with 


“G & B” QUALITY Products 


POULTRY NETTING 
STRAITLINE FENCING 
GALVANIZED HARDWARE CLOTH 


SCREEN WIRE CLOTH: 
“PEARL” 
“ACME” ELECTRO GALVANIZED 
PAINTED BLACK 


COPPER 
BRIGHT and ROMAN BRONZE 


The Gilbert & Bennett Mfg. Co. 
Established 1818. America’s Oldest Woven Wire Factory-Manufacturers 
WIRE CLOTH, NETTING and FENCING 


Galvanized Steel Wire Cloth in all Meshes and Gauges 
New York City Georgetown, Conn. Chicago Kansas City, Mo. San Francisco 


WIRE ie 
Terese 


GéB 


QUALITY 


Provucts 



















Cross Sterilized 


TAECWK & 


“increase sales” 


Ask your jobber 


W. W. CROSS &CO. INC. 
EAST JAFFREY N.H. 


























store you are looking for. © 





Looking for a Hardware Store? 


Tue place to find it is under the heading of Business Opportuni- 
ties in the Classified Opportunities Section of this paper. 


By watching the for-sale ads you'll be reasonably sure to secure a good pay- 
ing business at a fair price or, better still, let the trade know the kind of a 


HARDWARE AGE $239 West 39th St., New York City 





Classified Opportunities Dept. 
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Seem Tit DRAMATIC ADVERTISING ON 


hd eo 











National Magazines 
—Local Newspapers 
—Radio—All firing at 
once to boost your 
sales and profits 





















NEWS! Redecoratiog becomes @ one-day job! 


gr 


—— 
Aciwree | 


Tried and proved merchandising 
idea now on bigger scale than ever 


THE time is ripe. People’s homes need 









: : : 
redecorating. NHA loans provide the | 
[ a“ 
means. And the week of March 18, we A a: ee a eet ly / 
fire the opening gun in our great spring are : 
advertising campaign to persuade your | ua — 
customers to repaint. | 


The keynote is a merchandising idea 
that you know is tried and proved: ONE- 
Day Paintineé with Pittsburgh Paint 
Products! Tried and proved by the tre- || 
mendous demand for Wallhide — which 
started the idea of one-day painting — } | 
and became the greatest paint success | 
of the age. 

People postpone painting for two 
reasons: They’re afraid of the cost. They 
dread prolonged muss. Reduce the cost 
and muss of painting—and more people 
will paint. 





EASY Ow 
THE BUDGET 
and on the 
Pelieace 












com 
We’re taking advantage of this fact to SG [means ee 
help you sell more paint, and provide sees: ier —\ 
more jobs for painters. Our great new 
advertising campaign expands the one- 
day painting idea to include the whole = a= 
interior—walls, ceiling, floor, wood- : : ae 
work. It’s now a cinch to do a quality 
one-day job in a room with the quick- 
drying Famous Four: Wallhide, Flor- 
hide Enamel, Waterspar One-Coat 
Enamel, Waterspar Varnishes. 








More painting. More sales for you. 
Sound merchandising. Get ready to cash 


tee ; >. For walls , Clear 
in! Be sure you have the Famous Four WALLHIDE: For ito- Mork and floors. Clear 
and ceiling d only in and colors. — 

lized on om and stains 1 one af 


one-day paints when we say “go!” —— 
1 t tyes con- 
, Wallhide eration of 


trolled pene nt 

- he pa! 

oil, keep® t ts 7Ne 
- sve, preven . -RSPAR E! 
flim sive d peeling, EO dy oe one-coat, 





an 
cracking shades, 12 ing ename 





PITTSBURGH 


PLATE GLASS COMPANY 


Paint and Varnish Division, Milwaukee, Wisconsin 











5 soft petal ick-dryi : 
15 mi-gloss colors. for woodwork pen 
. One coat *. 
3NAMEL: mid surfaces solidly- 
— IDE ENAMEL: ok hina-like 


exterior and interiov 
Long wearing, > eae 
drying- 10 mo 
colors. 


= . *LORH 
Aaa floors, both 


rrsayacn Pears CSD 
n your stock 


Check up o g campaig 


big advertisin 





of Patton’s SU 
n features Sun- 


i to c 
ee Pleasant pe 
during application = 
while drying- 18 co 


NT too. This 
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e@ Paste Wax @ Rubber Kote 
e@ Liquid Wax @-Mastic Kote 


@ Mirror Kote @ Hot Wax Process 
3 








ILCO QUALITY PRODUCTS 


Padlocks, Night Latches, Door Closers, 
Key Blanks and Key Cutting Machines, 
bearing the ILCO trade mark, represent 
the finest in materials and workmanship. 


Look for full page announcement 
in an early issue of Hardware Age 


INDEPENDENT LOCK COMPANY 
Fitchburg, Mass., U. S. A. 


THE SYMBOL OF SUPREME LOCK PROTECTION 














H. F. STAPLES & CO., Inc. Medford, Mass. 


““SURE-GRIP” 


GALVANIZED STEEL 


HOSE CLAMPS 


GARDEN 
HYDRANT 
BEER 
SPRAY 
AIR 





FOR HOSE 


STEAM 
SUCTION 


Send for Complete Price List 
Sold by Leading Distributors 


J. R. CLANCY, Inc. 


N. Y. 





Syracuse 





















































OlL 
EATERS BURNERS 


STOVE CO. 


king A, Be a on 
NEW YORK, CHICAGO, BOSTON, ATLANTA, DALLAS, DETROIT, SAN FRANCISCO 








= fi a eh Ra omen SEL 
To completely satisfy your customers, ask your jobber for COLUMBIAN 
Tape-Marked. You can tell it by the Tape-Marker in all sizes and 
the red, white and blue surface markers in 34 inch diameter and larger. 








Columbian Rope Company, Auburn, “The Cordage City”, N.Y. 


WATERPROOFED - GUARANTEED 


MORE SOLD 


More Good Luck Jar Rub- 
bers are sold than any other 
kind. Used by experts and 
home canners for 20 years. 
Highest quality jar rubber 
made. Nationally adver- 
tised. Excellent profit. Big 
repeats. 10c a doz. Two 
gross (24 cartons) in full 
color display container, 


‘eToleo} om Sele Ge rra di) l-ta5 


With the BIG handy lip 


BOSTON WOVEN HOsE & RuBBER CO., Cambridge, Mass. 

















EMCO 
FELT FEET 


COMBINATION KEROSENE LANTERN 


STOVE and HEATER 


THUMB TACKS torinc sutton 


REMCO PRODUCTS ~oxor0wr 


DOMES of SILENCE 





© ab RUBBER 


Aly kf 


DOR AK 
“et 


UPHOLSTERY 


CUSHION 
a 


KEY CAPS 

















(BURIG KEROSENE OR GASOLENE 
CAMPINGO N91 
NUMERAL + ONE > nee omnes » ». 
Robert E. Miller, Inc. Wiviviw wienene a 35 Pearl Street (“wuz 
. a. REAL CARVED WOOD MOULDIN 
ll Domes of Silence, Inc. EE Uae Gee ent ine Ou eae Watntiet anes New York x 
KEROSENE STOVE Swedish Optimus Co., Inc. ° %* Paetaee- If he Is not suppiied—write us. N. Y. 
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INTRODUCTORY PACKAGE 


CONSISTS OF 


12 


NEW STYLED ITEMS 


(ILLUSTRATED ABOVE) 
& 


1-QT. WINDSOR SAUCE PANS 
TO SELL AT A SPECIAL PRICE 


Unique Counter and Window Display 
included in every package 


+ 
BUY FROM YOUR JOBBER 


NEW STYLES IN 


FEBRUARY 28, 1935 








CUARANTEED 


SPECIAL VALUE 


lute 


THAT WINS 


CUSTOMERS 


Vals 


THAT BUILD 
VOLUME 


frdices 


THAT PAY 
PROFITS 


COMET, THE 


averinit 
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Matched Viko is not merely a new 





—— 














line, but a new idea—translated by 
craftsman and designer into alumi- 
num ware in which new beauty is 
combined with new utility, conven- 
ience and economy. Completely 
revolutionizes all existing designs. 
By setting up new standards of 
quality, style, finish and trim, the 
new Matched Viko creates not only 
new sales appeal, but new profit 


possibilities. 
ALUMINUM GOODS 


MANITOWOC, WISCONSIN 


POPULAR ALUMINUM, TOO 











PLEIG 


1843~SHApLeiGh's MVETY- Two YEARS OF HONORABLE SERVICE-193 5 
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Silver King 
No. SKI2 FISH LINE 








—ererwrer 


Fishermen ey erectaeh 
Who Follies sca. | [SSeS & = Who 
Know ol <caniellinieeadiiiieatl se a a 

SHAPLEIGHS <5 >> D/amono Brano 

WE U.S. PAT OFFIC 


TRADE MARK REG.INT c 























NO. HF54- BAMBOO FLY ROD 
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SAN LUIS 


hd ha hl ht 


[ Sane 


No.SLEG FISHING LINE 











No.340A FLY ASSORTMENT 





We Carry the Largest 


Universally Prized By 
Fishermen Everywhere ea ASK OUR SALESMAN TO SHOW | and Most Complete 


For Original Patterns Line of Fishing Tackle 
OUR FULL_LINE Assembled Under 


ETare| 
One Roof 


mee | “DramonD EDGE Is A QUALITY PLEDGE” 
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